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Daddy wont be with 


them... 


but a progressive bank saved their home! 


Yes, it takes more than a big chair to 
keep little children safe. 


Progressive banks throughout the country are 
helping to secure the future for America’s children 
with Federal’s Mortgage Redemption Plan. 


It protects you and your customers... 
strengthens your community relations program. Its low, 
low cost is simply added to the monthly mortgage payment. 


Write Today for complete information about Federal’s 
streamlined Mortgage Redemption Plan. 


LIFE and CASUALTY COMPANY 


Federal Offers You: 


A Custom Designed Plan based on careful study of your operations. 
Proven Customer Appeal. Simplified Streamlined Procedure. 
Complete Flexibility including Health and Accident Coverage. 
Prompt Service. All Promotional Aids. HIGHEST RATING. 
See Best’s and Dunne's For Reasons Why Federal Enjoys 
Their Unqualified Recommendation. 


COMPLETE CREDIT LIFE & DISA- 
BILITY PLANS ALSO AVAILABLE 
FOR YOUR INSTALLMENT LOAN 
DEPARTMENT 


PERSONAL PROTECTION 
SINCE 1906 
JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN ¢ REGIONAL SERVICE OFFICES FROM COAST TO COAST 
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Get the facts on 


MOBILE 
HOME 


financing! 


“TRAILER FAMILIES . . . do not differ appreciably 
from families that are to be found in other Amer- 
ican communities. They possess characteristics that 
are generally prized by all American communities— 
sobriety, skilled and reliable workers, family sta- 
bility, and a genuine interest in contributing to 
and improving upon the community in which they 
live. They take considerable pride in the important 
and necessary role that they play in industrial 
development’’—from ‘“‘Housing Research, ’’April, 
1954, a publication of the Housing and Home 


Finance Agency of the Federal Government. 


VISIT THE MHMA EXHIBIT AT THE 
ABA CONFERENCE—BOOTH 42 


The 4th Annual Report of a survey on 
mobile home paper is available upon 
request to Banking & Finance Com- 
mittee, Mobile Homes Manufactur- 
ers Assn., 20 North Wacker Drive, 
Chicago 6, Illinois. Copies may also 
be had at the MHMA Booth at the 
ABA Conference. 


WHAT BANKERS SAY ABOUT 
MOBILE HOME PAPER: 


“Prefer this paper to all other” 

“We have often made the comparison, if 
only all our installment paper were as good 
as our mobile home paper, we would have 
no collection problems” 

“Percentagewise it was A No. 1 and cer- 
tainly a good money maker” 


“Our experience has been of the best” 


Members of the Mobile Homes Manufacturers Association are the leaders of the 
industry, pioneering improved designs, building dependably to high standards, and 
devoted to the advancement of every phase of mobile home living. 


20 NORTH WACKER DRIVE, 


CHICAGO 6, ILLINOIS 
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Just a Minute 


Worm Turns 


A WHILE ago Leon M. Little, presi- 
dent of the First National Bank of 
Ipswich, Mass., was doing some 
research that took him to the Boston 
Journal for October 3, 1860. He 
found this one: 


TROUBLE IN A BANK 


New York, October 2—Unpleasant 
rumors were circulated yesterday 
touching one of our banks. The 
directors attempted to remove the 
president, but instead of yielding he 
demanded an increase of salary as 
a condition for remaining. 


Forecasting Made Easy 


business trends isn’t 
so tough; not, that is, if you have 


THIS MONTH’S COVER 


The American Bankers Association and 
the Association of Reserve City Bankers 
are about to engage jointly in a new 
and exploratory program of research 
in the field of bank public relations. 

First announcement of this fact was 
made some weeks ago by A.B.A. Presi- 
dent Homer J. Livingston, president, 
The First National Bank of Chicago, 
and ARCB President R. Crosby Kemper, 
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a system as does Herbert A. Leggett, 
editor of Arizona Progress, publica- 
tion of Valley National Bank, 
Phoenix. 

“We do think we have mastered 
the formula which the old pros use,” 
Mr. Leggett confides. ‘If the con- 
sensus of opinion is for a 5% rise 
in business, the thing to do is to 
predict an increase of 5.7% or 6.2%. 
This not only tops the field but 
sounds very mathematical and 
authentic. Of course, the best pro- 
cedure is to look ahead to 1965, 
1975, or 2000 A.D. By taking a 
long enough view, the sky is the 
limit and you can shoot the works 
without fear, as the saying goes, 
of successful contradiction. 

“Oh, yes, regarding 1955 there is 
practically nothing to worry about. 


president, City National Bank and Trust 
Company, Kansas City, Mo. 

More recently, at a meeting of the 
A.B.A. Administrative Committee (the 
occasion for our cover picture), Harold 
J. Marshall, chairman, A.B.A. Public 
Relations Council, and president, Manu- 
facturers National Bank, Troy, N. Y., 
made a report to the committee’s mem- 
bers on the project’s progress. Seated 
next to Mr. Marshall is A.B.A. Execu- 
tive Manager Merle E. Selecman, and at 
the extreme left is the Association’s Sec- 
retary and Assistant General Counsel 
Henry M. Sommers. 

The J. Walter Thompson Company 
has been retained by the two associa- 
tions to make a study of the relations 
between banks and the public. The 
Financial Public Relations Association 
will cooperate. For the A.B.A., the 
Council which Mr. Marshall heads will 
be in charge of the research program. 

The chart which appears on the cover 
shows projected expenditures for bank 
advertising this year, as brought out in 
a survey by the A.B.A. Advertising De- 
partment. (See article on page 44.) 


Chicago office (John J. McCann), 33 South Clark 
Street, Chicago 3, Ill.; Washington office, 730 
Fifteenth Street, N.W. Subscriptions: $5.00 year- 
ly; Canada, $5.50; foreign, $6.00; single copies, 
50 cents. Entered as second-class matter at the 
Post Office, Philadelphia, Pa., under the Act of 
March 3, 1879. With the exception of official As- 
sociation announcements, the American Bankers 
Association disclaims responsibility for opinions 
expressed and statements made in articles pub- 
lished in this Journal. 


“We sell lots of them around income 
tax time” 


Nothing, that is, except taxes, ex- 
penses, competition, politics, strikes, 
communism, aphids, droughts, floods, 
school financing, juvenile delin- 
quency, the hydrogen bomb, etcetera, 
etcetera. In other words, it looks 
very much like any other year. 
“The most dependable forecast 
that anyone can make regarding 


BANKING 


JOURNAL OF THB AMBRICAN BANEBRS ASSOCIATION 


The Staff 


Editor Wituiam R. Kuyns 


Managing Editor WituraM P. Bocir 
Senior Associate Editor Joun L. CooLey 
Associate Editor Mary B. Leacu 
Associate Editor THEODORE FISCHER 
Assistant Editor M. BAver 


Assistant Editor Rutu E, 


Advertising Manager Joun J. McCann 


Rosert J. STrEHL 
Joun R. Prann 


Assistant Advertising 
Managers 


Representative: East E. MoHAN 


Representative: West Douctas C. BILLiAN 


* 
r- ar 4 
e, 
T 
if 
od 
ve 
tions to 12 East 36th St., New York 16, N. Y., U.S.A. 
G 3 


1 OFFER COMPLETE 
NUMISMATIC SERVICE 


OLD COINS 
RARE COINS 
GOLD COINS 


Bought—Sold—Appraised 


UNITED STATES, FOREIGN, AND 
ANCIENT COINS PURCHASED. 


I will buy any quantity of this ma- 
terial, from coins worth a small pre- 
mium over face or their intrinsic 
value to the greatest rarities. Gold 
coins of Numismatic value especially 
desired. No coin or collection too small 
to receive prompt, courteous considera- 
tion; no collection too large to be 
purchased for cash. 


ExpertAppraisalService 


No charge for office appraisals. 


One of the world’s 
For Sale and most 
complete stocks of Coins, Tokens, 
Medals, and Paper Money to select 
from. Many items from famous 
collections in this country as well 
as Europe. Correspondence invited. 


JAMES KELLY 


Third & Broadway, DAYTON, OHIO 


Reference:—Dun & Bradstreet 
Wiaters National Bank, Dayton, Ohio 


“this is high fidelity” 


Here is your guide to an easy understanding of 
Hi-Fi—the modern revelation in musical en- 
joyment. This non-technical booklet shows you 
step-by-step how to select a high fidelity music 
system for your home at minimum cost. Tells 
you what to look for and how to save money on 
every system unit; shows many handsome, prac- 
tical installation ideas. If you love good music, 
you'll want this helpful, objective booklet. Write 
for it today—it’s FREE. 


RADIO 


America's Hi-Fi Center 


; (7 Send FREE “This Is High Fidelity” Booklet 
Name 

Address 


a City. Zone—— State. 
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1955 is that, irrespective of what 
happens between now and the end 
of the year, all forecasters will then 
be predicting an increase in business 
in 1956.” 


Trustmen Set Record 


Tue annual Mid-Winter Trust Con- 
ference, staged at The Waldorf- 
Astoria by the A.B.A.’s Trust Divi- 
sion, has for a number of years 
been second only in attendance to 
the Annual Convention. This year 
it hit a new high in gross registra- 
tions: 2,008. 

This was the first such conference 
in 17 years which Merle Selecman 
didn’t open as Trust Division Sec- 
retary. This year, as Executive Man- 
ager, he opened the first session and 
presented the new Secretary, Joseph 
H. Wolfe. 

Banking has given rather complete 
coverage to this important meeting. 
The story, replete with photographs, 
begins on page 72. 


Rubber Check Department 


Srems a fellow well known to the 
Toledo (Ohio) Trust Company 
found himself involved in a now-or- 
never transaction over in South 
Bend, Indiana. He had no checking 
account, but this stalled him not a 
second. He made out a check on 
the Toledo Trust, completed his 
transaction, then immediately wrote 
a letter to the bank. 

When his letter arrived it was 
directed immediately to Carl H. 
Julius, assistant vice-president in 
charge of the distribution depart- 
ment. The letter was addressed: 
Rubber Check Department, Toledo 
Trust Co., Toledo, Ohio. 

P. S. It’s not so bad as it 


Tyrone Power, 
well-known movie 
star, receives 
“Minute Man 
Award” of the U. 
S. Treasury, Pres- 
entation is, as 
any banker can 
readily tell, by W. 
Randolph Bur- 
gess, Under Sec- 
retary of the Trea- 
sury. On this page 
is the story be- 
hind this particu- 
lar picture, which 
once won an 
award itself 


sounds. Fellow did have a savings 
account there. The bank saved him, 
all right, but admits that this 
method “isn’t recommended by 
bankers.” 


More on Executive Training 


Tue second and concluding instal- 
ment of Mitchell Patton’s article on 
Training Tomorrow’s Bank Execu- 
tives, begins on page 58. In this in- 
stalment the author continues the 
“case studies’ of various banks. 
Four of the nation’s biggest banks 
were studied in the February article. 
In this month’s piece, the size of 
the banks comes down to where 
their methods and ideas may be of 
greater value, comparatively, to more 
banks. 


Award Winner Becomes Award 


Ox this page is a picture showing 
a bearded Tyrone Power receiving 
from W. Randolph Burgess, Under 
Secretary of the Treasury, a ‘Min- 
ute Man Award’’ for distinguished 
service to the U. S. Savings Bonds 


‘program. 


This award is a handsome one, 
we’re proud to note, because that 
particular picture was once a BANK- 
ING cover. 

It happened like this. 

In support of the Treasury De- 
partment’s war savings program, the 
United States Flag Association in- 
vited the nation’s magazines to par- 
ticipate in a flag cover competition. 
The rules specified that the design 
include a War Bonds appeal. 

BANKING went into a huddle. Out 
of Editor William R. Kuhns’ office 
came the idea. John L. Cooley, now 
senior associate editor, knew where 

(CONTINUED ON PAGE 6) 
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STOPPER! 


The red flare flashes its message of danger before any damage can 
be done. Similarly, safety paper is the “stopper” that prevents 
check tampering, nipping financial damage in the bud. When you 
provide your customers with checks lithographed on La Monte 
Safety Papers you automatically give them this protection .. . 
plus the added bonuses of pride and prestige which all of us feel 
when we're using a high-quality product. Your customers will 
appreciate checks lithographed on LaMonte Safety Papers. 
Samples may be obtained from your lithographer or from us direct. 


A Check Paper All Your Own 
Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES @ ARE 
A LAMONTE TRADE-MARK 
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The Union Pacific serves a number of western states as pictured 
on the map. This vast territory contains an abundance of natural 
resources in addition to being a healthful, progressive region in 
which to work and live. As you know, it offers boundless oppor- 
tunities for outdoor recreation. 


If you’re thinking about an assembly plant, warehouse, distribu- 
tion center, or whatever it might be, in a western locality—then 
we offer this suggestion— 


Contact your nearest U.P. representative. Tell him what you 
have in mind regarding an industrial site to meet your specific 
requirements. Then he can get in immediate touch with U.P. 
headquarters in Omaha .. . obtain for you the information you 
want about available sites. 


Or — if more convenient — write, phone or wire the Industrial 
Properties Department, Room 360, Union Pacific Railroad, 
Omaha 2, Nebraska. 


Map at left shows 
states served by 
Union Pacific Railroad 


UNION PACIFIC RAILROAD 


(CONTINUED FROM PAGE 4) 
the statue could be found and made 
arrangements for us to photograph 
it. John L. McCann, now our ad- 
vertising manager, took the picture 
with a borrowed camera, and it ap- 
peared in full color as the cover of 
our July 1943 issue. It won for 
BANKING an award from the United 
States Flag Association. 
P.S. We had to buy the flag. 


It'll Soon Be Here 


Errors are wont to shovel Christ- 
mas items into a tickler file to come 
bobbing up along about October. 
Bankers—in one bank, at least— 
take a longer view. 

First National Bank in St. Louis 


| already knows all about its 1955 


Christmas cards. The bank, work- 
ing with the St. Louis Artists’ 
Guild, already has come through 


| with its 1955 holiday greeting card 


design, a watercolor of a historic 
local scene. 

The bank offers prizes for this 
very purpose. First prize is $250; 
second, $100; third, $50; with two 
honorable mentions at $25 each. 
First-prize winner becomes the 
Chirstmas-card scene. 

This year’s winning painting de- 
picts the Old Court House in &t. 
Louis. This historic downtown build- 


(CONTINUED ON PAGE 11) 


“The President of the United States 

gives only one budget message a year 

. . - but Big-Shot You have to make a 
speech every month” 
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NO OBSTACLE TOO GREAT. Signal Corps men tune in a new military communications system combining land lines and radio. 
Map shows how radio is used to jump across a swamp and a deep ravine, both difficult to cross quickly by land line. 


A Leapfrog Telephone System 


for the Armed Forces 


The Bell System now is producing for the military a telephone 
system that will go anywhere communications are needed. When 
water or rough terrain prevents the stringing of wire, it takes to the 


air. Thus vital contact for our Armed Forces—no matter where 
they may be located —is assured. 


When Signal Corps linemen encounter geographical obstacles, 


they now can easily erect a portable antenna. This connects land 
lines by radio links, which leapfrog the trouble area. 


This rugged communications system was developed for the 
U. S. Signal Corps by the Bell Telephone Laboratories. It has a 


1000-mile range and can carry as many as 12 voices at once. 


Uninterrupted flow of information is an important tactical 
weapon for today’s Armed Forces. The Bell System works closely 


with the nation’s military forces in developing and providing the 
most complete and modern communications in the world. 


BELL TELEPHONE SYSTEM 


AMPLIFIERS like this can be used on a pole or the 
ground and even will work under water. Although the 
system is lighter and more portable than any used 
previously, transmission quality is unusually good. 
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Micro-Twin—the modern 
way to save time, save 
space and protect records. 


Belle Howell Burroughs 


Checks, statements and other documents 
can be hand-fed quickly and easily. With 
the Acro-Feeder, rapid automatic -feeding 
of mixed documents is now possible. 


The Micro-Twin’s 37 to 1 reduction camera 
records documents as wide as eleven inches 
on just half the 16mm film width. This means 
real film economy. 
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MICRO-TWIN 


Both microfilming recorder and reader combined in a single compact unit at less than the usual 
price of a recorder alone! And film, processing, and postage cost for 66 checks 1s just one red cent! 


The well-known secret of profitable business is 
thrift. That means time saving, space saving, cost 
saving. More and more bankers are discovering 
the Micro-Twin gives all these—and more. 

The Micro-Twin is a unique unit combining both 
microfilming recorder and reader. It is as easy to 
use as a box camera. An exclusive indexing meter, 
film speed indicator, copy classification indicator, 


and modern protection features, make the Micro- 
Twin easy to operate and virtually foolproof. 


A single lens does both recording and reading. 
Documents can be recorded in two ways—only 
one side of documents printed down one half of 
the film and up the other, or both sides of each 
document printed side by side simultaneously on 
the full film width. Full-size facsimile prints can 
be produced quickly and easily direct from micro- 
film in the reader. 


Optional equipment, such as the Acro-Feeder, 
matching stand, and work organizer, enable you 
practically to design the Micro-Twin to fit your 
exact microfilming requirements. This means that 
you do not pay for equipment you do not need. 


Whether your bank is large or small, the Micro- 
Twin can improve your record-keeping and stor- 
ing—and at the lowest possible cost. Our nearby 
branch will be glad to give you all the details 
without obligation to you. Telephone today. 
Burroughs Corporation, Detroit 32, Michigan. 


Whoreverthere’s business theres 


Even in bright daylight, the Micro-Twin 
reading screen produces a brilliant, sharp 
image. Facsimile prints can be made in 
minutes, without a darkroom. 
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FAST SERVICE 
| GAQNEERED IN NEW YORK 


by Guaranty 
Trust Company 


Customers dealing with us across the 
country can now receive faster-than-ever 
service in check clearings 

and collections. 


Through the use of simple air-mail 
stickers illustrated above and with the 
co-operation of the New York Clearing 
House and the Postal Transportation 
Service, our customers now have 
available to them—airport-to-bank 
delivery—the most rapid air-mail 
delivery service yet devised. 

By slicing valuable hours from 
airfield-to-bank handling time, the 


new system frequently cuts a day or ome i LA GUARDIA 
more from costly ‘‘float time. % AIRPORT 


During the several months that we 

have been operating this service 

it has proved of benefit to many of 

our customers. We invite your inquiries 
as to its possible value to you. 


Guaranty 
Trust Company 


of New York 


Capital Funds $395,000,000 


140 Broadway, New York 15 


Fifth Ave. at 44th St., New York 36 
Madison Ave. at 60th St., New York 21 
40 Rockefeller Plaza, New York 20 


LONDON: 32 Lombard St., E.C.3 + Bush House, Aldwych, W.C. 2 
PARIS: 4 Place dela Concorde BRUSSELS: 27 Avenue des Arts 


Member Federal Deposit Insurance Corporation 
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Left to right, winners of third, second, and first prizes in Christmas card painting 
contest receive their awards from William A. McDonnell, president of the First 
National Bank in St. Louis. Winning picture, shown here, will appear on the 


bank’s 1955 Christmas card 


(CONTINUED FROM PAGE 6) 


ing was constructed in 1862, and 
served as the seat of St. Louis 
County government until 1876 when 
the city separated from the county. 

The Court House became a national 
museum in 1940 and is now being 
restored by the U. S. National Park 
Service as part of the Jefferson 
National Memorial Expansion Pro- 
gram. 


First-prize was taken by Virginia 
Moberly Schlueter; second- and 
third-prize winners were, respec- 
tively, Eloise Warren and Tom 
Cowdery. 


On Achieving Understanding 


“M OST historians credit the Rever- 
end Henry Duncan, a Scotsman, 
naturally, with the first workable 
savings bank plan, and in 1810 there 


The Hanover Bank, New York, received this communication and sent to the 
writer what it hoped was the requested material 
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This LITTLE Bank 
MAKE YOUR 
BANK BIGGER 


better known! 


Glass Model No. 11 


A Bower Visible Coin Bank is a posi- 
tive incentive for a child to save money 
(adults, too!). Sell the idea: “ITS 
FUN TO WATCH YOUR SAVINGS 
GROW” and build more traffic—future 
depositors! This smart promotion of- 
fers frequent contact between you and 
the parents—acquaints them with your 
other services—prepares the child as 
ultimate depositor, 


A SELF-LIQUIDATING 
ADVERTISING MEDIUM 


The banks are SOLD BY YOU at 
cost—so you get your money back! 
What other promotion is as quickly 
self-liquidating? These attractive, fast- 
selling banks give you FREE adver- 
tising in valuable space that can’t be 
bought — YOUR CUSTOMERS’ 
HOMES! FREE merchandising helps 
provided. 


Sales Guaranteed or Money Back! 


Give your financial institution a _ real 
boost this way as many others do! Send 
for complete information on this in- 
triguing promotion! 


The Bower Manufacturing Co. 


10 Bower Bldg. Phone 3-1774 
Goshen, Indiana 


EXPORT DEPARTMENT 


Galban & Co., Inc. 
75 West Street New York 6, N. Y. 


GET MORE BANK-by-MAIL 
BUSINESS... 


SIMPLIFY BY-MAIL DEPOSITS, INSURE PROPER 
CHECK ENDORSEMENT WITH THE 


DUPLEX DESK SET 


The first complete 
BANK-BY-MAIL KIT 
EVER OFFERED. 
An invaluable good-will builder for your pres- 
ent by-mail customers. A positive incentive for 
New bank-by-mail business. 


Be the first in your community to offer this 
added service that will build good will and get 
more customers. Write now for complete in- 


formation. 
The Duplex Plan 


INCORPORATED 


30 North LaSalle Street 
CHICAGO 2, ILLINOIS 
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your TOP salesman 


for new accounfs 


°° 


Visabank works right in the 
home—24 hours a day. Its 
beauty—its powerful urge to 
save make it the ideal account 
builder. 


Made of clear plastic with 
base and top in a full range 
of contrasting colors—solid, 
marbleized and pearlessence. 
Visabank adds a touch of 
beauty to any home. 


Your name is stamped in 
gold on front—your sales mes- 
sage appears on card at rear. 


® 
© 


Visabank is self liquidating 
—It pays for itself. 


Write us NOW! 


VISABANK is not an untried 

experiment. We know that it really 

works. Our free advertising and merchan- 
dising helps are at your service. 


PATENTED PLASTICS, INC. 
1010-A Woodland Ave., Cleveland 15, O. 
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Hazel L. Justice, an assistant manager at the Park Avenue branch of National 

City Bank of New York, discusses a banking problem with Jose Davila from the 

Lighthouse for blind people. Twenty members of the class visited the branch as 

part of a unique educational program designed to teach English to foreign- 
speaking blind people by a sense of touch 


was, in fact, a mutual savings bank 
in Ruthwell, Scotland. This bank, 
apparently, paid interest to depos- 
itors, since it is recorded that the 
rate of interest varied according to 
the depositor’s ‘age, family life, and 
moral conduct,’ which is a diver- 
gence from present practice that is 
not without merit.” 

This short quote is from an ar- 
ticle of serious intent and more than 
passing interest—How to Achieve 
Commercial-Mutual Understanding. 
The author is Clarence G. McDavitt, 
Jr., president of the Somerville 
(Mass.) National Bank, past presi- 
dent of the Massachusetts Bankers 
Association, and a member cur- 
rently of the A.B.A.’s Committee on 
State Legislation. 

Mr. McDavitt notes that “the 
minor sport of pulling the rug out 
from under a fellow banker has been 
played for a long time.” Things 
weren’t always this way, he says. 
But conditions have changed in this 
“Age of Change” in which we live. 

In his search for the reasons for 
it and what to do about it he finds 
a number of sins of omission and 
sins of commission. See page 46. 


Trying Something New 


Tue A.B.A.’s Instalment Credit Con- 
ference is trying out a new wrinkle 
this year. The Conference has al- 
ways achieved a considerable amount 
of audience participation in its panel 
sessions. This year it should achieve 


even more. All panels will be given 
on one afternoon, with bull sessions 
of not more than 100 delegates each 
on the next afternoon. Since about 
1,400 persons are expected to attend, 
this will make for a lot of little 
groups instead of one big, unwieldy 
audience. 

The Conference is at the Jefferson 
Hotel in St. Louis on March 21-23. 
There’s a report on the new idea, 
and the complete conference pro- 
gram beginning on page 87. 


Rumor Factory 


Do rumors ever flash through your 
bank? Of course they do. The birth 
and growth of the unfounded state- 
ment is given careful—if not sym- 
pathetic—treatment by cartoonist 
Dick Ericson. Try pages 48 and 49 
for a laugh—and a sigh. 


Without a single exception, we 
have always found that the narrow- 
minded bigots are the ones who dis- 
agree with us. 


With increasing juvenile delin- 
quency, the rising generation seems 
to be a falling one. 


Solomon said, ‘There is no new 
thing under the sun,” but he didn’t 
say it over color television. 
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Get 
New Business 
The Family Dollar 


A Candid Close-up of Your Dollar i 


TIMELY, PRACTICAL ARTICLES 200 banks now sponsor it! 


COMING IN THE MAY ISSUE ON TRY it for the three remaining issues of 1955 
> Saving and see how it can help you build NEW BUSI- 
NESS AND GOODWILL. 
> Spending 

We're making a SPECIAL OFFER! You can 
order THE FAMILY DOLLAR for each of the 
> Estate Planning three remaining quarterly issues this year 
(MAY, SEPTEMBER and . NOVEMBER). 
_ There’s no increase in price—you pay only 8¢ 
> Using Bank Services per copy. You get the complete FAMILY 
for Better Living DOLLAR Service—signature imprints on both 
; covers, choice of a dozen full-page ads or, if 

PLUS exclusive features—an interview with 
Mrs. America, do-it-yourself family mone- you prefer, your own personalized ad at slight 
tary plans keyed to the America of the extra cost. You also receive many suggested 


future with its expanding opportunities, and ways of putting this tool effectively to work in 
others, not to mention a sampling of re- your community. 
lated articles in current national magazines. 


> Investing 


> Borrowing 


IF you are not sponsoring THE FAMILY 

Published by DOLLAR and would like to try it for these 

AMERICAN BANKERS ASSOCIATION three issues, write us or clip the coupon below, 
12 EAST 36th STREET, NEW YORK 16, N. Y. fill it in and mail TODAY! 


THE FAMILY DOLLAR Available to members in 


AMERICAN BANKERS ASSOCIATION quantities of 500 or more 
12 EAST 36th STREET, NEW YORK 16, N. Y. each issue at 8¢ per copy 


SEND THE FAMILY DOLLAR FOR 3 ISSUES (MAY, SEPT. and NOV.) 


Put us down for______—~—~—~—~—_— copies each issue 
(Insert number here) 


NAME 
CITY 
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For a'$ 
Progressive Pittsburgh 


During 1954 Peoples First continued its 
sound and active growth. : 

As of December 31, capital funds were 
$42,323,368; deposits $539,847,359; loans 
and discounts $221,524,062 and total re- 
sources, $591,390,475. 

Pittsburgh’s huge building and recon- 
struction program is opening up new 
business opportunities in this great in- 
dustrial area. Peoples First welcomes the 
opportunity of serving your banking needs. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 


Member Federal Deposit Insurance Corporation 


OUR-... 


Tus is a story about a customer 
who had figured out a way of putting 
his loan on a self-sustaining basis. 
‘How about borrowing $100?” he 
breezily inquired as he laid his hat 
on the vice-president’s desk and 
settled himself into a chair. 

“What do you need it for?” asked 
the man in the swivel chair, recog- 
nizing him as a customer for whom 
he had not too long ago financed a 
second-hand automobile. 

“Well, I’m just a little bit hard 
up right now. A hundred dollars 
would help out quite a bit.” 

“Do you have any collateral?” 

“Well, no, except I’m a customer 
here. I already got a loan on a car 
last month, and I’ve got a payment 
of $65 coming up next week on that 
—fact is, I was planning on making 
that payment from this new loan. 

“You mean you aren’t prepared 
to pay the first instalment on your 


car loan?” 


“Well, to be frank with you, no, 
but of course you’ve got a mortgage 
on the car and you know that’s-all 
right. I sure am not going to lose 


that car if I can help it. I thought, 
of course, it’d be all right with you 
to loan me the payment every month 
for a few months ’til I get straight- 
ened around financially.” 

Failure of the officer to respond 
cordially to this happy extension of 
round-and-round credit astonished 
him. ‘“Why,” he complained, ‘I’ve 
already established credit with this 
bank, and I supposed now you'd take 
care of my credit needs, just like 
you advertised in the newspaper!” 


Ano then there was the customer 
who had figured out a way of killing 
two birds with one stone. He had an 
instalment loan with the bank and 
also a small commercial loan. Things 
hadn’t been going too well with him, 
so he came in and asked one of the 
officers if it would be all right if 
he just paid $10 on the monthly 
instalment this time and caught up 
the following month. This was 
agreed to. He paid the $10 and 
was given a recipt. 

After thanking the officer, he went 
over to the loan teller’s cage and 
handed her the receipt. 

“I want this put on my loan,” he 
said. 

“Do you have your instalment 
book with you?” she asked. 

“No, just put it on my regular 
loan,” was the reply. 

She pointed out that the receipt 
specified “instalment loan,” and of- 
fered to ask the officer who had 
signed it if that was: an error, but 
he said quickly, ‘Oh,.all right, then,” 
seized his receipt and walked out. 

BELLE S. HAMILTON 


¢ 

~ 


| 
| AROUND: 
PEOPLES 
i 
Mest 
| | | 
4 4a | | 
A | Sa 
hi, 
[LOANS| ~ 
14 BANKING 


FREE FACTFILE 


Helps you answer 
clients’ questions 


BANKERS are playing an ever-increasing part -: 


in plant site selection.. Your expansion-minded 
clients look to you for help. because they. know 
you will give them the facts. The information you 
supply will be unbiased—complete—and up-to- 


the-minute. 


To help you answer inquiries by industry seeking 
western location, here is factual information on 
Metropolitan Oakland Area. It was prepared by 
the Metropolitan Oakland Area Committee, a 
non-profit organization representing all of Ala- 


meda County, California. 


Even a slight examination of this new FACTFILE 
will show you why industry “grows places” in 
MOA. It contains Data Sheets covering Climate, 
Labor Supply, Markets, Transportation, Living 


Conditions—and all the other factors that create 


You will want several copies of this valuable 
FACTFILE—which will be sent to you free of cost. 
Just write to your correspondent bank in this 


area—or mail the convenient coupon below to 
MOA headquarters. 


METROPOLITAN OAKLAND AREA 
Suite 601 + 1320 Webster Street +» Oakland 12, California 


Gentlemen: 


Please send me sets of the new MOA FACTFILE. 


Name 


Title 


Name of Bank____ 


Address 
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Bankers View the Future Il 


These comments on business and 
public affairs are excerpts from 
banks’ 1954 pamphlet reports. 


MOVEMENT UPWARD 
Bank of America, San Francisco: 
S. C. BEISE, president; F. A. FER- 
ROGGIARO, chairman. 


As we review the activities of 1954 
we are impressed with the fact that 
for the second time during the post- 
war years the American economy 
has experienced a recession and that 
for the second time our free enter- 
prise system showed its basic 
strength and resiliency by overcom- 
ing the depressive forces. Equally 
impressive and encouraging is the 
fact that the fears, so often ex- 
pressed, that a downturn in Amer- 
ican business would have serious ef- 
fects throughout the rest of the 
world, were not realized. Countries 
which have so long relied on Amer- 
ican generosity were able to sub- 
stantially improve their economic 
affairs with far less help from the 
American taxpayer. The upward 
movement of our country’s business 
activity, which began during the 
latter part of 1954 and should con- 
tinue in 1955, presages greater op- 
portunities for the American peo- 
ple. 


THE BANKERS’ CONTRIBUTION 


The Chase National Bank, New 
York: JoHN J. McCoy, chairman; 
Percy J. EBoTt, president. 


I; is not too much to say that one 
of the most important factors mak- 
ing for economic progress in our 
country is the existence of a con- 
fident, resourceful, and sober atti- 
tude on the part of the nation’s 
bankers. 

Such an attitude, of course, has 
significance in its relations to the 
effective management of the nation’s 
pool of credit. But more than this, 
it also is of high importance in 
terms of the general impact which 
the banker has on his community 
by reason of the wide and varied 
nature of his contacts. 

The year ahead promises to bring 
our nation and the free world new 
and exacting problems, both politi- 
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Some bank share- 
holders’ meetings 
were well attend- 
ed. Photo shows 
annual meeting 
of Central Nation- 
al Bank of Cleve- 
land in the grand 
ballroom of the 
Hotel Statler 


cal and economic. No one can con- 
fidently predict either the exact 
nature of the problems or their im- 
port. What one can do is to act 
with the poise, balance, and deter- 
mination that the seriousness of the 
problem demands. 


FLEXIBLE CREDIT POLICY 


Bankers Trust Company, New 
York: S. SLOAN COLT, president. 


A GROWING economy means a grow- 
ing banking system. The commer- 
cial banks are preparing to serve 
a rising number of customers whose 
needs may in many ways differ from 
those of the present time. The bank- 
ing system in the decade ahead will 
meet larger credit needs and the 
outlook is for a greater money 
supply and higher bank deposits. 

Essential to sound economic 
growth is a flexible credit policy, 
ready to anticipate a business de- 
cline but equally alert to the hazards 
of unduly optimistic expansion in 
the short term. The Federal Re- 
serve and the Treasury have shown 
recognition of these problems. Their 
policies helped to forestall excessive 
borrowing and spending in the boom 
of 1953 and eased the business de- 
cline in 1954. This encouraging re- 
cord gives confidence that credit and 
debt management, aided by the op- 
erations of the commercial banking 
system, will continue to contribute 
to a strong economy in a growing 
country. 

It should, of course, be realized 


that long-term economic growth has 
not in the past prevented intermit- 
tent declines in demands, output and 
prices. Contributing probably in no 
small measure to the moderate 
character of economic adjustments 
in recent years has been the caution 
exercised by the business commun- 
ity. Businessmen generally have 
been careful to avoid excessive build- 
up of capacity and have refrained 
from borrowing for speculative pur- 
poses. The prospects for economic 
expansion should cause neither 
bankers nor businessmen to abandon 
prudence and caution in the years 
ahead. 


CONDITION SOUND 


First National Bank in St. Louis: 
WILLIAM A. MCDONNELL, president. 


economic activity during 
recent months gives every promise 
of reaching higher levels in the com- 
ing year than any time since the 
peak production year of 1953. At 
this time we can view the future 
with considerable confidence, taking 
into consideration the benefits which 
should flow from the rapid scientific 
and technological developments that 
are likely to dominate our economy 
over the next decade. While such 
new developments inevitably create 
problems of readjustment, they also 
lay the foundation for an expanding 
economy, and the end result, on the 
basis of past experience, is almost 
certain to be favorable. 
(CONTINUED ON PAGE 18) 
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STEADY SELLING 


DELIVERS STEADY PROFITS - 


Sammy is ‘going places’—now with his express wagon— 
later, when he is a grown-up business man. He under- 
stands that for steady selling, people have to be told 
what service he renders. That is why he informs his 
public. 

Like America’s industrial companies, Sammy knows 
he needs a market—people who become customers. To 
develop and protect such a market, sales messages must 
educate and inform prospects. They anticipate and 
create demand .. . turn prospects into customers. 

Consistent and well-planned Business Publication Ad- 
vertising reaches and develops potential markets. It 
places sales messages on the desks of prospects and cus- 
tomers, month after month—at pennies per call. Pro- 
gressive sales and advertising executives realize how 
advertising can build up company prestige, product 
recognition, and profitable sales. They know advertising 


Nic GRAW-HILL 


PUBLISHING COMPANY, INCORPORATED 


ApD 330 WEST 42nd STREET, NEW YORK 36, N.Y. a 


in Business Publications—aimed at specific markets—is 
the most effective, most economical way to increase the 
productivity of the sales staff. By developing and ex- 
panding markets, Business Magazine Advertising helps 
the salesman to cope with tough competition, maintain 
today’s sales and assure tomorrow’s profits. 


THAT’S WHY WE SUGGEST: If you have a financial interest 
or responsibility in a company, you 
will want to encourage the company’s 
management in the use of adequate 
Business Publication Advertising. 


Just released . . . McGraw-Hill’s 1955 
“*Pulsebeat of Industry” discusses current 
trends and the outlook for over twenty-five 
divisions of business and industry. We 
will be glad to send you a copy without 
cost or obligation. 


FOR BUSINESS 


ZA 


OVER A MILLION MEN IN BUSINESS AND INDUSTRY PAY TO READ McGRAW-HILL BUSINESS PUBLICATIONS 


March 1955 
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(CONTINUED FROM PAGE 16) 

In the financial field, there is every 
prospect of a sound and healthy con- 
dition. Capital accumulation has 
been proceeding at a satisfactory 
rate and it appears that ample funds 
should be available for all sound 
business requirements. 


A CANADIAN VIEW 


The Canadian Bank of Commerce: 
JAMES STEWART, president. 


Over-aut I would suggest that the 
next 12 months will record a con- 
tinuation of the spotty pattern that 
has been evident in 1954. How well 
or how poorly we react to the grow- 
ing competition both at home and 
abroad will of course have an im- 
portant bearing on the relative suc- 
cess of our operations in 1955. How- 
ever, disposable income continues 
to be high and there is every ex- 
pectation that consumer purchasing 
will remain at a reasonably high 
level. 

Meanwhile, technology combined 
with the continuing development of 
resources suggests a steadiness in 
the rate of expansion of primary 
goods and ancillary industries. In- 
vestment opportunities should con- 
tinue to be favorable and particu- 
larly in the construction industry 
it would appear: that capital invest- 
ment should remain strong. 


CONTINUING PROSPERITY 


First National Bank of Arizona, 
Phoenix: HucH C. GRUWELL, presi- 
dent. 


As we view the future . . . there ap- 
pears no reason to anticipate’ that 
the ‘current prosperous condition of 
the nation’s economy will suffer any 
emphatic setback, short of war.... 
Thus, there is justification for the 


expectancy that our steadily in- 
creasing population will find occu- 
pation and income. 


ANOTHER GOOD CHAPTER 


American Security and Trust 
Company, Washington, D. C.: DAN- 
IEL W. BELL, president and chairman 
of the board. 


Donne the year just ended busi- 
ness leaders were inspired by the 
manner in which an early decline in 
economic activity was halted and 
turned upward. This striking exam- 
ple of the vitality of free enterprise 
has caused them to take a more 
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optimistic view of business pros- 
pects for the year ahead. They con- 
tend that the new year will provide 
another good chapter in the annals 
of business. 

While future trends cannot be 
forecast with certainty, they believe 
that business in the coming months 
will continue to progress on a steady 
and sound economic basis, even 
though it may not exceed the peaks 
reached two years ago. 


MONETARY POLICIES 
“HELPFUL” 


Union Bank of Commerce, Cleve- 
land: JOHN K. THOMPSON, president. 


Tue monetary authorities, through 
their policies, were helpful in main- 
taining a good business tempo in 
1954. They will undoubtedly watch 
closely the developing business pic- 
ture in 1955 with a view to making 
such adjustments in monetary pol- 
icies as will be best for the gen- 
eral economy. . . . Money will con- 
tinue to be readily available in 1955 
and the banks and other lenders 
will be well able to take care of all 
requirements for worth-while pur- 
poses at reasonable interest rates. 


TOWARD NEW HIGHS 


First National Bank in Dallas: 
BEN H. WoortEN, president. 


Ws are now in a position to reach 
gradually toward new highs—and 
this must be so because America’s 
welfare and security depend upon 
growth. It is imperative that we 
progress economically. Recession 


‘and stagnation are the greatest 


threats to our freedom, and wise 
leadership is aware of this. 


“EXCELLENT 


Irving Trust Company, New York 
City: WILLIAM N. ENSTROM, chair- 
man; RIcHARD H. WEsT, president. 


Tue economic outlook remains ex- 
cellent. President Eisenhower re- 
cently said: “Drawing on the richly 
varied abilities of our entire citi- 
zenry, we can foresee that in less 
than a decade the national output 
will increase from today’s $356-bil- 
lion to $500-billion.”’ Federal Gov- 
ernment studies indicate that by 
1965 our population will increase 
by 30,000,000; the number of house- 
holds will grow by one-fifth; and 
output per employee man-hour may 
rise by more than one-third as 


a result of technological improve- 
ments. 

The result will be a sharp increase 
in the standard of living. Banking 
will grow and progress with industry. 


SOBER OPTIMISM 


Union Bank & Trust Company of 
Los Angeles: BEN R. MEYER, chair- 
man and president. 


Tue economy appears to be emerg- 
ing from a business adjustment 
without benefit of excessive infla- 
tionary stimulants. Even though the 
rate of recovery in the current 
transition from inventory reduction 
to accumulation and the growth of 
non-defense needs for capital goods 
may not be spectacular, its persist- 
ence is encouraging. 

The present sober optimism of 
business management reflects the 
confidence of the people who, as 
consumers, have continued to buy 
goods and services at a very satis- 
factory rate during the past year. 


OUTLOOK FAVORABLE 
National Bank of Commerce of 
Chicago: T. H. GOLIGHTLY, chairman 
and president. 


Tue outlook for our economy and 
business in general is considered fa- 
vorable. .. . Our economy continues 
to show remarkable stability. ... 
Residential building in recent 
months has been especially strong, 
and under the stimulus of liberalized 
financing arrangements, appears 
likely to continue strong in 1955. 

. .-We may well, therefore, have 
ahead of us a record year in gross 
national product and a better year 
than 1954 from the standpoint of 
industrial production—but all of the 
aforegoing assumes no major change 
in world or international affairs. 


DYNAMIC MOOD 


The Bank of Virginia, Richmond: 
THoMAS C. BOUSHALL, president. 


Tre AMERICAN economy is in @ 
dynamic mood. Our growing pop- 
ulation has vast, unfilled needs for 
goods and services, making the op- 
portunity for still higher standards 
of living. 

Given some measure of world 
peace, 1955 should reflect greater 
well-being for the nation as a whole 
and for our relationships at least 
with the free world. 

(CONTINUED ON PAGE 96) 
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New banking room in Lumberman’s Bank, Muskegon, Michigan, with Acousti-Celotex ceiling installation of 3,800 
sq. ft. of butt-joint Celotone® Tile. 
Architect: E. E. Valentine; General Contractor: Muskegon Construction Company 
Acousti-Celotex Contractor: Leggette-Michaels, Grand Rapids, Mich. 


Sound Investment in 
Beauty and Efficiency 


A bank’s patrons have come to look upon its 
atmosphere of quiet dignity as an outward, 
confidence-inspiring sign of its importance and 
soundness. Employees within the bank find 
this quiet comfort conducive to improved con- 


--duct of banking business, less fatigue, less 
. Clerical-error. And how significant Acousti-" 


Celotex Sound ‘Coriditioning has become in 
fulfilling all these obligations! 


Unusually Economical—A sound-absorbing 
ceiling of Acousti-Celotex Tile has provided for 
many of the nation’s banks a combination of 
low-cost noise-arresting efficiency plus distin- 
guished decor. Increased depositor activity is 
a direct result of such an impressive and invit- 
ing installation. Because of reduction in 


Acousn-Cevotex 


REGISTERED PAT. OFF. 


Products for Every Sound Conditioning Problem—The Celotex Corporation, 120 S. 
LaSalle St., Chicago 3, Illinois * In Canada: Dominion Sound Equipments, Ltd., Montreal, Quebec. 


business machine clatter and customer traffic 
sounds . . . morale and productivity, too, defi- 
nitely follow an upgrade pattern. 
Easily Maintained— There is no interruption 
of normal business routine with a quick, ex- 
pertly applied installation of Acousti-Celotex 
Tile. Special maintenance is unnecessary on this 
type of ceiling: The high, sound-absorption 
value is as remarkable as its beauty, while its 
surface can be washed repeatedly and painted 
without loss of sound-absorbing capacity. 

Mail Coupon Now for a Sound Conditioning 
Survey Chart that will bring you a free analysis 
of the acoustical problems in your bank, plus a 
free factual pamphlet, ‘Sound Conditioning 
in Banks.”’ There is no obligation, of course. 


Mail Teday! 


The Celotex Corporation, Dept. CC-35 
120 S. LaSalle St., Chicago 3, Illinois 


Without cost or obligation, send me the Acousti-Celotex 
Sound Conditioning Survey Chart, and your pamphlet, 
“Sound Conditioning in Banks.” 


Name. 


Address. 
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This department is compiled by 
THEODORE FISCHER of BANKING’S 
staff. 


Law Retires 


RANCIS MARION LAW has retired 

as chairman of the board of First 
National Bank in Houston and has 
been named consultation chairman. 
He’s a past president of the A.B.A. 
(1933) and had been board chair- 
man since 1945. He is succeeded as 
chairman by P. P. BUTLER, formerly 
president. W. A. KIRKLAND was 
elected president; M. D. JENKINS 
has become executive vice-presi- 
dent; CaRL C. THRIFT was named 
vice-president. 


ROBERT W. SPARKS, first vice-pres- 
ident of Bowery Savings Bank, New 
York, has been appointed to the com- 
mittee on faculty and curriculum of 
the School of Financial Public Re- 
lations which will hold its eighth 
annual session at Northwestern Uni- 
versity July 24 to August 6. MR. 
SPARKS is a former president of 
FPRA. 


GUSTAVE A. WELLENSICK was ad- 
vanced to vice-president and cashier 
of The Detroit Bank. RONALD W. 
BAINBRIDGE, EARL H. QUIBELL, and 
W. BEA WALDRIP are now vice-pres- 
idents. 


EssiE E. BAILEY has been named 
president of the Princeton (W. Va.) 
Bank .& Trust Company, succeeding 
J. H. Litty. Mr. BAILEY, with the 
bank for 30 years, is A.B.A. vice- 
president for West Virginia, was 


Heard Along 


% 


P. P. Butler 


W. A. Kirkland 


president of the West Virginia 
Bankers Association in 1952 and is 
now a member of its executive coun- 
cil, and is a member of the execu- 
tive council of the Independent 
Bankers Association. 


E. W. Goat Heads NYFA 


W. GOAT, assistant vice- 
president in charge of adver- 
tising of the Bowery Savings Bank, 
was elected president of the New 
York Financial Advertisers. He suc- 
ceeds HOWARD J. CARSWELL of Guar- 
anty Trust Company of New York. 
Other officers elected are: EVANS 
G. MorcaN, Hanover Bank, first 
vice - president; JOHN H. ROACH, 
Franklin Savings Bank, second vice- 
president; ROBERT J. STIEHL, BANK- 
ING, was reelected treasurer; and 
ISABELLE MURRAY, Hudson Adver- 
tising Co., was reelected secretary. 


Mark A. Brown, third from left, reads engrossed testimonial presented on his 

retirement as president of Harris Trust and Savings Bank, Chicago. From the left, 

Guy E. Reed, executive vice-president; Stanley G. Harris, executive committee 

chairman, who holds a Steuben bow! also presented; Mr. Brown; and Kenneth 
V. Zwiener, new president 


Irving W. Distel George G. Litzko 
IRVING W. DISTEL and GEORGE G. 
LITZKO were promoted to senior 
vice-presidents at Society for Sav- 
ings, Cleveland. JOSEPH F. COUuL- 
STON and HERBERT BARNES were 
named vice - presidents; LEwis E. 
FRANCKLE became treasurer. 


MARRINER S. ECCLES was named 
chairman of the board of First Se- 
curity Bank of Utah, N.A., Ogden, 
succeeding CHARLES L. SMITH, re- 
tired. Mr. EccLes also serves as 
chairman of the board of First Se- 
curity Corporation. D. OWENS 
THURMAN was named senior vice- 
president, and there were five pro- 
motions to vice-presidencies: J. N. 
PIKE, HEBER F. ALDous, J. L. RIE- 
BEN, and RAYMOND G. WILLIE, all 
of the Salt Lake Division, and J. 
WILLARD HATCH, of the Ogden divi- 
sion. 


WILLIAM S. SQUIRE has joined the 
Marine Midland Trust Company of 
Central New York, Syracuse, as a 
trust officer. 


BuRTON HULBERT has been elected 
president of Wilber National Bank, 
Oneonta, New York, succeeding 
Lewis F. ROSE who became chair- 
man of the board. E. LESTER TOWN- 
SEND, vice-president, was given the 
additional duties of cashier; FELIX 
L. BARNETT was promoted to trust 
officer. Mr. HULBERT, the new pres- 
ident, has been with the bank since 
1918, has been active in local, state, 
and the American Bankers Associ- 
ation, and is an alumnus of The 
Graduate School of Banking. Mr. 
ROSE, new board chairman, has com- 
pleted 50 years with the bank. 
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Thos. W. Heslin 


Wallace E. York 


WALLACE E. YORK was appointed 
vice-president and coordinator of 
administration and operations of 
First Western Bank and Trust Com- 
pany, San Francisco. 


THOMAS W. HESLIN was promoted 
to vice-president at Manufacturers 
Trust Company, New York. He had 
been trust officer. Mr. HESLIN is an 
alumnus of The Graduate School of 
Banking. 


Four-Time President 


W. ROBERT, newly elected to 
ethe presidency of the White- 
hall (Mont.) State Bank, served an 
apprenticeship for 38 years in the 
capacity of cashier and vice-presi- 
dent. He has owned control of the 
bank since 1919. He’s a native of St. 
Paul, Minn., where he received his 
education and early banking experi- 
ence. He moved west as cashier of 
the Citizens National Bank of Laurel, 
Mont., and later to Helena, eventu- 
ally becoming established in White- 
hall. Mr. ROBERT is now president of 
four Montana banks, the others be- 
ing the Bank of Sheridan; the Miners 
and Merchants Bank of Roundup; 
and a new bank, recently announced 
and chartered, to be known as the 
Security Bank, at Butte. 


EDWARD E. MUNGER was named 
vice-president of Wells Fargo Bank, 
San Francisco. 


GouLp R. KARDASHIAN, of Bank 
of the Manhattan Company, was 
elected president of New York Chap- 
ter of the Army Finance Associa- 
tion. The Association is composed 
of bankers, lawyers and accountants 
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Main Street 


with military experience in financial 
capacities, who act as civilian con- 
sultants to various Army financial 
offices and who inform reserve per- 
sonnel of current developments in 
Army financial matters. 


PAUL E. PEARSON, first vice-pres- 
ident and secretary of Pullman 
Trust & Savings Bank, Chicago, re- 
cently celebrated his 50th anniver- 
sary with the bank. 


In a special ceremony held re- 
cently at Wachovia Bank and Trust 
Company, Winston-Salem, N. C., a 
portrait of RICHARD G. STOCKTON, 
chairman of the board, was pre- 
sented to the bank by the board of 
directors. MR. STOCKTON has been 
with Wachovia for more than 32 
years. He has been active in state 
and national banking associations 
and is a past president of the Trust 
Division of the American Bankers 
Association. 


Thirty-Three feet 
of “thank you” to 
the Toledo (Ohio) 
Trust Co. from 
8th grade pupils 
who toured the 
bank is posted by 
J. Walter Her- 
mann, assistant 
treasurer, and 
Mrs. James Stam- 
baugh, stenog- 
rapher, who 
serves as a tour 
guide in the edu- 
cational program. 
Each of the 33 
students wrote his 
own note of ap- 
preciation, then 
they were neatly 
b ound together. 
For display, the 
bank mounted 
the notes by twos, 
cutting the over- 
all length to 16% 
feet 


Strange place for music? Well, no. 
Scene in vault of Fidelity-Philadelphia 
Trust Co. shows judges going over man- 
uscripts submitted in a contest for 
$1,000 for best original composition for 
mixed voices or for chorus and orchestra 


A. C. Bass, president, and ADRIAN 
HARMON, executive vice-president, 
of the Citizens Bank of Warrens- 
burg, Mo., have purchased a sub- 
stantial interest in th Bank of Knob 
Noster, Mo. Mr. Bass was elected 
president of the Bank of Knob Nos- 
ter and Mr. HARMON was elected 
vice-president. The two banks will 
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be operated as entirely separate 
units. 


At the First National Bank of 
Montgomery, Ala., FRANK A. PLus- 
MER advanced to senior vice-pres- 

9 ident; JOHN C. CurRRY to vice-presi- 

¥y ou ll fi nd dent and senior trust officer. R. G. 
it hard to BLEDSOE and J. L. PATTERSON be- 
came vice-presidents; J. D. JOLLy, 
believe your trust officer, and WOODFORD PARKS, 
cashier, were given the additional 


finger tips ! title of vice-president. 


WARREN P. TENNY was elected 
vice - president of Union Bank & 
Trust Co. of Los Angeles. 


Sam C. BRITT is now vice-presi- 
dent at First National Bank of 
Memphis. 


Subject to all necessary approvals, 
consolidation plans have been an- 
nounced by WESTCHESTER COUNTY 
NATIONAL BANK of Peekskill, N. Y., 
and NATIONAL BANK OF WESTCHES- 
TER, White Plains, N. Y. The com- 
bined assets of the two banks ex- 
ceed $125,000,000. 


FirsT NATIONAL TRUST AND SAV- 
INGS BANK of San Diego, California, 
has opened its 11th branch. 

. Agreement for purchase of Wyo- 
MING BANK AND TRUST COMPANY by 

THE ALL-NEW Smith-Corona CENTRAL-PENN NATIONAL BANK of 
Philadelphia has been announced, 

& subject to the necessary approvals. 
Cighty es Cight SECRETARIAL | This would bring CENTRAL-PENN’S 


offices to 12. 


gives you feather-light touch. . . 


effortless speed... smooth and responsive action! 


Company of New York, has ad- 
vanced to vice-president. 


IRVING LEVINE, a credit officer at 


You'll love it because it gets you through the busiest 
day in a breeze. What’s more, your boss will appreciate the 


clean, clear “write” of every report he dictates, every letter he signs. ; ’ ; 
The all-new Smith-Corona “Eighty-Eight” At Hibernia National Bank, New 
Orleans, GEORGE W. OWEN, Jr., and 


W. W. Pore were appointed senior 
vice-presidents; T. J. WALLBILLICH 
and A. E. ALEXANDER were appointed 
vice-presidents; OSWALD J. HOWAT 
became cashier. 


gives you Instant-Set Margins, amazing Page Gage, 
two added keys (four added characters) and 
many, many other features, new and exclusive, 
to speed up your work, and take the toil out 
of typing, cut down on re-writes. 
Ten minutes in your office will convince you 
and your boss that Smith-Corona has everything 
you ve been looking for in an office typewriter. 


G. W. Owen, Jr. W. W. Pope 


See and try it in your own office... 


For very special correspondence, 
see the crisp, clean ‘‘write’’ of 
this new Carbon-Ribbon 


Call any Smith-Corona 7 
typewriter! : 


Full-Line Dealer or 
Branch Office (see your 
Classified Telephone Directory) 


| 


Smith-Corona Inc Syracuse 1 N Y Factories also in Toronto, Brussels and Johannesburg 
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CHARLES S. Nims, formerly presi- 
dent of the Attleboro Savings Bank, 
North Attleboro, Mass., has been 
elected executive vice-president of 
the Manchester (N.H.) Savings 
Bank. He’s a brother of THOMAS L. 
Nims, secretary of the A.B.A. Sav- 
ings and Mortgage Division. 


RUSSELL F. HUNT, vice-president 
and assistant to the president of the 
First National Bank and Trust Co. 
of Tulsa, has been named chairman 
of the Tulsa Chamber of Commerce 
aviation committee. 


RUSSELL L. STOTESBERY, president 
of Marquette National Bank, was 
elected president of the Minneapolis 
Clearing House Association; ARNULF 
UELAND, president of Midland Na- 
tional Bank, was elected vice- 
president; JOSEPH D. HUSBANDS, 
vice-president and cashier of North- 
western National Bank, was re- 
elected secretary-treasurer. 


At State Bank & Trust Company 
of Wellston, St. Louis, A. L. UEBEL 
was elected vice-president and treas- 
urer; CHARLES W. SUNDERMAN be- 
came secretary and assistant treas- 
urer. 


G. W. CoLes, JR., FARRAND 
FLOWERS, GEORGE W. EBANKS, and 
W. J. Warp, JR., were elected vice- 
presidents of the National Bank of 
Commerce, Houston. Mr. COoLEs is 
an alumnus of The Graduate School 
of Banking. 


WALLACE Dickson, for 20 years 
with the New England Council, has 
joined the Federal Reserve Bank of 
Boston as administrative assistant. 


BARTLETT HOOPER was promoted 
to vice-president of Seattle-First Na- 
tional Bank, Seattle, Wash. 


T. L. AVISON has been appointed 
assistant general manager in charge 
of the investment division of Cana- 
dian Bank of Commerce at its head 
office in Toronto. 


Bart Hooper T. L. Avison 
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Charles Nims G. H. Robertson 


GoRDON H. ROBERTSON has been 
elected president of Metropolitan 
Bank of Miami, Florida, succeeding 
T. T. Scott, resigned. MR. ROBERT- 
SON was president of the Bank of 
Hollywood, Fla., and remains as 
chairman of the board there. He is 
also a director of the Mercantile Na- 
tional Bank of Miami Beach. Mr. 
Scott, who had been president of 
Metropolitan Bank since it was or- 
ganized late in 1953, is to remain 
on the board of directors. 


HENRY CRANE and MAX SCHNEIDER 
were promoted to vice-presidents at 
the First National Bank of Lincoln, 
Nebr. 


On “Time” Cover 
ros M. DopGE, board chairman 


of The Detroit Bank and a past 
president of the American Bankers 
Association (1947), was pictured 
on its cover recently by Time Mag- 
azine, and was subject of a write-up 
comprising more than two pages. 

Mr. DopGe, who had given out- 
standing service in difficult assign- 
ments under the recent Democratic 
Administration, was the first ap- 
pointee (Director of the Budget) of 
incoming Republican Eisenhower. 
Time concludes that the taxpayer’s 
military-expense dollar and his for- 
eign-aid dollar “will go a lot fur- 
ther if Joe Dodge finds and applies 
the means of stimulating economic 
freedom.” 

Mr. DopGE didn’t seek this new 
job of coordinating foreign economic 
activity—but he had recommended 
that such a post be established. In 
searching for the person who best 
fitted the job description, Time re- 
ports, the President looked around 
and decided that Mr. DopGE himself 
was the one person best fitted for 
the job. 


WILLIAM T. CONROY has advanced 
to vice-president of Franklin Na- 
tional Bank of Franklin Square, 
N.Y. 


W.F.Worthington E. A. Tyler 


W. F. WORTHINGTON moved up to 
vice-president and senior trust of- 
ficer at First National Bank in Dal- 
las. 


E. A. TYLER, who has supervised 
construction and remodeling of some 
600 bank buildings throughout the 
Midwest during the past 48 years, 
figures he has earned a bit of rest 
and relaxation. So, he has retired 
as manager of the building depart- 
ment of First Service Corporation, 
operations affiliate of First Bank 
Stock Corporation, Minneapolis, a 
position he has held since 1929. And 
he was engaged in bank building 
projects for several years before 
that. He and Mrs. Tyler will do some 
cruising during the balance of the 
winter. Next spring he’ll be back 
in the Twin Cities as a private con- 
sultant in bank building matters. 


HAROLD L. WHEATLEY was elected 
chairman of the board of City Sav- 
ings Bank, Meriden, Conn., and will 
continue in active service, adding to 
his 56 years with the bank. HENRY 
W. KETELHUT was elected to suc- 
ceed him as president; JAMES I. 
GEARING was named secretary and 
treasurer. Mr. KETELHUT has been 
with the bank for 35 years; MR. 
GEARING for 32 years. 


Northwestern National Bank, Min- 
neapolis, has elected four new vice- 
presidents: WINSTON L. MOLANDER, 
EUGENE E. HEDLUNE, LAURENCE M. 
Broom, and PAUL S. BRORBY. 


DONALD S. THOMPSON, first vice- 
president of the Federal Reserve 
Bank of Cleveland, was elected pres- 
ident of the Real Property Inventory 
of Greater Cleveland. Elected vice- 
presidents were: IRVING W. DISTEL, 
senior vice-president, Society for 
Savings; Lewis C. WILLIAMS, vice- 
president, Merrill Turben & Co., 
brokers; and DouGLas C. MAcDOoN- 
ALD, vice-president, National City 
Bank of Cleveland. JAMES B. WoLrF, 

(CONTINUED ON PAGE 25) 
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“FENCE OUT” their money problems with 


NCB TRAVELERS CHECKS 


When you sell your customers these well-known checks, you are 
fencing out most money difficulties for them wherever they travel. 
National City Bank Travelers Checks are “International Currency” 
immediately recognized and instantly accepted, just like cash, 
the world over. Safer than cash, they are promptly refunded in full if 
lost or stolen. Start your customers on the road to happy traveling 
by selling them the travel currency carried by millions of travelers 
for over half a century. At the same time increase your earnings 
substantially—you keep all the SELLING COMMISSION —% of 1%. 
Write for full details. 


ELE 
OF NEW YORK 
in World-Wide Banking 


55 Wall Street, New York 15, N.Y. 
Member Federal Deposit Insurance Corporation 
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MAIN STREET (Continued) 


vice-president, National City Bank 
of Cleveland was elected secretary ; 
treasurer is Davip C. BLACKHAM, 
district manager, Sun Oil Co. The 
Real Property Inventory is a non- 
profit corporation which gathers and 
tabulates vital real estate and pop- 
ulation statistics. It is supported by 
city, county, board of education, 
banks, newspapers, utilities, indus- 
tries, realtors and others. In its 22 
years it has published more than 
12,000 pages of printed information, 
plus maps and many charts. 


EARL HARKNESS, president of the 
Greenwich Savings Bank, New York, 
has been elected chairman of the 
Savings Bank Life Insurance Fund 
of New York. JOSEPH A. KAISER, 
president of the Williamsburg Sav- 
ings Bank, Brooklyn, was elected 
vice-chairman. 


WILLIAM R. CLAYBOURN advanced 
to vice-president of OLD National 
Bank, Evansville, Ind. 


NATIONAL BOULEVARD BANK of 
Chicago has completed a remodeling 
program which has substantially in- 
creased its first floor area while add- 
ing only 200 square feet of space. 


Henry A. FREY, JR., assistant 
vice-president of The Philadelphia 
National Bank, has left on a 4-month 
trip to Japan, Korea, Taiwan, Indo- 
China, and other points in the Far 
East, the Near East, and Europe. 
He is making the trip to give on- 
the-spot attention to the bank’s ex- 
tensive financing operations under 
the Government’s Aid-to-Asia pro- 


gram. 


WARREN R. FORSTER was elected 
president of Munsey Trust Company, 
Washington, D.C., succeeding 
CHRISTOPHER H. POPE, who will con- 
tinue as board chairman. MR. POPE 
has been in ill health and will retire 
from active participation in the 
bank. 


W. Perry CurTISS, JR., has ad- 
vanced to vice-president of Union & 
New Haven Trust Company, New 
Haven, Conn.; WALTER H. CLAPP 
was elected trust officer. 


JACK EDWARD HUNTER has been 
named vice-president of Fidelity- 
Philadelphia Trust Company, in 
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1902 it all started near the turn of 
the century when Marquette Cement Man- 
ufacturing Company was organized with 
one small cement plant at Oglesby, IIL, 
Several years of expansion resulted in . . . 


ANNUAL 
caPacitY 1547 52,000 barrels 


1930 After rebuilding and enlarging 
the original plant, Marquette started pay- 
ing dividends in 1910, and in 1923 acquired 
a second plant at Cape Girardeau, Mo.... 


COMBINED 
caAPACITY 5,783,000 barrels 


1940 Then came the building of dis- 
tribution centers at Memphis and St. Louis, 
establishment of a barge line, and in 1940 
acquisition of a plant at Des Moines, Ia.... 


COMBINED 
CAPACITY Gy barrels 


19.47 The producing plants of Hermi- 
tage Portland Cement Co. and Cumberland 
Portland Cement Co. were purchased, at 
Nashville and Cowan, Tenn... . 


COMBINED 
caPAcITY 8, 545,000 barrels 


91951 Expanding southward and now 
going strong, thecompany built acomplete- 
ly new producing plant at Brandon, Miss.— 
first and only cement plant in that state . . . 


COMBINED 
capacity 10,145,000 barrels 


1954 Broadening its market for still 

greater sales volumestability. Marquette ac- 

quired and upped the capacity of two more 

plants at Superior, O.,and Rockmart,Ga.... 
COMBINED 


caPacitY 13,600,000 barrels 


MARQUETTE 
Cement 


Operating 

eight cement 
producing plants 

in Illinois, Ténnessee, 
Ohio, Georgia, Missouri, 
Iowa and Mississippi. 


MARQUETTE CEMENT MANUFACTURING CO. * 20 N. WACKER DRIVE: CHICAGO 6, ILL. 
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The Bank of Nova Scotia 
shoud eee 


Since 1832 “Ask The Bank of Nova Scotia” has been 
open sesame to authoritative information and expert 


guidance on matters of finance and banking. 


For all those with business interests in Canada, 
The Bank of Nova Scotia offers complete banking 
facilities and information. Just ask The Bank of 


Nova Scotia! 


The of 
NOVA SCOTIA 


NEW YORK OFFICE GENERAL OFFICES LONDON OFFICE 
37 Wall Street 44 King St. W., Toronto 108 Old Broad St. 


charge of its Delaware County of- 
fices. He resigned as executive vice- 
president of the Haddonfield (N. J.) 
National Bank to assume the new 
duties. 


ReGis G. PFEUFFER and RAYMOND 
S. Lico, branch managers of Peo- 
ples First National Bank & Trust 
Company, Pittsburgh, have been 
named vice-presidents. 


JAMES A. BACIGALUPI, JR., assis- 
tant vice-president of Crocker First 
National Bank of San Francisco, has 
been appointed advertising man- 
ager. 


CaRL E. HANSON, president of the 
Bishop National Bank of Honolulu, 
was appointed territorial chairman 
of the Hawaii Savings Bonds Com- 
mittee. The appointment was an- 
nounced by Treasury Secretary 
Humphrey. Mr. HANSON succeeds 
the late GEORGE S. WATERHOUSE, a 
retired official of Bishop National, 
who died on Christmas Day while 
visiting in California. 


At Chemical Corn Exchange Bank, 
New York, J. KENNETH TOWNSEND 
was elected vice-president; HERBERT 
W. NANNEN was advanced to trea- 
surer. 


ARTHUR H. BOTHEN was named 
vice-president in charge of public 
relations, advertising, and new bus- 
iness development at Lincoln Na- 
tional Bank of Chicago. P. W. 
SCHMIDT was named a vice-presi- 
dent. Mr. BoTHEN is president of 
Chicago Financial Advertisers, state 
membership chairman of the FPRA, 
member of the publicity and public 
relations committee of Chicago 
Chapter, American Institute of 
Banking, and a governor of Chicago 
Federated Advertising Clubs. 


WALTER C. MILKEY has been 
elected vice-president of the Burritt 
Mutual Savings Bank, New Britain, 
Conn., succeeding the late FRANK G. 
VIBBERTS. He is also treasurer and 
a director of Burritt Mutual as well 
as of the New Britain National Bank. 


Horace C. FLANIGAN, president of 
Manufacturers Trust Company, New 
York, was chairman for the city’s 
1955 Brotherhood Week, sponsored 
by the National Conference of Chris- 
tions and Jews. 
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Ilerman Berdolt D. L. Witter 

Controller HERMAN G. BERDOLT 
was elected vice-president and con- 
troller of the Greenwich Savings 
Bank of New York City. 


D. L. WITTER has been appointed 
comptroller of The Royal Bank of 
Canada, Montreal. He had been the 
bank’s chief accountant since 1947. 
Establishment of a comptroller’s de- 
partment is a new departure for the 
bank. M. G. CLENNET was named 
chief accountant to succeed Mr. 
WITTER. 


Honored by Cuba 


ANIEL DEL RIO, vice-president of 
The Hanover Bank, New York, 
has been honored by the Cuban Gov- 
ernment with decoration of Grand 
Officer of the National Order of 
Merit, Carlos Manuel de Cespedes. 
The order is Cuba’s highest, except 
for one reserved for high govern- 
ment officials. MR. DEL RIO was 
cited for his meritorious services to 
Cuba and his friendly understand- 
ing of the country and its problems. 
MR. DEL RIO, who is in charge of 
The Hanover Bank’s Latin Amer- 
ican business, also holds the Peru- 
vian Government’s “Orden del Sol’ 
(Order of the Sun) with the rank 
of Commander, and Colombia’s Cross 
of Boyaca, both of which are the 
highest awards given by these South 
American countries. In addition, he 
has received decorations from other 
Latin American countries. 


HowarpD J. BOZARTH, executive 
vice-president of City National Bank 
and Trust Company, Oklahoma City, 
was elected chairman of the board 
of directors of Oklahoma County 
Red Cross Chapter. 


The Omaha (Nebr.) Clearing 
House Association has elected as of- 
ficers: President, ELLSWORTH MOSER, 
president of United States National 
Bank of Omaha; vice-president, A. 
J. HALLAS, president of Stock Yards 
National Bank; secretary-treasurer, 
H. V. OSTERBERG. 
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Walter Jackson George C. Textor 

WALTER L. JACKSON was elected 
vice-president and cashier of Citi- 
zens and Southern DeKalb Bank in 
Avondale Estates, Ga. 


GEORGE C. TEXTOR has been elected 
president of the Marine Midland 
Trust Company of New York, suc- 
ceeding JAMES G. BLAINE, president 
since 1927, who was elected chair- 
man of the board and chief execu- 
tive officer for the year 1955. MR. 
TEXTOR has spent his entire business 
career with the bank, having started 
on January 2, 1916, at a salary of 
$300 a year. He had been executive 
vice-president since 1950. 


First NATIONAL BANK, Green- 
ville, S. C., has opened its second 
suburban office. It is located in a 
shopping center and offers drive-in 
facilities. 


Louis W. BISHOP was elected se- 
nior vice-president of Wachovia 
Bank and Trust Company, Winston- 
Salem, N. C. JOHN C. CLARK, man- 
ager of the bank’s bond department, 
was elected vice-president. 


JOHN W. BOYLE was advanced to 
first vice-president at Mountain 
Trust Bank, Roanoke, Va. 


H. A. RINDT has been named chair- 
man of the board of Dairyman’s 
State Bank, Clintonville, Wisconsin, 
and is succeeded as president by 
Max Stmc. A. C. Fritz, W. 
SHULTZ, and JOHN BUEHRENS were 
named vice-president; ORVAL 
MALUEG, cashier. Both Mr. STIEG 
and Mr. BUEHRENS are alumni of 
The Graduate School of Banking. 


CHARLES R. MCELDOWNEY was 
elected vice-chairman of the board, 
a new position, at the Chicago Na- 
tional Bank. FRANK G. ANGER was 
elected president, the office which 
has been held by Chairman LESTER 
ARMOUR since the death of ROBERT 
D. MATHIAS. MAURICE COHN, CAR- 
ROLL E. PRATER, and WALTER R. 
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CASCADE PAPER COMPANY 


TITLE 


Because we 
work 
arcund 

the clock.. 


YOUR 
CHECKS 


ARE 
COLLECTED FASTER 


“THE NATIONAL CITY. 
BANK of Cleveland 


623 Euclid Ave. 


Success Story 
For Bankers 


Your bank’s name on a fine white 
Cascade Bank Imprint Napkin will 
give a new lift to your public rela- 
tions. Give them to churches, service 
clubs, schools, lodges and other groups, 
where these napkins will carry your 
advertising message in a spirit of 
friendliness, good will and coopera- 
tion. 
Two Sizes Available 
30,000 50,000 100,000 


13" x 1314" $131.00 $199.00 $365.00 
napkins 

$190.00 $299.50 $575.00 
Large dinner napkins 

Conveniently wrapped in packages of 
250, packed 10,000 napkins per case. 
Minimum order—3 cases. 


SEND COUPON FOR 
FREE SAMPLES AND 
INFORMATION 


Finst Bana 
10 BROWN STREET 
NORTH ADAMS, MASS. 


Please send free samples and full informa- 
tion about Cascade Bank Imprint Nap- 
kins. 
NAME. 
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COSTELLO were named senior vice- 
presidents, a newly created title. J. 
FORBES BURNS was advanced to vice- 
president. All former officers of 
Liberty National Bank were elected 
to their same positions with Chi- 
cago National. 


BERNARD HAGGERTY, 29, assistant 
vice-president of Peoples National 
Bank, Charlottesville, Va., and di- 
rector of the local March of Dimes 
for the second successive year, was 
recently awarded the Junior Cham- 
ber of Commerce Distinguished Ser- 
vice Award at Charlottesville as 
Albemarle’s Young Man of the Year. 
The presentation was made by Sump- 
ter Priddy, state Jaycee president. 


David WEINTRAUB was promoted 
to vice-president and trust officer of 
the Second National Bank, Houston, 
Texas. 


A tri-conference meeting of the 
Savings Banks Auditors and Comp- 
trollers Forum of the State of New 
York, the New York City Confer- 
ence of Bank Auditors and Comp- 
trollers, and the New Jersey Con- 
ference of Bank Auditors ang 
Comptrollers was held on February 
24 at the Hotel New Yorker. The 
after-dinner speaker was James Ads- 
head, of the public relations depart- 
ment of E. I. du Pont de Nemours 
& Co. 


Peoples National Bank of Wash- 
ington, Seattle, has announced these 
officer promotions. Senior vice-pres- 
idents: E. L. BLAINE, JR., CECIL E. 


JENKS, HOWARD H. HANSEN, and J. 
A. GREEN. ROBERT G. PERRY was 
named vice-president and cashier; 
EDWIN R. MACKAY was elected trust 
officer; LYLE AMUNDSON, assistant 
trust officer; DoNALD L. MCMILLAN, 
auditor. 


FRANK CULLEN BROPHY, for 20 
years president of The Bank of 
Douglas, Phoenix, Arizona, has 
stepped out of the presidency to al- 
low time to handle his other busi- 
ness interests. One of these is as the 
bank’s board chairman, another is 
his 33,000-acre ranch in southern 
Arizona, and a new mining property 
in Mexico. And he hopes, too, ‘at 
last to devote some time to really 
serious writing.” 


Schwulst Honored 


ONORARY membership in New 

York Chapter, American Insti- 
tute of Banking, was conferred upon 
B. SCHWULST, president and 
chairman of The Bowery Savings 
Bank. This took place at the Chap- 
ter’s 51st annual banquet at the 
Hotel Sheraton Astor in New York 
in the presence of 1,600 bankers 
from all parts of the country. The 
award was made in recognition of 
the services he has rendered in the 
fields of banking, education, and 
charity. 


At State National Bank of El 
Paso, H. M. DAUGHERTY was named 
first vice-president, a new position. 
Vice-president E. GUYLER MAGRUDER 
was named to the board of directors. 


A workman sets one of the last screws in the overhead door of the new drive-in 
at the Benjamin Franklin office of First National Bank of Philadelphia. The 
drive-in opened a few days later when the 94-year-old father of Philadelphia’s 
mayor cut a $2,500 ribbon composed of pictures of Franklin—on $100 bills 


F. J. Sudekum John A, Terrill 

FRED J. SUDEKUM, auditor of First 
National Bank in St. Louis, has been 
elected vice-president and comptrol- 
ler. PAuL P. TURPIN was named 
auditor. 


JOHN A. TERRILL was named presi- 
dent and trustee of New Hampshire 
Savings Bank, Concord, succeeding 
HAROLD H. BLAKE who was named 
chairman of the board. Dovucuas 
N. EVERETT was named a vice-presi- 
dent. 


NORTHWESTERN NATIONAL BANK, 
Minneapolis, now has 265 staffers in 
its Covered Wagon Club (20 years 
or more of service). In the bank 
and its local affiliates are 1,503 em- 
ployees. 


Women’s Conference 


HE first regional conference for 

this year of the National Associa- 
tion of Bank Women will be held at 
the Biltmore Hotel, New York City, 
April 15-17. This will be a joint 
meeting of the Middle Atlantic and 
New England Divisions. MABEL F. 
THOMPSON, assistant secretary of 
Union Dime Savings Bank, New 
York, is regional vice-president of 
the Middle Atlantic Division. GErR- 
TRUD M. SUNDLIE, assistant manager 
of Park Square Office, National 
Shawmut Bank of Boston, is regional 
vice-president of the New England 
Division. 


G. A. ZIMMERMAN has advanced to 
vice-president and trust officer of 
Worthen Bank and Trust Company, 
Little Rock, Ark. New vice-presi- 
dents are: DAN M. MuRPHY, MELVIN 
LAWSON, and EDWARD M. PENICK. 


MESSMORE KENDALL has been 
elected to the new position of chair- 
man of the board of Bank of Palm 
Beach and Trust Company. He is 
succeeded as president by GEORGE 
E. PATTERSON, formerly executive 
vice-president. OLIN C. PEELER be- 
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Here’s how your bank can make moreieees 
earn more profit and keep customers more contented! 


When a prospective borrower wants more cash 

than you can lend on a non-secured basis, suggest a loan on 
inventory (it can be almost any product from coal. 

to canned goods). Under the Douglas-Guardian Plan, 

we issue field warehouse receipts to you without moving 

the merchandise from the borrower's premises... 


Result: You make the loan with collateral and without 


tisk; your customer gets the money he needs; your bank makes 


a friend as well as a profit. 


You Make The Loans —We’'ll Make Them Safe 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
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We couldn't 
put out the fire 


But with the Hartford’s help, we quickly 


paid off $28,893 in customer claims 
(Based on Company File #HM54-324) 


It was just before a holiday. As 
usual in the dry cleaning business, 
we were up to our ears in clothing 
bundles. Maybe that’s why nobody 
noticed anything wrong until the 
fire had actually burned through 
the ceiling. 

We turned in an alarm, but there 
wasn’t much we or the firemen 
could do to save the plant. 

Next morning, the men repre- 
senting our insurance company set 
up an office nearby. The moment 
they verified each customer’s claim, 
the Hartford Fire Insurance Com- 


pany paid us the money. Then we 
mailed our check to the customer, 
with a letter from our president. 

Within 16 days after the fire, we 
paid 622 claims this way. There 
were 808 all told, so you can see the 
Hartford was really moving along 
fast. With their help, we were able 
to pay every claim so quickly and 
so fairly that we found customers 
talking about us all over town. 

Naturally, this talk didn’t hurt 
our reputation a bit. We have 
almost twice as much business now 
as we had before the fire! 


Why do we tell this story in a bankers’ magazine? 
Because it illustrates a point. Service is often as 
useful to the insured as the money received in 


payment of a loss. 


For dependable protection—backed up by the 
Hartford type of service—have those who seek 
your advice on insurance matters call their Hartford 


Agent or their insurance broker. 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company ¢ Hartford Accident and Indemnity Company 


Hartford Live Stock Insurance Company 
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° Hartford 15, Connecticut 
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came vice-president and trust of- 
ficer; CARL I. CASSELL advanced to 
cashier. 


The St. Lawrence County National 
Bank, Canton, N. Y., has announced 
these promotions: WALTER M. 
WILMSHURST, president and trust 
officer; GUSTAVE HEDLUND, cashier 
and assistant trust officer; Roy M. 
Barr, chairman of the board. 


Hovey S. DABNEY and LEwis 
W. HARRISON were named vice-presi- 
dents in the loan department of 
National Bank & Trust Company at 
Charlottesville, Va. 


Max R. WALLACE, manager of 
Bank of America’s Huntington Park 
branch, has advanced to vice-presi- 
dent. 


F. J. HAFNER and NELSON FRIED- 
MAN were elected vice-presidents of 
the Cleveland Trust Company. E. W. 
SENGHAS and J. J. SCHWITZ were 
named trust officers. 


EpWArRD R. LEICH was elected 


| vice-president in charge of the in- 
| stalment loan division of National 


Boulevard Bank of Chicago. 


At Louisiana National Bank, 
Baton Rouge, BENJAMIN B. TAYLOR, 
chairman of the board for 23 years, 
has retired and was elected honorary 
chairman. C. H. McCoRMACK was 
elected vice-president and comp- 
troller and W. HowarpD DopsoNn, JR., 
became a vice-president. 


Crowd watches as a chunk of the Rock 

of Gibraltar is moved for display into 

Barnett National Bank, Jacksonville, 

Fla. Weighing 4,800 pounds, it was 

flown in to be used in the new Jackson- 

ville office of Prudential Insurance 
Company 
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ARCHITECT: 
Smith, Hinchman, and 
Grylls, Inc 
800 Marquette Building 

4 Detroit, Michigan 

CONTRACTOR: 

Practical Home Builders 

Detroit, Michigan 


The two vestibules 
at the new 

City Bank branch 
each utilize four 
automatic opening 
and closing 

Stanley Magic Doors 
to keep summer 
heat and winter 
cold out — comfort 
and conditioned 

air in. 


John T. Knox Stewart Rauch 


JOHN T. KNox, deputy fiscal agent 
for the 12 Federal land banks, 12 
Federal intermediate credit banks, 
and 13 banks for cooperatives, has 
become their fiscal agent. He suc- 
ceeds MACDONALD G. NEWCOMB, who 
retired on January 31. Mr. KNox 
has been with the Fiscal Agent’s 
office since -1935. 


R. STEWART RAUCH, JR., was 
elected president of The Philadelphia 
Saving Fund Society, succeeding J. 
HAMILTON CHESTON, who retired for 
reasons of ill health. Mr. RAUCH had 
been executive vice-president and a 
manager since 1953. 


Ep MONTEITH, DEWEY DEAN, and 


HAMER HUFFHINES were elected vice- COM FO RT IN elébe 


presidents of Republic National 
Bank, Dallas. 


KEEP CUSTOMERS 
COMING IN 


JAN F. Mowat advanced to vice- 
president and cashier of Bishop Na- 
tional Bank of Hawaii at Honolulu. 
HERBERT M. TAYLOR was promoted 
to vice-president. 


a at the ultra-modern CITY BANK of DETROIT 
vice-president and FRANCIS A. FEIL 


DRIVE-IN BRANCH, 7 MILE ROAD AND EVERGREEN 


Trust Company of Central New Customers step on it — any one of the Stanley Magic Carpets serving 
York, Syracuse. | as modern “welcome mats” at the doors to the City Bank of Detroit. 
| Automatically, the doors swing open . . . inviting customers in. . . 

BERNARD S. CARTER was elected through the friendliest doors they've ever seen. Then, on the way out, 
chairman of the board of Morgan & Stanley Magic Door Controls again provide the same impressive service. 
Cie. Incorporated, Paris, a wholly Today, progressive banks are keeping a step ahead of competition by 
owned subsidiary of J. P. Morgan & modernizing this easy, low-cost way . . . .by installing Stanley Magic 
Co., Incorporated, New York. Mr. Carpet or Magic Eye (photoelectric) Controls on their present entrance 


doors. Let a Stanley representative explain how you can extend this 
automatic courtesy to the customers of your bank. Just call the nearby 
representative, or write for his name and for complete information. 


CARTER succeeds NELSON DEAN JAY, 
who after 35 years with the Paris 
company has relinquished the chair- 
manship but continues as a director 


and member of the managing com- | VV SS. H 

mittee. JULIAN ALLEN succeeds MR. 

CARTER as president. CO Please send me complete information about Magic H 

STAN LEY oO call. 

DAN W. HoGan, president of City 

National Bank and Trust Co., Okla- ® Mi ye POSITION. H 

homa City, since February 11, 1911,/ esentatives BANK NAME 

was named chairman of the board. — CONTROLS (eee H 

DANIEL W. HOGAN, JR., was ad- 

vanced to president; Howarp J. 


BozaRTH, executive vice-president; | STANLEY TOOLS + STANLEY HARDWARE + STANLEY ELECTRIC TOOLS « STANLEY STEEL STRAPPING + STANLEY STES! 
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Howarp C. MEapows, vice-president ; 
EpwarpD D. KAHOE, cashier. 


The Patrons Co-operative Bank 
of Olathe, Kansas, has announced 
these promotions: S. L. DANIEL, 
president; R. R. OSBORNE, executive 
vice-president; O. A. Durr, vice- 
president and cashier. 


GEORGE W. TAYLOR advanced to 
executive vice-president of McDon- 
ald State Bank, North Platte, Nebr., 
and is succeeded as cashier by 
CHARLES B. NOVAK. 


JOHN R. NEALE was named vice- 
president. and real estate officer of 
American Security and Trust Com- 
pany, Washington, D. C. 


CLARENCE J. RAPP was elected 
vice - president and cashier, and 
GEORGE E. WozNIAK became a vice- 
president at The Union Bank, Erie, 
ra. 


RoGeER L. MAIN, president of the 
St. Joe Paper Company, was elected 
to the newly created post of chair- 
man of the board of directors of the 
Florida National Bank of Jackson- 
ville. K. A. SHELTON, R. G. LINN, 
Byruss LEE, and J. R. BrRIGGs ad- 
vanced to vice-president; S. W. 
CAHOON was named vice-president 
and assistant trust officer. 


ROBERT W. SIEBERT was promoted 
to vice-president at First National 


On a Wall Street visit, 33 foreign exchange students from 14 countries, spon- 
sored by the American Field Service, pause here in front of Bankers Trust Com- 
pany after having enjoyed lunch and a guided tour through the bank 


Bank and Trust Company of Pater- 
son, N. J. He’s an alumnus of The 
Graduate School of Banking. 


Tradesmens Land Title Bank and 
Trust Co., Philadelphia, plans to 
shorten its name to TRADESMENS 
BANK AND TRUST COMPANY. 


HERBERT V. PROCHNOW, vice-pres- 
ident of The First National Bank of 
Chicago, who has been in charge of 
the foreign department, has been 
named head of Division F, the cor- 
respondent bank and bankers divi- 
sion. GLENN FORGAN, vice-president 
in Division I (oil) moves up to head 
that division. ROBERT J. CROSSLEY, 
vice-president in Division C, will be 
top officer of new Division J, con- 


At the first of a series of regional meetings, bankers met in Washington in 

February to map plans for selling more Savings Bonds. Third from left is W. H. 

Neal of Winston-Salem, chairman of the A.B.A. Savings Bonds Committee. 

Displaying their state quotas are: John A. Luetkemeyer, vice-president, Equitable 

Trust Co., Baltimore; 0. H. P. Baldwin, president, Wilmington branch, Farmers 

State Bank of Delaware; and E. C. Baltz, president, Perpetual Building and Lean 
Association, Washington, D. C. 


tracting, building materials, etc. 
New vice-presidents at the bank are 
VERNE L. BARTLING, JAMES A. 
BourRKE, GEORGE F.. SISLER, ROBERT 
S. Swarm, GEORGE B. WENDT, and 
LeRoy F. WINTERHALTER. 


J. R. SNopGRASS has been named 
vice-president of Hamilton National 
Bank, Morristown, Tenn., and will 
manage the bank’s drive-in branch 
now under construction. JOHN T. 
CANNON advanced to cashier. 


ANDREW L. Gomory has been 
elected a senior vice-president and 
member of the general administra- 
tive board of Manufacturers Trust 
Company, New York. He had been 
vice-president in charge of the for- 
eign department. Mr. GOMORY was 
chairman of the American Commit- 
tee for Short-Term Creditors of 
Germany, and represented American 
banks at the International Confer- 
ence on German Debts in 1952 in 
London. 


JOHN W. REMINGTON, president of 
Lincoln Rochester Trust Company, 
Rochester, N. Y., was elected presi- 
dent of the local Community Chest. 


LUCIEN HARRIS, 3RD, is newly a 
vice-president of First National 
Bank at Orlando, Fla. CLIFFORD M. 
HAMES rose to trust officer. 


THOMAS PERRY declined reelection 
as president and trust officer of the 
Washington Trust Co., Westerly, 
R. I., to retire after more than 50 
years with the bank. He continues 
to serve on the board of directors 
and the executive committee. 

(CONTINUED ON PAGE 119) 
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give you the kind of new quarters you need, 


save you time and money in every step of the job 


Surveys prove that new quarters play a big part in any bank’s new business success. 
Architectural skill is important. But intimate knowledge of the banking business is 
equally important. Your designer must be able to blend the two in order to create a 
project that operates as beautifully as it looks. Because we’ve completed plans for 
thousands of financial institutions, we know how important it is to tailor each job to 
individual requirements and needs. The four-step technique we employ saves you time 
and money in every phase of your project: 


Step 1—Our Analysts Survey Your Needs 

Our Bank Building analysts consult with you and your department 
heads, investigate your operation, survey your banking equipment 
and facilities for both current and future needs. This basic approach 
to planning gets your project off to a sound start. 


Step 2—Our Group Planning Begins 

Our analysts present your survey to our Plans Board. One member 
of this Board is designated as your project’s Executive Supervisor. 
This man knows banking as well as architecture, for he has worked 
with thousands of bankers on their projects. 


Step 3—Your Design ‘‘Team” Takes Over 

A team of architects and engineers, all specialists in financial 
building and design, starts your project and follows it through to 
completion. Top architectural talent from all over the world 
combines to create a bank to your bank’s specific needs. 


Step 4—Your ‘‘Team”’ Calls In Specialists 

Our complete organization includes specialists in specific phases of 
planning . . . experts in engineered tellers’ counters, vaults, lighting, 
acoustics, air conditioning, traffic and efficiency control, etc. 

They work with your design team in developing your project, 

each contributing to over-all efficiency. 


we invite you... 

to visit us in St. Louis. Take a trip through our plant and 
see the world’s largest organization of bank building special- 
ists in action. It pays to investigate before you invest. 
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designing 


methods are 
your best assurance 
of profitable 


mew quarters 
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City, Utah Clinton National Bank, Clinton, lowa 


Columbia Savings Bank, Columbia, Missouri 


regardiess of the size of your project or its budget 


“Clinton 
Bat 


youn most logical choice 


when selecting a bank designer 


Since new banking quarters represent a substantial expenditure, you owe 

it to your associates, stockholders and customers to spend that money as 

wisely as possible. You know that the ultimate success of your project will 

depend largely upon the specialized skills and experience of your designer. 

He must be able to translate banking operation into architecture. And the 

only way to acquire that ability is to have completed hundreds of projects SELECT YOUR BANK’S DESIGNER WITH CARE... 
in this highly specialized field. If you place your project in the hands of a You always investigate anyone to whom you 


non-specialist, you run the risk of operating in new quarters that do not Tse 
adequately provide for current needs or future growth. Almost three thou- pon 
sand bankers have found Bank Building Corporation the best way to avoid 
these mistakes. And so will you... for our knowledge of costs and expe- Tnesigias tates pas ima! 

rience in planning make us eminently qualified to handle all—or any part— 

of your project. And you will be sure of the finest possible quarters for 


the money you invest. 


wse one...or all of our services 


Planning and Designing 


Our planning and designing services include a thorough study of your bank’s 
specific needs, full-color sketches and other vital information. And since 
some clients prefer to use only our architectural and planning skills, this 


service is available separately. 


Construction and Engineering 


Our staff specializes in every phase of construction and engineering. 
Working as a team, they supervise on the site...see that your job is 
completed swiftly, efficiently. Whenever possible, your project is completed 
with material and labor from your area. 


Equipping and Furnishing 


Where finest quality cabinet work and special equipment are desired, our 
own mill and cabinet work facilities are available. Bankers say our crafts- 
men’s skill is unsurpassed. And savings from mass-quantity purchases of 


ai “deposits up 


Building Corporation 48.9% since 


OF AMERICA modernization” 


Headquarters: ST. LOUIS, 9TH & SipNEY STREETS 


Offices in: NEW YORK, 103 AvenvE ATLANTA, WestERN Union BLDc. 
SAN FRANCISCO, 275 Post Street * MIAMI, 5204 West FLAGLER 


Operating Outside the Continental U. S. as: 
BANK BUILDING CORPORATION, INTERNATIONAL 


BANK BUILDING & EQUIPMENT CORPORATION OF AMERICA 


NINTH & SIDNEY STREETS, ST. LOUIS 4, MISSOURI The survey, “What Happens to Busines 


After a Bank Modernizes” reports result 
achieved by a cross-section of banks af 
we have completed design projects for the 
You'll want to see what new quarters 
signed by us can do for your bank. 


() Send my free copy of: ‘WHAT HAPPENS TO BUSINESS AFTER A BANK MODERNIZES” 


On or contemplate: 


NEW MODERNIZED NEW MODERNIZED get your complimentary 
BUILDING QUARTERS FIXTURES FIXTURES “ 
copy of this 


Without obligation, please furnish complete information about your organization, its experience and services. authentic r ep ort 


Mail coupon wu 
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production of houses, automobiles, and emer- 

gencies of one kind or another, foreign and do- 
mestic, continues in present volume. Some doubt 
exists as to the ability of the housing and automobile 
industries to maintain their present pace, but emer- 
gencies can be counted on indefinitely. 


Tr business outlook will be good as long as the 


Both the housing and automotive industries promise 
to equal or exceed their records of last year, but the 
trouble is they promise to do this too fast. Some of 
the houses and cars now being built might better be 
saved for later in the year. 

At the present rate about 8,000,000 automobiles 
would be turned out this year, and even our best 
optimists don’t expect more than around 6,000,000. If 
3,500,000 are produced in the first six months, it would 
leave only 2,500,000 for the second half. 

Plants are working 24 hours a day, and yet some 
dealers are trying to think up ways to sell cars at a 
discount. The threat of strikes later in the year may 
not be the whole reason for this anomalous situation, 
but is certainly a factor in speeding up production 
schedules. 

The general anticipation of strikes in the automo- 
hile, steel, and other major industries centers around 
the magical annual wage formula. 

Something along this line may be proposed, but in 
a limited way, because workers in these fields have 
relatively high incomes and stable living costs and 
may not be in a mood for a long strike. 


Housing is in a somewhat similar situation, although 
the statistical picture is not quite so clear as it is 
in the automobile industry. The early months of this 
year have seen boom conditions, and these seem to 
be continuing. 

There were 1,216,000 houses started in 1954. The 
rate is now higher, and, if it continues, the total 
figure for this year could be 1,600,000 or more, and 
few expect this to happen. In fact those closest to 
the industry feel such a volume could lead only to 
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selling and price headaches. On the other hand, if 
the pace slows down considerably in the second half 
of 1955 we would have a situation comparable to that 
threatened in the automotive field, and the two to- 
gether would add up to a rather sharp reaction through- 
out the whole economy. 

There are reports from here and there that lenders 
are tightening up on the 30-year no-downpayment type 
of mortgage and are refusing to commit themselves 
on housing development credits unless the ultimate 
buyers of the individual houses are satisfactory risks. 

So, while business executives, generally, are op- 
timistic about the rest of the year, they realize volume 
will suffer if either or both of these key industries 
should over-produce or if extended work stoppages 
should occur during negotiations for new labor 
contracts. 


The most optimistic views are held by those who see 
the upturn of the past few months as cyclical and 
barely started. They say that movements of this kind 
last a year at least and most of them two years. Based 
on this reasoning, the current upswing would continue 
well into 1956. 

The most cautious views are held by those who 
predict a rise in unemployment this year because of 
the steady increase in man-hour productivity and the 
expanding labor force. Other factors inspiring caution 
are the explosive foreign situation and strike threats, 
but even those on the gloomy side are not forecasting 
a recession this year. , 


The new 40-year bond is widely regarded as evidence 
that the Treasury is confident about the business 
outlook and does not think an inflation needle is nec- 
essary. If the maturing bonds had been” refunded 
into a short issue, more bank credit would have been 
pumped out, and this would have increased the ever 
present inflationary pressures. 

The official attitude in Washington and the use of 
monetary controls are worth close scrutiny, because, 

(CONTINUED ON PAGE 150) 
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FOR THE DEFENSE—Left to right, Secretary of Defense Charles E. Wilson, Admiral Arthur B. Radford, Chairman of 

the Joint Chiefs of Staff, and the Admiral’s assistant, Commander Means Johnson, Jr. The Secretary and Admiral are 

shown as they briefed the Senate Armed Services Committee on the Administration’s defense plans, They represent ac- 
tivities which play a controlling part in the Federal budget 


Mainly the Budget 


OVERNMENT, as the year un- 
(. folds, is developing a notice- 

ably sharper shift toward left- 
ish ideas. The President has spon- 
sored a broad range of new welfare 
and spending proposals. There has 
been a larger infusion than before 
of so-called “liberals” among the 
members of committees dealing with 
banking legislation. 

One of the outstanding develop- 
ments of 1955 is the embracing by 
the Eisenhower Administration of 
the idea of widespread fiscal strat- 
agems which have the effect of con- 
cealing the Government’s true finan- 
cial operations. This trend offers 
little hope to those who still yearn 
for eventual control over Federal 
spending, a balanced budget, and 
reduced taxes without monetary in- 
flation. 


LAWRENCE STAFFORD 


In spite of all this, it is possible 
that the out-turn of leftish legisla- 
tion may be small. If it happens this 
way, it will be due to the accident 
of the peculiar political situation 
which now prevails. Politics, of 
course, sets the frame for all fiscal 
and monetary legislation. 

In his annual Message on the 
State of the Union, the President 
listed an imposing array of spend- 
ing and welfare proposals. To at- 
tempt to list all these and even brief- 
ly describe them would itself take a 
full-length article. For any one who 
desires to comprehend the magni- 
tude of the President’s proposals, 
this annual message, which may be 
obtained from your Congressman or 
the White House, is recommended 
reading. 

By his adoption of the welfare 


idea on numerous fronts, the Presi- 
dent has thrown Congress into con- 
fusion. Democratic “liberals” are in 
a quandary. They see little political 
advantage to themselves in offering 
avowed opposition to such programs, 
for these very kinds of programs 
were sponsored by the Democratic 
majority themselves. 

On the other hand, Democratic 
“liberals” see, contrarily, little profit 
to themselves in putting such pro- 
grams on the statute books, for they 
expect the credit to redound to Mr. 
Eisenhower. There is scarcely a po- 
litically informed person in Wash- 
ington who does not expect Mr. 
Eisenhower to run again in 1956, 
unless something unforeseen de- 
velops. 

Conservative Republicans, on the 
other hand, are equally frustrated. 
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{hey report that their constituents 
believe that Mr. Eisenhower still 
stands for a balanced budget, re- 
duced spending, a sound dollar, a 
diminution of Federal encroachment 
upon the powers of states, and the 
getting of Government out of busi- 
ness. 

As a matter of fact, all these same 
objectives were again resoundingly 
voiced by Mr. Eisenhower in the 
course of his State of the Union, 
budget, and Economic Report mes- 
sages to Congress at the beginning 
of this year. 

On the other hand, since the 
apparent cost of the many welfare 
benefits the President proposes is 
left out of the budget, the millions 
who do not have the time of pro- 
fessional observers to check the 
Eisenhower program all the way 
through seem to feel that they are, 
as it were, going to get many more 
benefits “for free.” 

Hence conservative Republicans 
see only political martyrdom for 
themselves if they take a course of 
opposition to Mr. Eisenhower’s wel- 
fare proposals. In any case, they are 
partially impotent as a group, since 
they do not have the initiative which 
comes with party control of com- 
mittees. 

A further factor making for a 
strongly “liberal” orientation to the 
Congress is that, for the most part, 
the President avoided giving offense 
to the dwindling minority of con- 
servative Democrats. He thereby 
avoided helping to re-establish the 
so-called “conservative coalition” 
which so effectively stopped so many 
of former President Truman’s wel- 
fare programs. “Liberals” of both 
parties now far outnumber conserva- 
tives. 


Play by Ear 

Democratic leaders in this situa- 
tion are tending to play things by 
ear, forming no clear-cut over-all 
strategy in advance. In any case the 
catalog of welfare and spending pro- 
posals which Mr. Eisenhower ad- 
vanced in his various messages is 
of such rich scope that it would take 
four or five sessions of Congress to 
handle it. The Democrats are ex- 
pected to pass a limited docket of 
legislation, meanwhile looking for 
all the political “breaks” that de- 
velop as a possible basis for criti- 
cizing the Administration. 

It is because of this basic political 
situation that the 1955 session may 
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end without anywhere near as many 
commitments by Government to so- 
cial objectives as could be expected 
from the ambitious list submitted 
by the President. 


Budget Reflects 
Rising Costs 


President Eisenhower’s budget for 
1956 shows that the trend toward a 
more costly Government is now on 
the way. 

Under the drive to economize, ac- 
tual budget expenditures have been 
reduced from a post-war high of 
$74.3-billion in fiscal 1953 to $67.8- 
billion in fiscal 1954. The latest esti- 
mate for the current year is for 
spending a total of $63.5-billion, 
while the first estimate, carried in 
the January budget document, for 
fiscal 1956, is $62.4-billion. 

Assuming that the $62.4-billion es- 
timate for fiscal 1956 is actually 
achieved, it will represent a figure of 
considerable historical note. That 
$62.4-billion may represent the low 
point in the cost of Government, the 
base from which inevitable future 
expansion will take place. 

Military spending is avowedly on 
the rise. Military and other security 
expenditures, constituting two- 
thirds of the budget, in effect deter- 
mine the course of Federal spending. 
The most valiant efforts of such men 
as Treasury Secretary Humphrey 
and Budget Director Hughes to wipe 
out extravagance in domestic spend- 
ing can avail little against a trend 
toward rising security disburse- 
ments. 

One of the chief means of economy 
in military spending was the cut- 
back of military ordering as, with 
businesslike methods imposed by 
Secretary Wilson of the Defense De- 


At a hearing held 
before the House 
Banking and Cur- 
rency Committee, 
FHA Administrator 
Cole (left) and FHA 
Commissioner Ma- 
son (right) asked 
that FHA insurance 
authorizations be 
increased by $1.5- 
billion 


partment and others, the rate of pro- 
curement was held down to the rate 
of use. This adjustment has now 
been completed, ordering is on the 
rise, and the President actually re- 
quested $2.4-billion more in military 
appropriations for next year than he 
asked for the present year. 

Civilian spending is also on the 
rise. New programs are slow in tak- 
ing hold, but, once authorized, slow- 
ly but inexorably begin to have the 
consequence of outpayments of 
Treasury cash. This is sharply il- 
lustrated by some recent budget his- 
tory. 

Thus, between the January 1954 
budget message and the fall revi- 
sion, projected security spending for 
the current year was actually esti- 
mated at $4-billion less. Notwith- 
standing this $4-billion economy 
performance, the President has had 
to revise the current year’s deficit 
estimate upward from $2.9-billion 
last January to an estimate of $4.5- 
billion this January. Part of this 
disparity was occasioned by declin- 
ing revenues and part by increased 
domestic spending. 

This, incidentally, casts some 
doubt that the smaller estimate 
made this January of $2.4-billion for 
the fiscal 1956 deficit will be 
achieved. It appears upon a careful 
examination of the budget that the 
White House has construed most of 
the “breaks” as likely to come in the 
budget’s favor. 


Avoids Budgeting 
Welfare Programs 

One of the distinguishing things 
about the President’s latest budget, 
however, is that by and large the 
President simply omitted from the 
budget message for 1956 any appre- 
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ciable provision for the multifarious 
welfare proposals which were con- 
tained in his annual and Economic 
Report messages. 

Thus the President has taken two 
positions: 

(1) In his budget message the 
President seems to favor curtailed 
expenditures, still professes interest 
in a balanced budget, and so on. 

(2) He is for a multitude of new 
Federal undertakings for roads, for 
health, for pensions, for greater pay 
for all employees in and out of uni- 
form, and for the solution of num- 
erous social problems. 

This poses a dilemma for the ob- 
server. Which way is the President 
going? For this there is some very 
recent history which has a bearing, 
the year 1954. In 1954, the Presi- 
dent also talked with supposed 


vagueness about a large variety of 
social and welfare programs, and 
many among his congressional fol- 
lowing thought this was political 
window-dressing, and they did not 
take it too seriously. 

However, they learned in the TV 
broadcast the President made in 
June 1954, when the Congress was 
dragging its heels on some things, 
including welfare programs, that the 
President looked less favorably on 
“conservatism on finance” than on 
“liberality on human problems,” two 
mutually exclusive goals. 


Develop Fiscal Stratagems 


The ominous character of the Pres- 
ident’s shift on fiscal problems, how- 
ever, is his increasing devotion to a 
variety of stratagems which have 
the effect of concealing the true fi- 


nancial commitments of the Federal 
Government. 

Thus the President’s Advisory 
Committee on a National Highway 
Program recommended an additional 
expenditure of more than $25-bil- 
lion, to be financed by a proposed 
Federal Highway Corporation, which 
would issue its own bonds and lay 
out an average of $2.5-billion per 
year for the next 10 years. 

While the money would be, to all 
practical purposes, Federal, the 
spending would take place outside 
the budget. The corporation’s bonds 
would not carry an avowed Govern- 
ment guarantee but the de facto 
guarantee would come in a provision 
authorizing the corporation to bor- 
row up to $5-billion at any time 
from the Federal Treasury. Banks 
would underwrite these bonds. 
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As presented by the President’s 
committee, the plans do not even 
provide any special financing for 
these bonds, but assume that addi- 
tional gasoline and other revenues 
resulting from “expansion” will 
carry the burden of this debt. 

In his health message, the Presi- 
dent proposed an imposing assort- 
ment of health problems to be given 
aid by the United States. Included 
in this was the recommendation that 
the Government insure loans for the 
construction of hospitals. 


Some of Them Listed 


This set of highway recommenda- 
tions is only a more dramatic in- 
stance of ‘fiscal circumlocution. Ac- 
tually in recent years there has been 
quite a move in this direction, as 
instanced by the following: 


(1) Several years ago under the 
Wherry Act, Congress provided for 
FHA insurance of military housing. 
By definition, such housing is remote 
from civilian centers of population 
and hence has no utility if the mili- 
tary installation becomes obsolete 
and is abandoned. Such housing used 
to be appropriated for by Congress, 
but the FHA insurance scheme man- 
ages to avoid the appropriations 
process and also avoid a budgeting 
of the true liability of the Govern- 
ment. There is a possibility, how- 
ever, that the Wherry Act (FHA 
Title VIII) may be abandoned this 
year when it expires. 

(2) Congress in 1954 passed, with 
the approval of the Eisenhower Ad- 
ministration, the “Lease Purchase 
Act.” This is the act under which 
Congress undertakes to buy Federal 


public buildings on the instalment 
plan, paying the contractor, say, 5% 
down and 5% a year for some period 
like 20 years, after which title to the 
building goes to the Government. 
The Federal Government even de- 
signs the building and lets the con- 
tract, so that the scheme becomes a 
system whereby the Government 
buys buildings, like an individual 
would a car, on the instalment plan. 
Heretofore such buildings were ap- 
propriated for annually out of the 
Federal budget and paid for in full 
as they were built. 

(3) Under the Housing Act of 
1954, the Federal National Mortgage 
Association, whose function is to 
support the market for Government- 
sponsored home mortgages and pro- 
vide additional funds for such loans, 


‘was authorized to borrow its “own” 
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The IFC Is Coming 


HERBERT BRATTER 


T IS TIME to take a new look at 

the International Finance Cor- 
poration. When the World Bank, 
almost three years ago, responding 
to a desire expressed in UN circles, 
proposed creation of a subsidiary 
financial agency under its wing ta 
make equity investments in under- 
developed countries, the reaction in 
American business circles was 
negative. Last fall, prodded by 
Latin American revival of the 
long-discussed idea for an Inter- 
American Bank, Secretary of the 
Treasury Humphrey announced— 
on the eve of the Rio de Janeiro 
economic conference—that the U.S. 
would be willing to participate in 
a modified IFC. 


Tue idea behind the IFC is that 
there are many desirable business 
ventures such as factories or mines 
in underdeveloped countries where 
there is a need for outside capital 
and know-how, yet, for one reason 
or another, it is desired to proceed 
without any participation or inter- 
vention by the local government 
concerned. Since the World Bank, 
.by its charter, must have a gov- 
ernment guaranty for each of its 
loans, which, moreover, in prac- 
tice take the form of conventional 
bond issues, the World Bank is not 
able to take part in business ven- 
tures such as are referred to above. 
The Treasury’s November an- 
nouncement followed agreement 
between the Administration and 
the World Bank to remove from 
the IFC plan any provision for di- 
rect equity investment by the IFC. 


H OWEVER, the new institution will 
be empowered to hold securities 
paying interest only if earned 
within the year, as well as deben- 
tures convertible into stock when 
purchased from the IFC by private 
investors. Thus IFC will operate 
in the area of venture capital with- 
out holding equity right of control. 
IFC will not compete with the 
World Bank or the Eximbank, but 
it will provide opportunities, as in 
the case of loans of working capi- 
tal, for cooperation with private 
commercial banks of this and other 
countries. IFC is to start as a 
$100,000,000 institution, to which 
the U.S. will subscribe $35,000,000 
and not less than 29 other coun- 


tries the rest, all in convertible 
money with no strings attached, as 
was the case with the Bretton 
Woods bank. 

“IFC,” says W. Randolph Bur- 
gess, Treasury Under Secretary, 
“is a promising experiment in the 
field of foreign investment. Op- 
erating in cooperation with in- 
vestors and businessmen, it can be 
an instrument for stimulating the 
growth of private enterprise in 
the less developed countries of the 
world. Banks will benefit not only 
from the general encouragement of 
private business but also from op- 
portunities to join with the cor- 
poration in its financing opera- 
tions. 

“The principal objection hereto- 
fore made to the plan has been 
eliminated by keeping the corpora- 
tion out of any ownership rela- 
tion with private business. The 
encouragement of private invest- 
ment in less developed areas is so 
essential that we should all wel- 
come this new effort for this pur- 
pose.” 


Tue IFC will be empowered to 
sel] its obligations and portfolio 
securities in private capital mar- 
kets. Each participating member’s 
subscription will be limited in pro- 
portion to its quota in the World 
Bank. When 30 countries shall have 
subscribed $75,000 or more, IFC 
will come into being. This is expect- 
ed to be this year. A charter will be 
put before the Congress here in 
April. The UK quota will be 
about $14,400,000; Canada’s, $3,- 
600,000; France’s, $5,800,000; Ja- 
pan’s, $2,800,000, ete. China will 
probably not join; nor Yugoslavia, 
where there is no private enter- 
prise to be financed. 

The IFC will be located in Wash- 
ington, in the offices of the World 
Bank. Its directors will be IBRD 
directors representing countries 
belonging to the IFC. The corpora- 
tion will have great freedom of 
action but probably will lend 
mostly on medium- and short-term. 
When cooperating with commer- 
cial banks, IFC may allot the 
shorter maturities to such banks 
desiring to participate. It will 
never supply all the needed capi- 
tal, and it will never lend to gov- 
ernment enterprises. 


money through the sale of its own 
obligations. The 242%, 3-year de- 
bentures of FNMA issued in January 
were for this purpose. 

The effect of this is to take FNMA 
disbursements out of the Treasury 
to the extent debentures are sold, 
and also to remove the debt incurred 
outside the acknowledged Federal 
public debt. The public purpose of 
FNMA, however, remains. 

(4) A lesser device was the Com- 
modity Credit Corp. pool certificate 
on CCC Government price-support 
loans. This strategem was under- 
taken because Congress held down 
the legal debt limit, and, if tempo- 
rarily it evaded the debt limit, at 
least the plan was not the basis for 
a semipermanent evasion of ac- 
counting, for ultimately the CCC 
pool certificates are paid off with 
Treasury funds. 

(5) Finally, there is a great pre- 
occupation, not only for hospital 
construction, but in respect to farm 
loans, for utilizing the “loan insur- 
ance” device to achieve public pur- 
poses while thereby avoiding the dis- 
bursement of public funds. In both 
his Economic Report and health 
messages, President Eisenhower in- 
dicated that he was conscious of the 
advantages to the Government of 
this fiscal device. 


Budget Outlook Seen 


With respect to the Federal bud- 
get, there is one outlook for the near 
range of the next couple of years 
and another for the years 1957 and 
onward. 

With respect to his welfare pro- 
grams, the President is content to 
get an enabling act with a small ini- 
tial expenditure. This is his stand- 
ard modus operandi, and contrasts 
with former President Truman, who 
wanted broad enactments like com- 
pulsory health insurance and Fed- 
eral aid for schools enacted in one 
fell swoop. Whereas President Tru- 
man, figuratively speaking, wanted 
to batter down the door, President 
Eisenhower is content to get a steel- 
plated shoe in the door. 

Mr. Truman, of course, had indif- 
ferent success. Mr. Eisenhower, by 
contrast, is having considerable suc- 
cess with his more modest approach. 

For the near range, Democrats 
will be quite content to hold down 
the initial fiscal burden of new wel- 
fare programs. That is because they 
naturally anticipate that in 1957 a 

(CONTINUED ON PAGE 103) 
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Aid to Schools 


“I recommend that legislation be enacted authorizing 
the Federal Government, cooperating with the several 
states, to purchase school bonds issued by local com- 
munities which are handicapped in selling bonds at a 
reasonable interest rate. This proposal is sound edu- 
cationally and economically. It will help build schools. 
—From President Eisenhower’s message to Congress 
on education. 


Watch Durable Consumer Goods 


“Perhaps the most critical single feature to watch 
for in 1955 is the possible appearance of some satura- 
tion in consumer demand for durable consumer goods, 
including homes.”—Heinz Leudicke, editor, The Journal 
of Commerce, New York, before the Joint Congressional 
Committee on the Economic Report. 


Further Unity 


“We feel confident that merger of the two union 
groups which we represent will be a boon to our nation 
and its people in this tense period. We are happy that, 
in our way, we have been able to help bring about unity 
of the American labor movement at a time when the 
unity of all the American people is most urgently needed 
in the face of the Communist threat to world peace 
and civilization.”—From a joint statement by George 
Meany, president, American Federation of Labor, and 
Walter Reuther, president, Congress of Industrial Or- 
ganizations, on the occasion of the AFL-CIO merger 
agreement. 


AFL President George Meany (left) and CIO President 
Walter Reuther discussing the agreement which they signed 
early in February and which would unite their two unions 
into a labor force of more than 15,000,000. Mr. Meany 


would head the new organization 
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Nationalist President Chiang Kai-shek aboard the U. S. 
carrier Wasp, which is now on duty in Formosan waters 


International Golden Rule 


“T would like to ask those people holding such a view 
[recognition of “both Chinas’”] whether, if unhappily 
Soviet Russia should invade their countries and install 
Quisling [puppet] regimes on their soil, they would still 
be prepared to swallow the reality of having their coun- 
tries cut into halves? 

“Do not do unto others what you do not like done 
unto yourself,’ Confucius taught. This is a principle of 
behavior not only between men but also between coun- 
tries.”—President Chiang Kai-shek in a speech to Na- 
tionalist Government leaders. 


Uncomfortable Thought 


“Tt is very necessary to reduce tensions and to avoid 
any incidents which may lead to shooting. The possi- 
bility of extensions of shooting even in one small area 
are enormous. We are all one world. Nobody can talk 
lightly about starting a war or about the consequences 
of what starting a war may entail.’’—Sir Leslie Knox 
Munro, permanent UN representative of New Zealand. 


Sorry State of Affairs 

“T see particularly clearly my guilt and responsibility 
for the unsatisfactory state of affairs that has arisen 
in agriculture. Now, as is known, a general program 
has been worked out to overcome the lagging behind in 
agriculture and for its most rapid development. This 
program is based on the only correct foundation: The 
further development by every means of heavy industry, 
and only its implementation will create the necessary 
conditions for a real upsurge in the production of all 
essential commodities for popular consumption.”—From 
resignation speech of Georgi M. Malenkov, former 
Soviet premier. 
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The 1955 Advertising Plans 


Mr. HEMING is manager of the Ad- 
vertising Department of the Amer- 
ican Bankers Association. 


G. EDWIN HEMING 


the A.B.A. Advertising Depart- 

ment has asked America’s 
banks: “What is the major bank ad- 
vertising job for the year ahead?” 
Basing conclusions on replies that 
lend themselves to classification and 
tabulation; the answers seem to fun- 
nel into three categories: 

(1) Sell the advantages of deal- 
ing with a bank for specific and com- 
plete financial services. 

Under this heading, 44% of the 
banks replying to this question will 
vigorously sell a wide range of ser- 
vices which they supply in their 
communities. While each service will 
receive varying degrees of emphasis, 
as shown in the chart printed below, 
many banks will urge present and 
prospective customers to do all their 
banking under one roof. Here is how 


FF: the tenth consecutive year, 


Service 
4 


1. SAVINGS - THRIFT 

2. REGULAR CHECKING 

3. AUTO LOANS 

4. PERSONAL LOANS 

5. MORTGAGE LOANS 

6. FARM PRODUCTION LOANS 
7. BANK BY MAIL 

8. REPAIR LOANS 

9. INSTITUTIONAL 

10. SAFE DEPOSIT 

11. FARM EQUIPMENT LOANS 
12. SPECIAL CHECKING 

13. BUSINESS LOANS 

14. HOME APPLIANCE LOANS 
15. TRUST SERVICES 

16. LIFE INSURANCE LOANS 
17. EDUCATIONAL 


some bankers expressed this trend 
of thought as they stated their opin- 
ion regarding the major bank adver- 
tising job for the current year: 

“Convince the people that the bank 
is the best place to conduct all their 
financial affairs.” 

“Make the public aware of the 
fact that a bank is the best one-stop 
financial service station.” 

“Sell the public on the advantages 
of bank service for every phase of 
money and finance.” 

(2) Sell savings and thrift with 
aggressive advertising featuring the 
bank as the place to save. 

Forty-three percent of the banks 
felt that this is the top advertising 
job for banks in 1955. Answers that 
fell in this category indicate a grow- 
ing awareness on the part of bankers 
of the need to concentrate more of 
their advertising fire in this direc- 
tion in the face of constantly grow- 
ing competition. Here are a few 
opinions from bankers in their own 
words: 

“We are going to promote savings 


Number of Mentions in Order of Emphasis 


6 8 @2 6. 


SERVICES BANKS 
WILL EMPHASIZE 
IN 1955 


Figures given indicate total number of banks 
which will give first, second, third, etc., emphasis 
to that porticular service in 1955. 


and thrift more than anything else 
during 1955. Our second choice will 
be our other services; however, more 
than half of our advertising will be 
spent on savings.” 

“Banks should wake up and go 
after business. They have been too 
reluctant to spend as much money 
as other agencies.” 

“Build savings deposits. Our 
slogan, by special permission of the 
author, Eddie Cantor, is: “I’m more 
interested in the return OF my 
money, than the return ON it.” 

“Sell the bank as the best place 
to save—the central point for all fi- 
nancial transactions.” 

(3) Sell banking as a whole, and 
its public service aspects, through 
educational and informative adver- 
tising. 

Thirteen percent of the replying 
banks consider this today’s most im- 
portant bank advertising job. Banks 
in this group express their philos- 
ophy this way: 

“Continued emphasis on the im- 
portant role private commercial 
banking plays in the American econ- 
omy.” 

“Sell the virtues of our indepen- 
dent banking system in a free econ- 
omy.” 

“Sell our bank and banking to our 
community. The more people who 
learn about our services and use 
them, the more solidly will they be- 
lieve in our banking system.” 

“Inform the public that bankers 
are ‘just people’ and that they are 
interested in the welfare of the busi- 
ness community, local and national.” 

“We plan an educational program 
to acquaint the public with the true 
picture of banking.” 

“Continued education of the pub- 
lic on all banking services. To ex- 
plain fully all of the various services 
offered and to show how easily each 
may be used by customers and pros- 
pective customers.” 


1955's Advertising Budget 


This year commercial banks will 
spend an estimated $72,000,000—the 
highest amount ever reported. This 
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of 3,341 Commercial Banks 


is $4,000,000 more than in 1954 and 
$50,000,000 more than a decade ago 
when these studies were begun by 
the A.B.A. Advertising Department. 
(See chart on front cover.) 

Banks in:all deposit classifications 
shown on the accompanying chart 
say that they will spend more for 
advertising in 1955 than they did 
in 1954. The range of individual 
bank advertising expenditures re- 
ported varies widely, with banks in 
the smallest deposit classification 
spending up to $5,000 and the largest 
reporting banks spending from $175,- 
000 to $400,000. 

An accompanying chart shows the 
average advertising expenditures of 
banks over the last 10 years. Ob- 
viously, averages should not be the 
yardstick for a bank to use in ar- 
riving at its own advertising budget. 
The most commonly used method, 
and the most sensible, is to base the 
appropriation on the job to be done. 
However, when the objective is set 
and the program for achieving the 
objective has been mapped out, most 
bankers will want to compare the 
amount of their proposed expendi- 
ture with the amounts being spent 
by other banks in the same deposit 
classification as their own institu- 
tion. For that reason, the chart in- 
cludes, in addition to the average 
expenditure, the maximum expendi- 
ture of banks reporting in each 
classification. In this connection it 
is well to remember that the amount 


DEPOSITS 


Based on this survey, 
the Advertising Depart- 


NUMBER 
OF BANKS 


a bank should spend for advertising 
should be determined by the extent 
of local competition, the area served, 
new services inaugurated, new of- 
fices established, and many other 
factors. Also, don’t forget that more 
banks err in spending too little on 
their advertising than in spending 
too much. 


Emphasis 

Savings and thrift get top billing, 
as shown in the accompanying em- 
phasis chart. Figures are based on 
the number of banks reporting that 
they would give first, second, or 
third emphasis to that particular 
service. Compared with last year’s 
chart, mortgage loans have jumped 
from 6th to 5th place, farm produc- 
tion loans from 7th to 6th, and in- 
stitutional advertising from 11th to 
9th position. Banking by mail 
dropped from 5th to 7th place and 
special checking accounts from 9th 
to 12th place. 


Media 


Newspapers still continue to be 
the number one medium for bank 
advertising. Next, in the order of 
the number of banks that will use 
that medium, are: direct mail, win- 
dow and lobby displays, calendars, 
radio, specialties, outdoor billboards, 
theater (slides and shorts), bus and 
car cards, and television. This se- 
quence has not changed since last 
year. There has, however, been an 
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upsurge in all categories. While tele- 
vision is still in last place, 247 banks 
plan to use it in 1955, compared with 
180 a year ago. The use of televi- 
sion by banks today is almost 10 
times what it was in 1950. 


Large Participation 

The current survey on which this 
report is based was made by mail 
at the turn of the year. A total 
of 3,341 commercial banks partici- 
pated, the largest number since 
1950. 

The A.B.A. Advertising Depart- 
ment wishes to thank all of these 
member banks for their cooperation 
in this work. It is only with such 
help that reports of this kind, for 
the benefit of all member banks and 
their advertising agencies, are made 
possible. 


More Details Available 


A more detailed tabulation of the 
results of the 1955 survey, showing 
the range of advertising expendi- 
tures, as well as the averages, of 
banks in various deposit classifica- 
tions, has been sent to each bank 
that answered the questionnaire. 
For example, figures are included 
for each deposit classification from 
$1,000,000 to $10,000,000 and for 
many other deposit size groups above 
$10,000,000. Copies of these detailed 
reports will be sent to other banks 
or their advertising agencies on re- 
quest, as long as the supply lasts. 
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How to Achieve 


Commercial-Mutual Understanding 


Both Commercial Banks and Savings Banks Have a 
Function to Perform in Our Economic Society 


Mr. McDavitTt, who has written 
previously for BANKING, is chairman 
of the board of the Somerville 
(Mass.) National Bank and is a 
former president of the Massachu- 
setts Bankers Association. 

“Banking problems,’ says MR. 
McDavitt, “can be solved in exactly 
the same way that all business prob- 
lems can be solved. The proper 
workable and satisfactory solution 
to this banking problem is in the 
minds of the men presently directing 
the affairs of commercial banks and 
mutual banks. The solutions sug- 
gested here are only intended to 
stimulate thought and discussion.” 

The subject is one that has been 


CLARENCE G. McDAVITT, JR. 


discussed by several bankers re- 
cently. In two December issues of 
The New York State Banker, How- 
ARD D. CROSSE, assistant vice-presi- 
dent, Federal Reserve Bank of New 
York, wrote “Tax-Free Savings De- 
posit Surplus,’ a proposed solution 
to the commercial-mutual problem, 
and “How Much Interest Can a Com- 
mercial Bank Afford to Pay on Sav- 
ings Deposits?” In an issue of The 
Commercial and Financial Chronicle 
last September there appeared a 
talk given by August Ihlefeld, presi- 
dent, Savings Banks Trust Company, 
New York City, entitled “Commer- 
cial and Mutual Savings Banks Com- 
plement Each Other.” 


BACKGROUND AND BEGINNINGS 


Banxinc competition is not new. 
The minor sport of pulling the rug 
out from under a fellow banker has 
been played for a long time. How- 
ever, recently, the contest has be- 
come big-time; it has been brought 
out from the back room; it’s a 
regular ring set-up, with the public 
invited to the ringside seats. 
Usually the commercial, stock- 
owned banks are in one corner and 
the “mutuals” in the other. Some- 
times, to add variety to the fight 
card, a mutual is matched against 
another mutual. The contender, for 
the present at least, will be a “sav- 
ings bank” or an “institution for 
savings,’ a “cooperative bank,” a 
“building and loan association,” or 
a “Federal savings and loan asso- 
ciation.” Other mutual institutions, 
such as mutual insurance companies, 
mutual pension funds, and credit 
unions, are not active participants 
right now but may well be eligible 
for the next championship match. 
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The president of one association 
of mutual banks said recently: “All 
these institutions have important 
public services to perform. They 
possess interests in common and 
should work together on significant 
questions of public policy.” 

It is perfectly true that peaceful 
co-existence did prevail among banks 
for years, and in many places it 
still does. On the other hand, in 
many places competition, rivalry, 
and conflict have begun to break 
out, and this discord seems to be 
spreading. Why? Because condi- 
tions have changed. We live in the 
Age of Change, and all about us 
the immutable, constant, persistent 
changing of conditions makes Twen- 
tieth Century living difficult, and 
acquiring ulcers easy. To try to 
change ourselves nearly as fast as 
things change about us is probably 
the most difficult problem most of 
us ever have to solve. The banking 
industry is no more immune to 


change than a railroad timetable. 

So it should be interesting to take 
a peek at the history of banking 
just in order to see where we have 
been, where we are now, and possibly 
to predict whither we are going. 


Commercial Banking 
Background 


The Bank of Venice appears to 
have been organized in 1587, but 
the banking idea and the use of 
credit existed long before that. Some 
say that it was started by the Assy- 
rians, some say the Persians, some 
the Phoenicians. Perhaps the Rus- 
sians claim the distinction, and it 
really doesn’t matter, but from the 
beginning, whenever it was, and up 
until very, very recently a banker 
was primarily a banker. His bank’s 
funds were largely, often entirely, 
his own money. Thus this old time 
banker could back, or “bank,’’ whom- 
ever he pleased, for any reason that 
pleased him and on his own terms 
and his own conditions. Not un- 
reasonable, since the money at risk 
was his own to lose. As recently as 
100 years ago most of the funds 
in commercial banks belonged not 
to depositors but to the stockhold- 
ers, and it was common for a bank 
to have capital accounts larger than 
deposit accounts, often three or even 
five times deposit totals. Indeed, 
deposits became an important factor 
and began to exceed the capital ac- 
count only after the start of the 
20th Century, and, as recently as 
the 1920s, deposits in banks had 
grown to only five or six times cap- 
ital, as compared with the present 
10 or 12 times capital. When the 
bank was using its own funds (i.e. 
capital funds) the public had no 
great interest in banks or bankers, 
and the bank or banker prospered 
or failed without too much general 
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attention. When quite a few banks 
blew up at the same time, however, 
the noise was recorded in history. 

Gradually at first, but rapidly re- 
cently, deposits became more im- 
portant to commercial banks. At 
first, depositors trickled into the 
commercial banks, few but large. 
Soon the trickle became a stream, 
and then the stream became a river, 
and finally the river became a flood 
when, about 1925, someone said “Pay 
your bills by check! It’s safe! It’s 
convenient You stay out of the 
rain, and you get a receipt!” 


Banking Evolution 


Then came the banking evolution, 
and during the evolutionary process 
which took place in the short period 
of history 1900 to 1920 things be- 
gan to happen. For example: 

(1) Banks had begun to appear 
all over the country. 

(2) Banks invited everyone to 
open an account, often offering um- 
brellas, alarm clocks, and other 
premia for doing so. 

(3) Everyone opened an account. 

(4) Legislatures began to regulate 
banks. 

(5) Legislatures began to tax 
banks. 

(6) In the city banks, vice-presi- 
dents were elected so fast they had 
to be introduced to one another. 

Since the greatest part of this 
evolution is “in our time,” it is not 
difficult to find someone who re- 
members the day when a prospective 
depositor was required to approach 
the prospective depository with def- 
erence, with veneration, with a 
written character reference, and 
with a minimum of $5,000 in order 
to open a checking account. Indeed, 
throughout 99 44/100% of commer- 
cial banking history, the small de- 
posit was neither sought by, nor 
welcome at, the bank. 


Mutual Banks’ 
Background 


Now let us turn time back again 
to attend the birth of the mutual 
banking institution. In the olden 
days the worthy and uncommon 
citizen who managed to live within 
his means and thus save a shilling, 
being unwelcome at. banks, had the 
choice of placing his savings under 
the mattress, if he owned one, or 
in the old, cracked teapot. The more 
optimistic of these folks might en- 
trust their surplus cash to the care 
of the landlord, the padre, or the 
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local tavernkeeper. This created a 
sort of mutual banking situation on 
a foundation of sand, and a some- 
what sorry situation which, indeed, 
appears to have been disturbing to 
many, since “the savings idea” be- 
came the subject of essays and 
treatises of this period. Included 
was one by, of all people, Daniel 
“Robinson Crusoe” Defoe. 

“If workmen,” he wrote in 1689, 
“could be persuaded to pay into a 
pension office a percentage of their 
wages, on which they would receive 
interest, a surplus would be created, 
sufficient to provide against emer- 
gencies and pauperism.”’ 

It took a hundred years for the 
idea to take hold, and about 1798 
something in the nature of mutual 
banks began to appear, christened, 
in the delightful British manner, 
“Frugality banks.” 


First Savings Bank 


Most historians credit the Rev- 
erend Henry Duncan, a Scotsman, 
naturally,: with the first workable 
savings bank plan, and in 1810 there 
was, in fact, a mutual savings bank 
in Ruthwell, Scotland. This bank, 
apparently, paid interest to depos- 
itors, since it is recorded that the 
rate of interest varied according to 
the depositor’s “age, family life, and 
moral conduct,” which is a diver- 


gence from present practice that is 
not without merit. 

Meanwhile in the U.S.A. Benjamin 
Franklin, with Condy Raguet and 
others, had got into the act, and 
in November 1816 the Philadelphia 
Savings Fund Society was organized, 
winning first-place honors from the 
Provident Institution for Savings of 
Boston, but just by a nose in a 
photo finish. 

The very laudable purpose of these 
early mutual institutions was the 
preservation and protection of the 
funds of those of “modest means” 
in a safer and more permanent de- 
pository than the tavernkeeper or 
the cookie jar. These early mutual 
institutions and their successors, 
imitators, and relatives are all more 
or less accurately cooperative so- 
cieties in that they are owned by 
their members, or depositors. They 
were, and still can be, organized by 
a group of citizens not for invest- 
ment gain but for community good. 
The incorporators subscribe to no 
capital stock and normally make no 
investment, although they are some- 
times required to make specific de- 
posits which will be temporarily in 
a deferred or subordinated position 
and not subject to withdrawal until 
the institution is able to provide, 
out of its own earnings, a sufficient 

(CONTINUED ON PAGE 122) 


Liquidity and Thrift 


Aone the manifold services to the national economy performed by our 
financial system, two stand out as being of transcendent importance. These 
are to furnish liquidity and to facilitate capital formation. 

Commercial banks specialize in the first service: liquidity. They hold 
the demand deposits of the country, the chief reservoir of liquidity for 
government, business, and individuals. They make short-term loans to 
provide additional liquidity to borrowers that need them, and so expand 
the nation’s money supply as required by industry and government. They~ 
make possible the ready transfer of liquid funds through checks to effect 
payments, and provide currency and coin at all times for payrolls and 


other current needs. 


Savings banks specialize in capital formation, which consists of the two 
steps of saving and the investment of the sums saved in long-term assets 
that yield an attractive rate of return with safety. Modern economic life 
would not be possible without saving, which is the withholding of a part 
of income from current consumption for future use. Equally, it is essential 
that such savings, once accumulated and mobilized, shall be made readily 
available to government, business, and individuals that require long-term 


capital. 


Source: “Commercial and Mutual Savings Banks Complement Each 
Other,” by August Ihlefeld in The Commercial and Financial Chronicle, 
Thursday, September 30, 1954. The author is president, Savings Banks 
Trust Co., N.Y.C. This is an address by Mr. Ihlefeld before the annual 
meeting of Group V, the Savings Bank Assoc. of the State of N.Y., 


Brooklyn, N.Y., Sept. 28, 1954. 
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“Now They Tell Us!” By DICK ERICSON 


"| don't know why they're taking down that "Well, | just heard from the fellow who 

floor counter and breaking into the wall... cleans the executive offices that all these 

Maybe they're going to run the counter windows are being done away with . .. prob- 

across here and do away with all those win- ably going to fire everybody in this area..." 
dows down there." 


"This deposit to your savings account goes to "Take my advice and do what I'm doing... 

that window, Mrs. Blake . . . but I just got withdraw your entire balance. This depart- 

word they're closing that department .. ." ment is closing and there'll be a long line 
later on." 
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“| knew something was up when | saw those 
carpenters ... just got the word from Mrs. 
Blake . . . she plays bridge with the presi- 
dent's wife, you know ... they're closing the 
savings department very soon." 


“They're saying in the bookkeeping depart- 

ment that we're merging with the bank across 

the street. It all fits in... It's a fine thing 

when they tell outsiders before the employees 
know ... we ought to...” 
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BOOKKEEPING 
DEPARTMENT 


| | 


"Closing the savings department! Firing half 
the tellers! Oh, dear! I'll bet I'll be next. 
Maybe we're merging with the bank across 


the street." 


BULLETIN BOARD 


° 


"Oh, oh, this is it! ‘Notice to be posted for 
all employees: The management regrets the 
necessity of having carpenters work on the 
main floor during hours and hopes the noise 
does not disturb you too much. The writ- 
ing table is being moved from the center 
of the floor to a position against the wall to 
allow greater room on the floor itself for the 
enlarged savings department which is being 
planned.’ " 

“Now they tell us.” 


Ay 
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METHODS ana IDEAS 


Operating Procedures 


This department, which includes 
“Public Relations,” is by JOHN L. 
CooLey of BANKING’S staff. 


“Plan for Holdup’’ 


FOUR-PART program to facili- 

tate the apprehension and con- 

viction of persons who hold up 
banks has been developed by the 
Missouri Highway Patrol. 

Distributed by the Missouri Bank- 
ers Association to its membership, 
the program is called “P-L-A-N for 
Holdups.” Here are the details: 

PREPARE 

(1) Make one person responsible 
for informing all employees of PLAN 
and seeing that new employees are 
instructed immediately. 

(2) Install concealed air vent and 
telephone in vault, and other equip- 
ment, such as flashlights, screw 
drivers, etc. 

(3) Instruct all employees of need 
for doing as instructed during hold- 
up and remaining calm. 

(4) Periodically practice plan for 
efficiency and inspect equipment to 
make sure it is in working condition. 

LOOK 

(1) Remain calm and look closely 
to form mental pictures of subjects. 
Compare their height, weight, and 
age with your own and their ap- 
pearance with someone you know. 
Remember the kind and color of 
clothing worn. 

(2) Look at clock for exact times 
of holdup and of escapes. 

(3) Observe and remember pe- 
culiar mannerisms of speech or 
movement—sequence of action dur- 
ing holdup and articles touched by 
holdup man or men. 

(4) Remember any persons seen 
outside of bank or any outside action 
taking place during holdup. 
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ACT 

(1) Get a description of the car 
as to make, model, and color. 

(2) Determine the direction of 
escape. 

(3) Count the occupants of the 
car. 

(4) Go to the nearest telephone. 

NOTIFY 

(1) Call nearest troop headquar- 
ters of the Missouri State Highway 
Patrol. 

(2) Give the following informa- 
tion for broadcast to all patrol cars. 

(a) Place 

(b) Exact time of escape 
(c) Direction of travel 
(d) Number of persons 
(e) Description of car 

(3) Do not hang up until told by 
the officer. 

(4) Protect the crime scene. Do 
not touch or move objects. Lock 
door if necessary. 

The P-L-A-N program was devel- 
oped by Colonel Hugh H. Waggoner, 
superintendent of the State High- 
way Patrol, immediately following 
bank holdups in Missouri last fall. 
All banks in rural and small urban 
areas have been informed of the 
program by the Patrol. 


Better Communications 


HE Detroit Bank has published 

the 5th edition of its widely 
known Communications Manual, a 
60-page booklet that covers the dic- 
tation, typing and dispatching of 
letters, use of the telephone, and 
preparation of bank wires and tele- 
grams. 

The manual’s aim, says Joseph M. 
Dodge, as chairman of the bank, is 
to “encourage the writing of effec- 
tive and vital letters and to better 
all other forms of con-munication.” 


Seeking to establish a “high 
standard of uniform methods,’ the 
booklet provides models, instruc- 
tions, and information for use by 
dictators, secretaries, and stenog- 
raphers. 

A section on English in business 
communication includes style rules 
for punctutation, paragraphing, 
sentence structure, capitalization, 
abbreviation, figures, undesirable 
phrases, and the principles govern- 
ing use of the parts of speech. 


PBA Operations Clinic 


and legislative problems, 
audits and advanced mechaniza- 
tion, personnel training, and the lat- 
est ideas in bank operation—these 
and other subjects filled the two-day 
program of the bank operations 
clinic at the University of Pennsyl- 
vania early in February. The clinic 
was sponsored by the Pennsylvania 
Bankers Association and the Whar- 
ton School of Finance and Com- 
merce, and more than 460 Keystone 
State bankers attended busy ses- 
sions. 

The 2-day program was opened by 
Dr. Charles R. Whittlesey, Professor 
of Finance and Economics at the 
Wharton School; Thomas A. Budd, 
the School’s acting dean, and Sidney 
D. Kline, president of the PBA and 
president, Berks County Trust Com- 
pany, Reading. 

William H. Hurtzman, vice-presi- 
dent and comptroller. The First Na- 
tional Bank of Philadelphia, was 
moderator of a panel on taxes, mem- 
bers of which were George Ehrhardt, 
assistant vice-president, The Han- 
over Bank, New York City; A. E. 
Pinkus, assistant comptroller, The 
National City Bank of New York: 
and James A. Stacy, tax consultant, 
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The Philadelphia National Bank. 
Dr. W. Carlton Harris, Professor 
of Finance, The Wharton School, 
acted as moderator at a session 
which heard John Y. Scott, PBA 
counsel, on legislative problems; 
Harry E. Mertz, assistant secretary, 
National Association of Bank Audi- 
tors and Comptrollers, on NABAC’s 
plan for better audit control; and 
W. Putnaia Livingston, assistant 
vice-president, Bankers Trust Com- 
pany, New York City, on “The Im- 
pact of Advanced Mechanization on 
Banks—Large and Small.” 

The moderator of a panel discus- 
sion of ‘“What’s New in Bank Oper- 
ations?” was George W. Geuder, 
treasurer, Tradesmens Land Title 
Bank and Trust Company, Philadel- 
phia. Panel members were O. Albert 
Johnson, vice-president and trea- 
surer, Hamlin Bank and Trust Com- 
pany, Smethport; S. R. Jeffries, as- 
sistant treasurer, Dauphin Deposit 
Trust Company, Harrisburg; Homer 
B. Moyer, comptroller, Miners Na- 
tional Bank of Wilkes-Barre; and 
Frank Marsh, vice-president, The Al- 
toona Trust Company. 

“Selecting and Training Person- 
nel” was the subject of a talk by Dr. 
F. Byers Miller, dean of the School 
of Business Administration, Univer- 
sity of Richmond. 

A panel on the Uniform Commer- 
cial Code, “The Experiences and 
Problems after Living with the Code 
Seven Months,” was headed by 
James V. Vergari, vice-president and 
general counsel, the Federal Reserve 
Bank of Philadelphia. Members of 
the code panel were Abram G. 
Bucher, manager of farmer rela- 
tions, The Lancaster County Na- 
tional Bank, Lancaster; Carl W. 
Funk, counsel, Philadelnhia Clear- 
ing House Association; Thomas W. 
Gormly, vice-president, Peoples First 
National Bank and Trust Company, 
Pittsburgh; John M. Johnston, Jr., 
assistant treasurer, The Pennsylva- 
nia Company for Banking and Trusts, 
Philadelphia; Charles R. Sharbaugh, 
president, The First National Bank 
of Carrolltown ; Shaler Stidham, vice- 
president, The Philadelphia National 
Bank; and Charles H. Zimmerman, 
vice-president and comptroller, Cap- 
ital Bank and Trust Company, Har- 
risburg. 

Chairman of the clinic committee 
was G. Edward Cooper, vice-presi- 
dent, The Philadelphia National 
Bank. Members are Mr. Hurtzman, 
R. Ernest Lightbown, auditor, Mel- 
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lon National Bank and Trust Com- 
pany, Pittsburgh, and Ernest Vize, 
comptroller, Berks County Trust 
Company, Reading. Mr. Geuder is 
general chairman of the PBA Bank 
Operations Division. 


Building a Credit File 


ERE are some suggestions by 

Joseph J. Kaberna, vice-presi- 
dent The First National Bank of 
Chicago, on how to make a credit 
file. 

Construction of a credit file be- 
gins when the account is opened. 
Under the First’s system a printed 
form—in effect a questionnaire—is 
provided for the loaning officer’s 
convenience, and from the informa- 
tion gathered thereon a typewritten 
memo is made. This form includes 
pertinent facts about the account 
relationship: address, type of busi- 
ness, introduction and references. 
There’s space for information on 
other bank accounts, associated ac- 
counts, reason for change, remarks, 
names of partners or officers, type 
of account. 

The second step is a permanent 
folder tabbed, perhaps, with differ- 
ent colors to denote various class- 
ifications. A permanent front sheet 
shows date of opening the account, 
amount of original deposit, names 
of guarantors or endorsers, and 
whether any subordination agree- 
ments are in effect. 

Now set up the reference index. 
This can be a plain card bearing 
only the account name and affiliated 
relationship. All names should be 


Loaning officer’s account relationship 
form used by The First National Bank 
of Chicago 


cross-indexed to refer to the prin- 
cipal account, and all information 
filed in the account folder. 

References are contacted either 
by letter or telephone, if necessary, 
and an agency report is ordered if 
the customer is a business. Before 
putting the folder in alphabetical 
sequence in the cabinet, replies from 
all references must be on hand; 
otherwise, followups are necessary. 

Unfavorable information is under- 
scored with a red pencil and referred 
to the officer handling the account. 
It may be prudent to earmark both 
folder and index card “Caution,” in- 
dicating some reservations and the 
advisability of consulting the file. 

On an average card post the aver- 
age monthly balances, and the high 
and low points of loans for each 
month. 

The file should also contain: A 
sheet on which to record overdrafts 
and returned checks; an officer’s 
annual report sheet for comments 
on the past year’s operations, 
changes in working capital, changes 
affecting net worth, and important 
facts on individual assets or liabil- 
ities; a statement comparison form 
furnishing a picture of the com- 
pany’s financial position for a period 
of years; a sheet recording memor- 
anda and interviews; newspaper 
clippings of happenings that affect 
the company’s credit standing; the 
results of bank and trade checkings; 
sections for direct correspondence, 
replies to inquiries, agency reports, 
ete. 


By-pass Post Office 


GrvEN banks in Chicago’s Loop 
have announced the start of an 
Air Mail Field service under which 
they will receive directly at the Chi- 
cago airport special airmail envel- 
opes containing checks and collec- 
tion items coming to them by air 
mail from correspondent banks all 
over the United States. 

The seven banks are the FIRST 
NATIONAL BANK OF CHICAGO, HARRIS 
TRUST AND SAVINGS BANK, LASALLE 
NATIONAL BANK, CHICAGO NATIONAL 
BANK, AMERICAN NATIONAL BANK 
& Trust CoMPANY, CITY NATIONAL 
BANK & Trust Co., and THE NorTH- 
ERN TRUST COMPANY. 

The service is expected to save 
correspondent bank customers of the 
seven banks as much as three to 
four hours in the clearance of checks 
and drafts. 
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Public Relations 


Advertising ... Promotion . .. Business Development. . . 


Community and Staff Relations 


1954's Bank Reports 


HE crop of bank pamphlet reports 

for 1954 is just about harvested, 
and we can make our own brief re- 
port on some of the interesting (to 
us) things they contain. 

On the whole, the trend toward 
providing more complete informa- 
tion continues. Reports are increas- 
ingly attractive; many banks regard 
them as public relations media that 
will reach well beyond the list of 
stockholders. 

The physical characteristics of 
the pamphlets having a PR mission 
are familiar: extensive and skillful 
use of color on covers and inside 
pages; charts on the year’s results; 
sections on community relations and 
staff contributions to the bank’s 
progress; promotion of services; 
pictures of the bank at work. 

Many banks, of course, prefer to 


keep their reports “conservative” 
in appearance, although this doesn’t 
mean that the information presented 
is less complete or less readable. 

In browsing through the knee- 
high pile of booklets reaching its 
desk in the first few weeks of 1955, 
this department found several fea- 
tures that seemed newsworthy, and 
these we pass along—with apologies 
to the many that escaped attention. 


Seven Typical Customers 


The First NATIONAL BANK IN 
DALLAS uses for its cover a color 
illustration of seven typical cus- 
tomers—ranging from a high school 
saver to an oil operator—who were 
photographed together in the bank’s 
“Friendship Lobby.” Throughout 
the report the story of each is told 
in turn. Continuity is established 
with a drawing that spotlights, in 
color, the person referred to and 


A feature of a recent television program of the New York State Bankers Associa- 
tion was The Family Dollar, new “consumer publication” of the American Bankers 


Association. 


The 16-page magazine is here being discussed by TV participants 


(left to right) Mary Lynch, assistant secretary, mortgage department, The County 
Trust Company of White Plains, N. Y.; Jerry Roberts, master of ceremonies on 
this Station WATV (New York) program; Irma Robbins, assistant director of 
public relations, The Franklin National Bank, Franklin Square, N. Y.; and J. 
Andrew Painter, vice-president, The National City Bank of New York 


links him and his story to the 
cover picture. Color photographs of 
the remodeled bank’s interior are 
numerous. 


Dollar Flow Pictured 


CENTRAL NATIONAL BANK of Cleve- 
land features a center spread of 
three pages in six colors, entitled! 
“The Flow of Dollars at Central 
National Bank of Cleveland.” This: 
is a pictorial presentation of the: 
financial statements, portraying the: 
importance to business and individ-. 
vals of the movement of bank funds.. 


Pictorial Supplement 

THE UNION & NEW HAVEN TRUST 
ComPpaANy, New Haven, Conn., pub- 
lishes a pictorial supplement to the 
annual report. It features principal 
points of interest in the recently 
remodeled sections of the main of- 
fice. Contents include detailed floor 
plans in perspective, and photo- 
graphs of offices, departments and 
public space. 


Highlights Listed 

THE CONTINENTAL BANK AND 
Trust CoMPANY of Salt Lake, lists 
highlights of its year. New features 
in the running story of 1954 include 
“Loans and Losses Thereon” and 
“Conversion from a National to 
State Bank Charter.” These were 
added because of their special in- 
terest and significance to the stock- 
holders. 


Two New A.B.A. Public 


Relations Manuals 


wo bank manuals entitled Help- 

ing Farm and Ranch Families 
Succeed and Business Development 
Through Officer Calls have been 
added as numbers 11 and 12 respec- 
tively to the bank public relations 
manual series which is available 
from the American Bankers Asso- 
ciation’s Public Relations Council. 
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The manual series, which is intended 
to provide bankers with practical 
aids for carrying on an active pub- 
lic relations program, covers such 
subjects as publicity, customer re- 
lations, personnel relations, and re- 
lationships with school children, and 
with farm youth. 

The new booklet, Helping Farm 
and Ranch Families Succeed, covers 
community problems from a stand- 
point of the bank’s relationship with 
farm and ranch families. It is a com- 
panion manual and supplements the 
material previously made available 
to the banks in the booklet, Your 
Bank’s Community Relations, which 
takes up outside-the-bank activities 
in cities and towns. The new book- 
let is filled with specific suggestions 
for activities which have proven by 
the actual experience of banks to be 
of interest to members of rural fam- 
ilies. The booklet says that “work 
with farm people is a continuous 
process and should be planned for 
a long term.” 

Included in the booklet are a bank 
activity check list against which the 
individual banker can judge his 
bank’s program in comparison with 
the proven activities carried on by 
other banks in cooperation with 
rural families, and quotations from 
representative bankers who have 
been outstanding in welding the 
urban and rural elements of their 
trade area into a united community. 

The booklet on Business Devel- 
opment Through Officer Calls fol- 
lows the same general plan as do 
all of the A.B.A. public relations 
series in suggesting plans for bank 
organization and activities. It urges 
the bank to assign outside-the-bank 
calls to all of its officers and that 
the assignments be rotated in order 
that each bank officer may learn 
more of his community and the bank 
customer may become better ac- 
quainted with the bank and its per- 
sonnel. The reports resulting from 
officer calls provide valuable infor- 
mation which enables the bank to 
render better service to its cus- 
tomers, and are aids in formulating 
sound bank policies and programs. 


A.B.A. Council Completes 


New Teacher, Film Guides 


YE Public Relations Council of 
the American Bankers Associa- 
tion has just completed publication 
of an attractive 15-page booklet as 
a teachers’ guide for use with its 
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film, A Bone for Spotty. The film 
is the latest in the A.B.A. educa- 
tional series and is intended for use 
from grades one to six in elemen- 
tary schools, to provide youngsters 
with facts about saving money. 

The Council has also recently com- 
pleted a new A.B.A. Film Guide for 
use by member banks to aid them in 
selecting a wide variety of filmstrips 
and motion pictures for use in staff 
training programs, for showing be- 
fore adult civic groups, or for use 
in educational activities in their 
local schools. The new Film Guide 
will be supplied to all new pur- 
chasers of prints of A.B.A.-spon- 
sored films and will be available to 
all other member banks of the Asso- 
ciation at a charge to cover the cost 
of publication. 

The teachers’ guide tells class- 
room teachers who will use the film 
some of the history and general 
facts about savings, how much and 
how to save, and where to save. It 
gives 12 specific suggestions for in- 
tegrating savings into the school 
curriculum. One compares the sav- 
ing of money by school children to 
the saving habits of animals as ob- 
served among the pets of the chil- 
dren. Others are for class activities 
such as making things from odds 
and ends, and interesting discussions 
on the history of coins and currency 
and care of public property. 

A Bone for Spotty, which was 
completed for the Public Relations 
Council of the A.B.A. only a few 
weeks ago, has already been pur- 
chased by more than 150 banks and 
banking groups for use in their own 


Two new A.B.A. PR manuals, 
a teacher’s guide, and 

an A.B.A. film guide, 

as described above 


local schools. Two copies of the 
teachers’ guide are provided for use 
with each print of the film. 

The educational film program of 
the A.B.A. has been in existence 
since 1949. The five films previously 
developed were all for use in high 
schools. Approximately 4,000 prints 
of these films are in use in high 
schools of 1,500 cities and towns 
located in all of the 48 states. 

The Film Guide gives suggestions 
for use of banking films and film- 
strips in internal employee training 
programs and in visual education ac- 
tivities carried on in cooperation 
with schools in the bank’s own com- 
munity. The Guide lists a large num- 
ber of motion picture films, together 
with information as to how they may 
be used (either by purchase, rental, 
or loan) together with the address 
of the producer. 

The films cover a wide variety of 
banking subjects, both for the train- 
ing of members of the bank’s staff 
and to inform the public about va- 
rious phases of banking. It also lists 
films on the subjects of insurance, 
agricultural activities, industrial op- 
erations, business education, com- 
munity development, home building, 
and other subjects related to bank- 
ing. 

Following a listing of films and 
film sources, the booklet gives sug- 
gestions for arranging a film show- 
ing, including the selecting of a 
room, placing of the sound equip- 
ment, and other details sometimes 
overlooked in planning the film pres- 
entation before a neighborhood 
group. 
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Shopping 


Center 


Branches 


UPERMARKET banking is the new 
trend in branch operations which 
finds high favor with the suburbanite 
housewife in many sections of the 
country. 

“Super” shopping centers are 
changing the pattern of urban living 
and shifting retail trade from con- 
gested Main Streets to the outer 
limits of expanding towns. 

It means the retail sales tag, 
the grocery bag, and the bank book 
have a common convenience in 
centers offering complete shopping 
facilities. 

The lure of adequate free parking 
is no small factor in attracting 
trade. But the emphasis on coopera- 
tive merchandising and the added 
attraction of a branch bank unit 
spell the success of this type of 
operation. 

Banks have also found that branch 
units located in the general area of 
a shopping center can win the re- 
tail trade. 


Below, branch of the Citizens Savings 
Bank & Trust Company, Hamilton, Ohio 


Above, State and Sherman Branch of the Lincoln National Bank & Trust Com. 
pany, Fort Wayne, Indiana. Below, Winchester Square Shopping Center Branch 
of the Springfield (Massachusetts) Institution for Savings 
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Above, branch of the First National Bank Below, New River Branch of the First National 
in Yonkers, New York Bank, Jacksonville, North Carolina 


Above, West Side Branch of the Mahoning Below, South Street Branch, First Merchants 
National Bank, Youngstown, Ohio National Bank & Trust Co., Lafayette, Indiana 


FIRST MERCHANTS WATIGHAL BANK « TRUST Co 
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GOVERNMENT BONDS 


Long-term bond takes a bow and is well received ....$15-billion 


refunding a smooth operation . 


short-term... 


. .. Holders of maturities prefer 
. New buyers are needed and found for long issue 


. . . Dealers in Government securities render real service to 


Treasury . 


offsetting circulation decrease 


MURRAY OLYPHANT 


tinued to be moderately opti- 

mistic. Some clouds have been 
in the sky, such as the threat of mid- 
year strikes in the automobile and 
steel industries, which together ac- 
count for almost 10% of the indus- 
trial output of the country; and the 
crisis in Formosa and the shake-up 
in the government in Moscow jarred 
an already tenuous international 
situation. But the Defense Secretary 
pointed out that neither was more 
than a “ripple” in the pool of the 
military program. Nevertheless, any 
lessening of defense expenditures 
now becomes quite out of the ques- 
tion. 

There seems little reason now to 
anticipate any major change in the 
factors which determine interest 
rates. Whether such rates are some- 
what higher or lower will depend 
largely on the continuance or let-up 
in business volume, while the Fed- 
eral Reserve is certain to keep its 
hand on the throttle of credit supply. 


B ‘times forecasts have con- 


A Long-Term Bond at Last 


The new 40-year (no call date) 
issue, part of the $15-billion refund- 
ing of the February and March 
maturities, came on the market 
promptly as trading on a “when is- 
sued” basis was permitted before 
the subscription closed, in order to 
facilitate the transfers of ownership 
which the character of the offering 
assured. 

It was clear at once that the new 
issue would be well received and that 
a real demand existed for a long- 
term Government issue with a 3% 
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coupon. That this demand was from 
other than holders of the maturing 
2%% bond introduced a new market 
factor leading to almost unprece- 
dented activity. 


A Smooth Exchange Offering 


The exchange offer was as shown 
in the table below. 

Appropriate interest adjustments 
were made in every case. Holders of 
the 2%% bonds who exchanged for 
the 3% bonds dated February 15 
were credited with six months’ par- 
tially tax-exempt interest to March 
15 at 27%% and charged one month’s 
interest at 3%. 

The new 13-month 154% notes and 
214-year 2% notes were provided for 
those who continued to require 
shorter-term obligations. 

The terms were such as should 
have assured that turn-ins for cash 
at maturity would be held to a min- 
imum, except for the small fringe of 
maturity holders who go to sleep 
and forget to do anything. 

Nevertheless, holders of $832,000,- 
000 of the various maturities failed 
to take advantage of the exchange. 
This total was made up of $375,000,- 
000 2%% bonds, $85,000,000 of the 
certificates, and $372,000,000 of the 
notes. While attrition of only 5.6% 
of a refunding offer is relatively 


. . Open Market Committee sells Treasury bills, 


small, it is somewhat difficult to see 
why any holders of the maturities 
failed to get the additional profit 
which was available to them by mak- 
ing an exchange. 

The books for the exchange re- 
mained open for three days from 
Tuesday, February 1 until Thursday, 
February 3. When first traded on a 
“when issued” basis, the new 3% 
bonds sold as high as 100 20/32 but 
subsequently moved down to about 
1001, later stabilizing at about 
100 10/32. The new notes were 
valued at between 1/32 and 4/32 
premium. 


Holders of Maturing Issues 
Not Long-Term Buyers 


This exchange offer had an unusual 
factor in that pretty nearly all of the 
holders of the maturing issues were 
in no sense long-term bond buyers. 
Holders of the maturity certificates 
and notes had already shown their 
preference for early maturing and 
could hardly be expected to alter 
their choice. Of the $2,611,000,000 
maturing 27%% bends, about $2-bil- 
lion were owned by commercial 
banks for whom long-term bonds are 
not household pets. Much the same 
could probably be said of the holders 
of the remaining $600.000.000. How, 
then, could the Treasury have ex- 


Maturing issues Eligible for exchange 
$7,007,000,000) 
$5,365,000,000{ 
$2,611,000,000 


154% certificate 
11%4% notes 
bonds 


Exchange offer 
154% note 3/15/56 
or 2% note 8/15/57 
3% bond 2/15/95 
or 154% note 3/15/56 
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pected that a substantial amount of 
the new 40-year 3% bonds would be 
taken? 


New Buyers Needed and Found 


Prior to the offering, the Treasury 
had consulted at length with repre- 
sentative groups of investors for the 
longer term —state and pension 
funds, life insurance companies, and 
savings banks, as well as with the 
Government Bond Committee of the 
American Bankers Association. 

As a result of these conferences, 
it appeared that there was a real 
demand for a long-term Government 
bond with a 3% coupon and that 
this demand would result in market 
purchases of such an issue. The 
supply of the bonds available to such 
buyers would come from the unwill- 
ingness of the holders of the matur- 
ing 2%% bonds to take the new 3% 
bonds, so the latter would in one way 
or another become available in the 
market. This is precisely what hap- 
pened. 


Varied Preferences Make for 
Active Market 


Not in a long time has there been 
so much churning around in the mar- 
ket for Government securities as re- 
sulted from the conditions of the 
exchange offering and the varied 
preferences of the holders of the ma- 
turing issues. 

An estimate of the volume of 
market activity—made by the Sec- 
retary of the United States Treasury 
—stated that, during the three days 
the subscription books were open, 
transactions amounted to about $2.5- 
billion a day. 

For one thing the holders of the 
maturing 2%% bonds liked the par- 
tial tax-exemption of the coupon. In 
order to get the benefit of that ex- 
emption to March 15 they had to 
exchange their 272% bonds for the 
new 3% bonds and then sell the lat- 
ter on a “when issued” basis. Many 
at the same time seem to have 
bought the newly offered notes as a 
replacement. 


Judging from the market, how- 
ever, some buyers of the 3% bonds 
sold other and shorter-term, lower- 
yielding issues to provide funds for 
the purchase. It is probable that al- 
most every variety of sale and pur- 
chase was indulged in, as nearly all 
maturity sectors of the market 
seemed to develop more activity 
than usual. 

Such activity would have been 
quite impossible without the exist- 
ence of a well organized group of 
dealers in Governments and the full 
cooperation of the banking commu- 
nity. 


Dealers Render Real 
Assistance 


So great were the cross-currents 
in the market that it is difficult to 
see how the Treasury could have so 
successfully completed an offering of 
this nature, involving heavy trans- 
fers of Government bonds from one 
group to another, without the as- 

(CONTINUED ON PAGE 143) 


The Investment Markets 


H. EUGENE DICKHUTH 


Ts investment markets surmounted successfully 
several major hurdles, such as fractionally harder 
money, which meant lower bond prices and higher 
yields, despite the issuance of a 40-year 3% bond flo- 
tation by the Treasury. The market took everything 
in its stride, including the offering of 4,380,683 com- 
mon shares of General Motors, one of the largest cor- 
porate offerings of its type ever made. Morgan, Stan- 
ley & Company and a nationwide group of 329 firms 
underwrote the $326,000,000 offering. 

The stock markets were really the major factor in 
the investment markets in recent weeks. Congres- 
sional studies, not “investigations,” are pending regard- 
ing their behavior. The New York Stock Exchange re- 
ported that in the last month of 1954 about 25% of 
all trades were institutional and 75% were by in- 
dividuals. In the latter category, more than half the 
total was on margin or on credit otherwise. 

The New York Stock Exchange volume for January 
totaled 74,645,958 shares. It was the largest January 
turnover since 1929, when 110,803,940 shares changed 
hands. The volume compared with 76,455,851 shares in 
December and with 33,374,561 in January 1954. 

Bears are beginning to doubt that business can be 
maintained on such high levels and here and there a 
note of caution is being struck. Conservative forces 
would like to see the market start leveling off and 
they think even a small drop in prices would be a 
healthy development. Yet optimism toward the long- 
term trend still continues strong, and no one seems to 
have any fears at this writing that a bear market 
might start in the near future. 

A newcomer in the institutional investment field is 
Bank Fiduciary Fund. It will provide a legal invest- 


March 1955 


ment medium for trusts, estates, and guardianships 
administered by banks in New York State. The Fund 
will operate, in effect, along the lines of a common 
trust fund. Response has been excellent. 

New financing in January set several records. Bonds 
offered publicly reached the highest level for that month 
in 29 years, and stock issues were the largest for any 
January since 1953. 

Bonds floated in January were $1,066,219,000 for 140 
issues. Of this, public housing obligations accounted 
for $273,107,000 in 68 issues. This compares with $1,- 
277,997,000 covering 175 issues in December and $860,- 
908,000 for 82 flotations in January 1954. 

State and municipal bond issues accounted for $513,- 
019,000, or nearly one-half of the bonds floated in the 
first month of the year. 

The offerings of stocks in January totaled $54,370,000 
for 13 issues. This was the largest amount for any 
month since September. It compared with $45,199,000 
for 15 issues in December, with $44,012,000 for 12 flo- 
tations in January 1954, and with $76,639,000 covering 
15 issues in January 1953. 

Public utilities dominated the equity issue field with 
more than $42,000,000. This is based not only on nor- 
mal growth but on greater use of television, air con- 
ditioning, and many industrial applications requiring 
the use of electricity. 

The outlook for the securities underwriting business 
is still held to be bright for the balance of thé year, 
particularly if the President’s new $100-billion, 10-year 
highway building program should be enacted. This 
would mean many millions and billions to be raised for 
road improvement and construction by the Federal, 
state, and local governments. 
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Training ‘Tomorrow's 


Bank Executives Il 


Five More Case Studies of Management Training 


Programs Offered College Graduates 


MITCHELL PATTON 


The first part of Mr. PATTON’S 
article appeared last month and in- 
cluded four case studies of bank 
management training programs cur- 
rently being offered to college grad- 
uates. This month five additional 
case studies, concerned with banks 
smaller in size than last month’s 
four, describe how training is being 
offered to future bank executives. 
A part of Mr. PATTON’s introduction 
is repeated below from last month’s 
BANKING. 

Mr. PATTON himself is a partici- 
pant in the management training 
program of the Wachovia Bank and 
Trust Co. branch in Charlotte, N. C. 


viewing personnel directors has 

shown that, with the college 
man, possible opportunity for per- 
sonal development and advancement 
often ranks as a prior consideration 
to other factors, including salary. 
With this in mind, banking has 
undertaken extensive utilization of 
the training program to remedy its 
present shortage of management per- 
sonnel. This program serves as an 
indication to the graduate that he 
will be earmarked for a future in 
management, and that he should be 
assured faster progress. 

In order to determine what the 
college graduate might expect in 
such a training program, a study 
of leading banks’ programs was 
undertaken. Information was derived 
primarily from company literature 
and from direct correspondence with 
bank officials. The survey is not 
intended to be a _ representative 
sample of all banks’ efforts at devel- 


Tv experience of banks’ inter- 
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opment of systematic training, but 
rather a presentation of what some 
leading banks have done. The fol- 
lowing case studies of four such 
banks present this picture: 


THE HANOVER BANK—2,700 
employees; 8 local branches) 


Tuoucu quite large, The Hanover 
Bank attempts to characterize its 
training program with individuality. 
An attempt is made to conduct the 
program with considerable flexibil- 
ity in order to fit the individual 
needs and interests of each trainee. 

The program has two main phases. 
The first lasts one year and provides 
primary training in operating de- 
partments and is as nearly bank- 
wide as possible. The second phase 
is more advanced training in a spe- 
cific division of the bank, and usually 
lasts somewhat more than one year. 

The trainee spends his first year 
rotating among the firm’s various 
departments in order to learn the 
elements of work-flow, terminology, 
and operational organization. He 
will visit the collection, securities, 
transit, bookkeeping, adjustment, 
and customer loan departments. This 
may be supplemented by “on the fir- 
ing line” training as teller or in 
other customer contact work in a 
branch office. 

After the first year, training takes 
on a more concentrated nature in 
special areas above the purely pro- 
cedural level. Greater emphasis is 
placed on judgment, responsibility, 
and personal relations. This stage 
of the training enters such depart- 
ments as credit, security analysis, 


investment reviewing, or estate ad- 
ministration. 

The length of this second phase 
of training depends on (1) the 
trainee’s ability to assimilate these 
more complex operations, (2) the 
bank’s aim to let him participate in 
as many of the department’s activ- 
ities as possible, and (3) the pos- 
sibility of training in more than one 
of the advanced areas in order to 
determine the trainee’s greatest 
suitability for permanent assign- 
ment. 

Throughout the entire program, 
officers and department heads ob- 
serve the trainee’s progress and di- 
rect his work. Men in the training 
program are frequently called upon 
for written and oral reports. 

The bank requires no formal class- 
work during the course of training, 
other than lecture-discussion meet- 
ings from time to time. However, 
continued study is encouraged at 
one of the recognized schools or 
universities in the city, where eve- 
ning classes are offered. 

The bank feels that its program 
has been effective, pointing out that 
half its college - graduate officers 
were between 20 and 30 when they 
reached official status. The other 
half were between 31 and 37 when 
made officers. 


IRVING TRUST COMPANY— 
(2,500 employees; 8 local 
branches) 


Tramees for Irving Trust Com- 
pany are placed at the beginning 
of the program in one of three ac- 
tivities: branch office division, in- 
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ternational banking division, or loan 
administration division. The train- 
ing period varies from one year to 
two years, depending on the divi- 
sion selected. 

Those assigned to the branch of- 
fice division spend approximately one 
year moving through all the depart- 
ments to gain experience in their 
operations. This might involve work- 
ing for a while as teller, then spend- 
ing some time in the bookkeeping, 
foreign exchange, loan operations, 
and other departments. 

At the end of the first year, the 
branch office trainee. and officers de- 
cide whether he should stay in oper- 
ations or whether he is suited best 
for loaning and customer contact 
work. Regardless of this choice, 
most trainees go to a branch office 
credit department for the second 
year, during which time they serve 
as credit investigators, gradually 
advancing into credit analysis work. 
During this training period, they 
attend a series of 12 lectures con- 
ducted by the main office credit de- 
partment in order to supplement the 
credit training. 

Following this, a few months are 
spent in the main office, where ex- 
perience is gained under the divi- 
sional credit officer. Throughout this 
period trainees participate in weekly 
credit committee meetings, along 
with the chairman, president, and 
senior loaning officer. During such 
meetings, the senior officers have an 
opportunity to observe trainees. Suc- 
cessful completion of this training 
usually leads to appointment to a 
branch office position. 

College graduates entering Irving 
Trust’s international banking divi- 
sion are assigned specific jobs in for- 
eign operations before customer con- 
tact work is undertaken. When this 
training is completed, men are usu- 
ally transferred to either foreign 
customer relations or foreign credit. 

Men selected for the loan admin- 
istration division spend approxi- 
mately one year as credit investi- 
gator in the credit department. After 
this investigatory training, trainees 
in this division are assigned to the 
credit correspondence section. Final 
stage of the training is in credit 
analysis. This final period of expe- 
rience sharpens the trainee’s ability 
in risk appraisal, and gives him the 
opportunity to attend senior credit 
meetings similar to those attended 
by branch trainees. 

When these men have completed 
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their credit training, they are as- 
signed to the customer relations 
section of the domestic banking divi- 
sion, where they assist senior offi- 
cers. For further progress, here 
again, depends upon individual per- 
formance. 

Some trainees, concurrent with as- 
signment to the domestic banking 
division, may choose (1) to spe- 
cialize or (2) to become representa- 
tives. Specialists undertake further 
training to become expert in credit 
analysis for a particular industry. 
Representatives travel through a 
specific territory to serve present 
customers and seek new ones. Work- 
ing as representative also requires 
further training. 


WACHOVIA BANK AND TRUST 
COMPANY — (1,025 employees; 
22 offices in five North Caro- 
lina communities) 


Becun in 1949 and revamped three 
years later, Wachovia’s program is 
under direction of the personnel 
manager and a senior vice-president. 
Training, offered at the main office, 
normally lasts from 12 to 18 months, 
being flexible enough to adjust to 
individual trainees’ needs. An at- 
tempt is made to introduce trainees 
to all phases of the various depart- 
ments’ operations, even to purchas- 
ing and procurement. By the end 
of one year, most trainees, with the 
personnel manager’s counsel, have 
made a choice for permanent assign- 
ment among the bank’s depart- 
ments. Several months of specialized 
training are then undertaken before 
assignment to a permanent position. 

Being primarily actual perform- 
ance of the work, the training is 
directed at instruction in principle 
rather than detail. Only later, in 
the trainee’s chosen department, is 
learning undertaken in both prin- 
ciple and detail. In every depart- 
ment, the department head, or some- 
one appointed by him, has definite 
responsibility for the trainee’s in- 
struction. Regular duties are not to 
relegate training to a secondary 
role; the trainee is to feel he has 
first claim on the instructor’s time. 

Upon completing his work in each 
department, the trainee writes a 
brief report showing his concept of 
functions and procedure in that de- 
partment. This is reviewed by the 
department head, who points out 
any errors or need for further train- 
ing. He then forwards the report 


to the personnel director, along with 
a rating on the trainee. 

A vital part of the program is 
weekly conferences between individ- 
ual trainees and the senior vice- 
president, which offer an excellent 
means for guiding each trainee’s 
progress. Training also includes sit- 
ting in on the meetings of various 
committees. Trainees are given spe- 
cial tasks, such as directing com- 
pany socials, to demonstrate their 
leadership abilities. 

Wachovia furnishes a library that 
is of great value to trainees. The 
bank incorporates A.I.B. courses into 
its training program, and makes ex- 
tensive use of the Rutgers course 
for later training. In addition, the 
firm has its own management de- 
velopment program for supervisory 
aspirants, which is open to all em- 
ployees. 

This program consists primarily 
of monthly conferences, with interim 
study assignments. 


TRUST COMPANY OF GEORGIA— 
(442 employees) 


Tus bank’s training program is 
organized on an informal basis. It 
generally lasts from one to two 
years, but the training period for 
any one man depends upon his abil- 
ity, as well as upon the positions 
that become available in the firm. 

The training is directed at giving 
men working experience in a num- 
ber of departments, and brief looks, 
usually a week or two, into others. 
The needs of the various depart- 
ments somewhat determine how 
much time a man shall spend in any 
one of them, or in what order he 
shall be assigned to them. 

Trainees usually are first given a 
brief look into the bookkeeping, 
proof, and transit departments. 
Some men may remain in the audit- 
ing department longer, possibly two 
or three months. The major portion 
of the training, however, takes place 
in the credit department and con- 
sumer credit department. 

The credit department is run en- 
tirely by men in varied stages of 
their training, except for the de- 
partment head and stenographic 
help. Trainees remain here from 
one to two years, working directly 
with lending officers. These officers 
or the department head may assign 
them various duties, including state- 
ment analysis, credit investigation, 

(CONTINUED ON PAGE 127) 
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Mr. Presiey, left, and Farm Customer S. B. Speer examine irrigation equipment being moved to storage after a season of 


irrigating seed crops and pasture 


Financing Irrigation Equipment 


Some of the major questions to answer before financing irrigation include: “Is the water supply 
adequate? Was the system designed by an experienced irrigation engineer and purchased 
from a reputable dealer who can service the equipment?” 


Mr. PRESLEY is manager of the 
agricultural department of _ the 
Georgia Railroad Bank & Trust 
Company, Augusta. 


HAT is the best policy for my 
W vex to adopt for financing 

irrigation equipment? Fol- 
lowing one of the most severe 
drought years in the history of sev- 
eral areas throughout the nation, 
this question is receiving more 
thought now than ever before. May- 
be there is no single policy that will 
cover all irrigation loans, but there 
are certain fundamentals that pro- 
vide assistance in establishing such 
lending policies. 

In order to prevent a reoccurrence 
of such extensive profit-destroying 
droughts, many farmers are calling 
on their bankers for loans to finance 
the installation of supplemental ir- 
rigation systems. Bankers are find- 
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CHARLES B. PRESLEY 


ing that loans to finance the pur- 
chase of well-planned equipment to 
water-adapted crops on fertile soil 
are profitable investments for both 
the bank and the farmer. Present 
interest indicates that irrigation will 
develop into a new agricultural in- 
dustry and increase in importance 
year after year, along with farm 
machinery and other items of mechi- 
anized crop production. Some states 
have almost tripled their irrigated 
acreage during the past two years. 
Georgia alone has well over 1,000 
systems in use. 


Rainfall a Leading Factor 


Adequate rainfall remains one of 
the greatest uncertainties in crop 
and livestock production. Regard- 
less of the amount of fertilizer ap- 
plied, quality of seed planted, and 
cultural practices followed, unless 
adequate moisture is obtained at 


critical times, no crop can be pro- 
duced profitably. Even in the humid 
and sub-humid areas of the East, 
South, and Middle West, where 30 
to 60 inches of rainfall is received 
annually, there is a need for irri- 
gation almost every year. Total 
rainfall in these areas is usually 
sufficient in quantity to support an 
average crop, but a lack of distri- 
bution during critical periods of 
growth reduces yield, quality, and 
eats away profits year after year. 
A few inches of water at these criti- 
cal periods of growth will allow a 
planned and orderly system of plant- 
ing, cultivating, harvesting, and 
marketing without a fear of oper- 
ating reserves being wiped out by 
crop failures. 


Financing Guideposts 


There are certain pitfalls in 
financing sprinkler irrigation equip- 
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ment, but fortunately for those en- 
gaged in agricultural lending, there 
are certain guideposts that are help- 
ful in selecting this type of credit 
risk. Experience has indicated that 
these so-called guideposts should be 
considered fully by both the lender 
and borrower before investing in 
expensive irrigation equipment. 


Water Supply 

The water supply is of foremost 
importance in considering irriga- 
tion. To emphasize the tremendous 
volume of water necessary, it re- 
quires 27,150 gallons to apply” one 
acre-inch of water. A safe rule of 
thumb on required water volume for 
impounded water is one and one- 
quarter acre-feet for each acre to 
be irrigated. On the basis of this 
rule of thumb, a two-acre pond with 
an average depth of five feet would 
furnish minimum water for 10 acres 
of land. It is necessary to allow also 
for evaporation, which runs s high 
as 25%. An average of two to three 
inches of water is needed per irri- 
gation, and usually a minimum of 
three applications is needed during 
each summer. Water is usually ap- 
plied at the rate of one-half to one 
inch per hour, as determined by the 
soil texture and the rate of absorp- 
tion, and applications are made or- 
dinarily every seven to 10 days. 


Accessible Stream 


The average farm pond construct- 
ed for livestock watering purposes 
and recreation will not furnish ade- 
quate water for economic irrigation. 
The most desirable source of water 
is an accessible stream with a uni- 
form flow of water. A stream with 
a constant flow of 10 to 15 gallons 
per minute for each acre to be ir- 
rigated will furnish adequate water. 
In areas where underground water 
is plentiful, deep wells furnish ade- 
quate water, but the expense of dig- 
ging such wells and then pumping 
the water to the desired areas some- 
times prohibits their use. Whatever 
the water supply, a careful study 
should be made to determine if it is 
adequate to justify an irrigation 
system. 


Initial Costs 

The average initial cost of an ir- 
rigation system is $65 to $150 per 
acre of irrigated land. The cost is 
determined by the size and shape of 
fields to be watered, the difference 
in elevation of fields and water level, 
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the distance of fields from water 
source, soil type, and other factors. 
The pumping unit amounts to 20% 
to 30% of the total initial cost, and 
the pipe accounts for 30% to 50%, 
and sprinklers, fittings, and coup- 
lings from 10% to 30%. Average 
annual operating cost, including de- 
preciation, labor, fuel, maintenance, 
and interest, will be from $18 to $35 
per acre per year. At this rate, each 
acre-inch of water will cost from 
$3 to $5. 

Designing an efficient irrigation 
system is an engineering job. It 
should be done only by someone ex- 
perienced and trained in this field. 
Engineers are available through ag- 
ricultural colleges and experiment 
stations, and their assistance should 
be obtained before investing in irri- 
gation equipment. It should never 
be purchased in a packaged unit, but 
should be designed in accordance 
with the requirements of the area 
on which it is to be used. 


Intensification a Must 


Irrigation should not be under- 
taken unless on a thorough and in- 
tensified basis. It cannot substitute 
for good management practices, but 
should be used along with intensive 
fertilization, improved varieties, 
good soil, insect and disease control, 
and intensified cultural practices. In 
order to justify the relatively high 
cost of irrigation equipment, it is 
necessary to produce high-income 
crops in volume. It is well adapted 
to such crops as vegetables, truck 
crops, fruit, tobacco, and other crops 
of high per acre value. Dairymen 
can also profitably utilize irrigation 
in an intensified pasture program 
and with a high producing milk herd. 


Crop Yield Increase 


It is not unusual to obtain enough 
increase in crop yields through irri- 
gation to pay for the equipment in 
one season. Through work carried 
on at a soil conservation service re- 
search project at Watkinsville, Ga., 
over a five-year period on tomato 
and snap bean production, an aver- 
age increase in yield of over 72% 
was obtained on irrigated tomrctoes 
over an unirrigated crop. An aver- 
age increase of 295% was also ob- 
tained on snap beans over unirri- 
gated beans. Also, a study of pasture 
irrigation for a dairy herd at the 
dairy experiment station near Lew- 
isburg, Tenn., during 1951, showed 
a net profit of $121 per acre from 


increased milk production on irri- 
gated pasture. 

All soils are not adapted to irri- 
gation. Generally, extremely sandy 
soils and heavy clay soils are not 
well adapted. An ideal soil is a me- 
dium textured, highly fertile one, 
with a subsoil of only slightly finer 
texture than the surface. Sandy 
soils will require lighter and more 
frequent watering than a heavy, 
clay-type soil. 


Other Considerations 


There are many other factors that 
should be considered before financ- 
ing irrigation equipment, such as 
available labor, markets for  in- 
creased production, and a_ well- 
planned planting schedule. Gener- 
ally, however, if equipment is being 
purchased from a reputable dealer 
and properly designed for use on 
high return crops, the loan will be 
a profitable, self-liquidating invest- 
ment for a commercial banking in- 
stitution. 

The nature of irrigation equip- 
ment makes it readily adaptable to 
purchase on the instalment plan, 
and as an income-producing capital 
asset, the equipment should pay for 
itself as it is used over a period of 
years. 


Payments 


As a general lending policy, a 
downpayment of one-third of the 
equipment cost, with the balance 
repayable over two to three years, 
is proving satisfactory for commer- 
cial banks. Payments should be 
made to coincide with the time when 
income is received. Loans to dairy- 
men can be established on a month- 
ly amortization schedule, with pay- 
ments made from the sale of milk. 
On such monthly repayment plans, 
the equipment can safely be financed 
with a 25% down-payment. In truck 
crop operations, several crops are 
produced annually, and payments 
can be made on a quarterly or semi- 
annual basis from the sale of vege- 
tables Loans to tobacco and fruit 
growers should be set up for single 
annual payments unless other in- 
come-producing enterprises can pro- 
vide off-season payments. 


Security 
On a straight irrigation loan, 
where the borrower makes the re- 
quired down-payment, a_ chattel 
mortgage on the portable power 
(CONTINUED ON PAGE 129) 
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This department is edited by 
Mary B. LEACH of BANKING’S staff. 


A.B.A. Agricultural Credit 
Publications 


NEw folder entitled A.B.A. Pub- 

lications on Agricultural Credit 
has been released by the Agricul- 
tural Commission of the American 
Bankers Association. It lists and 
describes manuals, studies, an A.L.B. 
textbook, and other printed mate- 
rial available to banks on agricul- 
tural topics, as follows: 


Agricultural Production Financ- 
ing. 

Farm Equipment Financing by 
Banks 

Livestock Financing 

Trees and Bank Accounts—and 
Supplement 

Farm Real Estate Financing 

Agricultural Credit and Related 
Data 


A. Z. Gottwals, farm representative of 
the First National Bank of Southern 
Maryland, Upper Marlboro, left, pre- 
sents check for $1,325 to Norman C. 
Mindrum, executive director of the Na- 
tional 4-H Foundation. The check rep- 
resented the Maryland bank’s contribu- 
tion to the Foundation’s program under 
the International Farm Youth Ex- 
change. In center, Joyce Riggs of 


Gaithersburg, who visited Belgium in 
1954 under IFYE 
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Wesley G. Reitz, 
manager, farm 
department, Craw- 
ford County Trust 
Co., Meadville, 
Pa., right, re- 
ceives a National 
4-H Alumni Rec- 
ognition Award 
from James 
Pound, assistant 
county farm agent 
for Crawford 
County. Mr. 
Reitz’s county and 
state leadership 
and interest in 
4-H Club pro- 
grams were praised 
by Mr. Pound 


Building for the Future with 
Farm Youth (No. 7 in the 
A.B.A. Public Relations series) 

Proceedings, National Agricul- 
tural Credit Conference 

Agricultural Credit (A.I.B. text— 
a new course developed for the 
career banker whose bank deals 
in any phase of agricultural 
lending. ) 

An Outside Program for Country 
Banks 

Program for Country Banks 

Farm Land Price Bulletins 

Farm Credit Reports 

Six speech kits recommended for 
farm and farm youth groups 


This new folder includes informa- 
tion on the cost of these various 
publications (several are free of 
charge) and a form for use in order- 
ing them. 


Missouri Credit Meetings 


A SERIES of seven agricultural 
credit conferences will be held 
the last part of March and the first 
part of April in all Missouri Bank- 
ers Association groups, according to 
Ben M. Glassen, chairman, MBA’s 
Committee on Agriculture and For- 
estry. 

These meetings are being held 
in cooperation with the Federal Re- 
serve banks of St. Louis and Kan- 
sas City, Missouri. 


Perry Named Credit Man 


FARM credit department has 

been created to meet the credit 
needs of agriculture in communities 
served by the Marine Midland Trust 
Co. of Southern New York, accord- 
ing to Charles A. Winding, chairman 
of the board. Irvin B. Perry, who 
will head the department, grew up 
on a dairy farm, later joining the 
Extension Service as an assistant 
agricultural agent. Prior to his ap- 
pointment by the Marine Midland he 
was county agent of Cortland 
County. Mr. Perry is a graduate of 
the College of Agriculture, Syra- 
cuse University, and received his 
master’s degree from Cornell Uni- 
versity. 

Mr. Perry will operate the farm 
credit department of the Marine 
Midland under the direction and 
with the advice and counsel of mem- 
bers of the farm credit committee 
of the board of directors. Chairman 
of this committee is Dean William 
I. Myers, of the New York State 
College of Agriculture, Cornell Uni- 
versity, who was recently elected to 
the board. 


Oklahoma’s Service Awards 


wo new volunteer awards, one 
for 4-H Club leaders with more 
than 15 years of service and one 
for members of the board of su- 
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pervisors of a soil conservation dis- 
trict who have served more than 15 
years, are being offered by the Agri- 
cultural Committee of the Oklahoma 
Bankers Association in cooperation 
with its member banks. 

At the recent annual meeting of 
the Oklahoma Association of Soil 
Conservation Districts in Oklahoma 
City, the OBA presented 43 of the 
board of supervisors’ awards. 

While the OBA makes no specific 
recommendation to local banks as 
to when or how the presentations 
are made, it favors a banquet for 
all leaders and honored guests for 
the purpose. 

Since 1942, when the association’s 

aker awards for soil conservation 
.:ograms was inaugurated, the OBA 
has presented 4,000 of these awards. 


Farm Prices 


RICES of farmland strengthened 

in the central Corn Belt during 
the four months ending November 
1, 1954, but in most other states 
they drifted moderately lower, ac- 
cording to the Agricultural Re- 
search Service of the United States 
Department of Agriculture. The na- 
tional index of average value per 
acre advanced to 124 (1947-49 = 
100), 1% above last July and 2% 
above November 1953. The small 
gains in the national level from 
March to November 1954 offset part 
of the decline that followed the post- 
Korean peak in July 1952. The No- 
vember 1954 level was only 4% be- 
low that peak. 

The amount of change has varied 
considerably in different areas. New 
all-time peaks were reached in six 
states last November, and in 16 
other states values were within 5% 
of their previous highs. Most of 


citizens, better leaders and better 


of 
impression on future generations asthe club members continue to live by the pledae, “My Head to clearer thinking, My 
Heart to greater loyalty, My Hands te larger service, and My Health to better living. 


OKLAHOMA BANKERS SERVICE AWARD 
Presented By 
OKLAHOMA BANKERS ASSOCIATION 


off... 


A of You 


The Oklahoma Bankers Association’s new 4-H Club leaders’ award. The associa- 
tion’s SCS board of supervisors’ award is quite similar 


these states were in the central Corn 
Belt or along the eastern seaboard 
from New Jersey to Florida. Largest 
declines have been in the Mountain 
and Pacific Coast regions where the 
November level averaged 15% lower 
than the previous peak. 

Some increase in the amount and 
availability of farm mortgage credit 
in the last half of 1954 was evident 
in the Midwest and: to a lesser ex- 
tent in the better land areas else- 
where. Interest rates charged by 
several insurance companies were 
reduced, usually by %% of 1%. Ap- 
praised values and loan limits were 
raised slightly. The total amount of 
farm mortgage credit extended in 
the third quarter of 1954 continued 
to rise, reaching the highest point 
since 1934. 


Exhibit of the Pennsylvania Bankers Association at the State Farm Show in 
Harrisburg 
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“Pennsy’s” Farm Exhibit 


Me than a half-million people 
attended the 39th annual State 
Farm Show in Harrisburg, Pa., and 
a sizable proportion of them visited 
the Pennsylvania Bankers Associa- 
tion’s exhibit keyed to the theme, 
“Bank Loans Help Make Us the Best 
Fed Country in the World.” 

The PBA display depicted the key 
role played by banks in the eco- 
nomic life of the state. Dramatic, 
blown-up photographs of the state’s 
agricultural resources and various 
phases of farm equipment produc- 
tion illustrated the message. Fold- 
ers prepared by the association’s 
Educational Foundation which em- 
phasized banking’s part in placing 
the best food on America’s dinner 
tables were distributed to the pub- 
lic by area bankers who staffed the 
display. 

One of the exhibit highlights was 
the demonstration of a coin counter 
and sorter. The machine was very 
popular with the spectators. 


Future Water Supply Topic 
at Farmer-Banker Luncheon 


HE urgent problem of finding ad- 
ditional sources for New Jer- 
sey’s future water supplies was the 
subject of a talk by Dr. Thurlow C. 
Nelson, chairman of the Water 
Policy and Supply Council of the 
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New Jersey Department of Con- 
servation and Economic Develop- 
ment, at the eighth annual Farmer- 
Banker luncheon in Trenton, spon- 
sored by the Committee on Agricul- 
ture of the New Jersey Bankers As- 
sociation. 

A feature of the luncheon pro- 
gram was the presentation of a $500 
check by Frederick M. Phillips, 
Mount Holly bank director and 
chairman of the NJBA’s Agricul- 
tural Committee, to Lindley G. Cook, 
associate director of the New Jer- 
sey Agricultural Extension Service. 

This fund is provided by the asso- 
ciation to defray the expenses of 
four boys and girls to represent the 
Jersey 4-H organization at the Na- 
tional 4-H Club Camp in Washing- 
ton, D. C. next June. The winners 
were guests of honor at _ the 
luncheon. 

Dr. Nelson said that the protec- 
tion of underground reservoirs 
along the coast from salt intrusion 
is a serious problem facing the state. 
“Present draft on wells along the 
Atlantic seaboard of New Jersey is 
already exceeding the safe yield at 
numerous points,’ he said. “Hence in 
their planning for increased water 
supplies in the future our coastal 
cities must look further inland for 
their sources.” 

He stressed the need for New Jer- 
sey to proceed with all possible dis- 
patch to acquire such lands as may 


Lindley G. Cook, associate director of 
the New Jersey Agricultural Extension 
Service, right, receives a $500 check 
from NJBA Agricultural Committee 
Chairman Frederick M. Phillips. The 
check is to be used to send four New 
Jersey 4-H Club members to the 4-H 
Club Camp in Washington, D. C. 


Hats by the Gallon 


Caco to a thousand cattlemen and their wives attended the seventh 
annual cocktail party-buffet given by the Valley National Bank of Phoenix 
for exhibitors, sponsors, and officials of the Arizona National Livestock 
Show—the third largest of its kind in the nation. The bank, one of the 
prime sources of credit for the Arizona cattle industry, has played a 
leading role in the exhibit’s growth since its inception in 1948. Here, 
attractive Jo An Elliot, a bank secretary, pins a Stetson on her clothesline 
“hatrack.” The wearers, incidentally, came from 18 states to show, buy, 
and sell prize specimens of Hereford, Angus, Brahman, and Shorthorn 


cattle. 


be required for full use of the area 
as an inland source of future water 
supply. He emphasized the need for 
constructing small reservoirs along 
all streams throughout the state as 
a true conservation measure which 
should be considered by every com- 
munity. 

Soil conservation to hold top soil 
in the fields, preventing silting up to 
the reservoirs must be practiced, he 
said. “Wherever possible ponds 
should be created along streams 
used for irrigation, while substantial 
increase in percolation of rainfall 
can be secured through contour 
plowing and other well recognized 
soil treatment.” He concluded by 
stating that “the hour has come 
when our urgent needs for addition- 
al water can be met.” 

Seventy New Jersey bankers, ac- 
companied by some 300 farm, feed, 
and machinery dealer customers, at- 
tended the luncheon meeting. 


Tree Farm Harvest 


ORE farmers are growing trees 

as a crop than ever before in 
the nation’s history. The industry- 
sponsored American Tree Farm Sys- 
tem reports the greatest progress in 
its 14-year history occurred during 
1954. 

A total of 3,573,708 acres of tax- 
paying woodlands were brought into 
the American Tree Farm System 
during the year, bringing the total 


tree farm acreage up to 33,692,964. 
Thirty-six states now have tree 
farm programs under way. Iowa, 
Illinois, Kentucky, and Connecticut 
are expected to launch programs 
during 1955. 

The annual farm woodlot harvest 
in the United States is estimated at 
$700,000,000. 


Agricultural Clinics 


ORTY-TWO state bankers’ associa- 
tions now sponsor a statewide ag- 
ricultural clinic, farm credit confer- 
ence, or farm credit school, usually 
of one to two days’ duration. Credit 
clinics and conferences scheduled 

for the immediate future include: 
March 6-9—Virginia, Farm Credit 
Conference, Natural Bridge Ho- 

tel, Natural Bridge 
March 23-24—Indiana, 


Agricul- 
tural Clinic, Purdue Memorial 
Union Bldg., Purdue University, 
Lafayette 


“Best and Most Complete 
Credit Service in World” 


66 A THOROUGH knowledge of farm 

management principles is an 
essential to successful lenders inso- 
far as the management ability of a 
farm operator must be commen- 
surate with the credit extended,” 
said Robert G. Hoover, junior econo- 
mist, Federal Reserve Bank of 

(CONTINUED ON PAGE 130) 
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Measure the 


DIFFERENG 


One of banking’s greatest assets is keen 
judgment of values—ability to measure 
character, earning power, and depend- 
ability in the people it serves. 


This same discernment can be an 
equally sound guide in financing farm 
machinery. In tractors as well as peo- 
ple, there is a vast difference in funda- 
mental character, in earning capacity, 
in reliability and staying power. 


That’s why Allis-Chalmers urges 
bankers to make an appraisal of the 
Allis-Chalmers WD-45 Tractor and its 
mounted implements. Farmer accept- 
ance of this equipment has fully justi- 
fied the early prediction that here is a 
notable advance in farm power. Equally 
important, this tractor and its tools are 
priced materially lower than others 
which do the same work... a difference 
worth remembering whenever farmers 
seek your counsel, or when you buy 
equipment for farms of your own. 
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ANOTHER RECORDAK 'PLUS” 


ost transit letters replaced 


If one of your transit letters is lost en route— 
and it could happen anytime—you'll be doubly 
glad you have Recordak Microfilm copies of the 
missing items. 

First of all, you’re protected . . . and so are 
depositors. More than that you'll have a duplicate 
transit letter on its way without delay. 

You simply send your films to the nearest 
Recordak Film Processing Center. Check-size 
facsimile prints are made . . . and rushed to you. No 
extra cost—a convenience for you and your depositors. 
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| |promptly...without extra charge 


How customers 
appreciate this service 


The letter reproduced here is typical of hundreds 
in our files. And it spotlights only one of the 
extra values that come with your Recordak 
Microfilmer. Remember, Recordak also gives 
you (1) lowest per-picture cost; (2) a choice 
of many Recordak Microfilmers, designed and 
built by Kodak for trouble-free microfilming; 
(3) professional film processing in all of 
Recordak’s 31 Film Centers; (4) twenty-seven 
years of microfilming experience— specialists 
are always at your call. 


Write today for complete Recordak story. 
Recordak Corporation (Subsidiary of 
Eastman Kodak Company), 

444 Madison Avenue, New York 22, N. Y. 
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BANK LAW NEWS 


Holder in Due Course—Missing Endorsement 


FURNISHING BLANK FORMS 


Supplying blank notes and conditional 

sales contract forms to implement deal- 

ers does not prevent finance company 

from becoming holder in due course of 
such instruments. 


S everat cases in recent years have 
pointed out that financial institu- 
tions which concern themselves too 
intimately with the transactions giv- 
ing rise to instalment paper which 
they purchase from dealers run the 
risk of being denied the status of 
holders in due course of such paper. 

In one such case, reported here 
in June 1953, Florida’s Supreme 
Court held that a finance company 
which furnished a dealer with con- 
ditional sale contract forms desig- 
nating its office as the place of pay- 
ment and, on the day before the 
dealer sold merchandise to a cus- 
tomer, investigated and approved the 
customer’s credit and agreed to pur- 
chase his note, “was so closely con- 
nected with the entire transaction” 
that it was not a holder in due 
course. Mutual Finance Co. v. Mar- 
tin, 63 So.2d 649. 

Now, in a recent case, Wisconsin’s 
Supreme Court has held that the 
Florida decision should not be fol- 
lowed as a precedent because it was 
“based upon an unsound premise.” 
The court stated that it could find no 
reason “based upon either logic or 
public policy” why a finance com- 
pany or bank which supplies blank 
printed forms to dealers should be 
held thereby to have constituted the 
dealers their agents or to have par- 
ticipated in the sales of merchan- 
dise by the dealers. 

The court granted that there is a 
division of authority on the ques- 
tion. However, after reviewing the 
various cases on the point, it stated 
its conclusion that cognizance should 
be taken of the fact that a very large 
percentage of the sales of motor ve- 
hicles, farm machinery, electrical 
appliances, and similar articles are 
made by dealers to their customers 
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on credit, whereby the purchaser 
gives his negotiable note secured by 
a conditional sales contract or chat- 
tel mortgage. Most dealers, the 
court observed, do not have the cap- 
ital to retain such notes themselves 
and it is customary for them to dis- 
count them with a finance company 
or bank. 

“A very considerable segment of 
our economy is dependent for its 
continued prosperity upon such free 
flow of credit, and anything which 
delays or impedes such process 
may well be regarded as against the 
public interest,”’ the court continued. 
Finance companies and banks would 
hesitate to purchase notes, contracts, 
and chattel mortgages executed on 
printed forms with which they were 
not familiar, without first submit- 
ting them to the scrutiny and opin- 
ion of their attorneys, it observed. 
To obviate such delays and expense, 
the court noted, these financial in- 
stitutions have widely adopted the 
practice of having their own at- 
torneys draft forms of chattel mort- 
gages, conditional sales contracts, 
and notes, including the endorse- 
ments or assignments on the back 
thereof, and then have had them 
printed and supplied to the dealers 
from whom they customarily pur- 
chase customer paper. By so doing, 


Check Without Funds: Depositor 
withdrew $4,300 from bank after 
being informed that his balance was 
slightly over $5,000, but failed to 
mention that he had some $4,200 
worth of checks outstanding. Checks 
had been received by bank, but had 
not been posted. Held: Depositor 
could not recover for loss of busi- 
ness allegedly resulting from return 
of such checks unpaid. Depositor’s 
own records are supposed to show 
status of his account. Bachtel v. Bk. 
of America N.T.S.A. (Cal. App.) 
274 P.2d 421. 


the court said, these institutions are 
better enabled to render prompt ser- 
vice to these dealers, because when 
their own printed forms of customer 
paper are presented for discount, no 
delay is occasioned by passing on 
the language of the forms. 

The court also held that the de- 
duction by a financing agency of 
specified amounts from the proceeds 
of paper assigned by a dealer, and 
the crediting of such amounts to the 
dealer’s reserve account with the 
financing agency, is immaterial on 
the issue of whether the agency is a 
holder in due course of the paper 
concerned. A holding that such a 
practice prevents a finance company 
or bank from being a holder in due 
course of notes purchased from 
dealers, the court said, would un- 
doubtedly lead to the abolition of 
dealers’ reserve accounts and the 
probable additional result that 
higher finance charges would be in- 
sisted upon as an alternative method 
of protection against loss. The prac- 
tice as it exists does not operate to 
the disadvantage of the consuming 
public, the court said, and it might 
well be regarded to be in their best 
interest. Implement Credit Corp. v. 
Elsinger, 66 N.W.2d 657. 


MISSING ENDORSEMENT 
Bank stamp, "Prior endorsements guar- 
anteed," or its equivalent does not cover 

missing endorsements. 


In Colorado a bank accepted for de- 


posit a $5,050 check drawn payable 
to both its depositor and another 
payee, although the check bore only 
the depositor’s endorsement. It cred- 
ited the depositor’s account with the 
full $5,050, endorsed thé check, and 
forwarded it for collection through 
banking channels. Two other banks 
endorsed it before it reached the 
drawee bank, which paid it and 
charged the $5,050 to the drawer’s 
account. Each of the bank endorse- 
ments contained the customary 
(CONTINUED ON PAGE 70) 
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SINCLAIR-MURRAY CAPITAL CHANGES REPORTS* 


When capital changes affect income from an invest- 
ment portfolio—how can the Tax Man get the facts and 
information needed for correctly computing gain and 
loss for federal income tax purposes? 

For more than two decades top tax specialists have 
turned to the authoritative pages of SINCLAIR-MURRAY 
CAPITAL CHANGES REPORTS for this kind of data. In 
its three encyclopedic loose leaf Volumes the complete 
capital changes histories of over 12,000 corporations 
are set forth and kept continually up to date through 
fast, regular loose leaf ‘‘Reports.”’ 

Included in its comprehensive coverage of this field 
are full details on the federal tax aspects of stock 
rights, stock dividends, liquidating distributions, ex- 
changes in reorganizations, dividends on preferred 


* Sinclair, Murray & Co., Inc., is a wholly owned 
subsidiary of Commerce Clearing House, Inc. 
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stock redemptions, nontaxable and capital-gains cash 
dividends, interest on bonds ‘‘traded flat,"’ amortizable 
premium on convertible bonds, and the like. 


Then, too, there is everything needed in handling the 
federal tax problems peculiar to taking deductions on 
worthless securities, war casualty losses and recoveries, 
and the dividends received credit for corporate holders 
of certain public utilities stocks. 


Not a statistical service, not a financial advisory serv- 
ice—these fill their own place in reporting financial 
events. SINCLAIR-MURRAY CAPITAL CHANGES RE- 
PORTS is concerned not with reporting financial events 
as such, but is exclusively concerned with reporting in- 
stead how certain financial events affect the tax picture 
of the security holder. 


RCE CLEARING, House, Ind, 


PVUBLISBHERS OF TOPICAL LAW REPORTS 


214 N. MICHIGAN Ave, 522 Firtn Ave. 1329 E Street. N. W. 
CHICAGO 1 New York 36 WASHINGTON 4 
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FOR BETTER SERVICE... 


GREATER PROFITS, USE 
RAND M‘NALLY’S 


Clubticller* 


SYSTEM 


Read how this modern, streamlined system 
for handling Christmas and Vacation Club Accounts 
speeds handling... cuts costs. 


Rand M¢Nally’s unique CLUBTROLLER system eliminates the 
need for keeping ledger cards or sheets on your Christmas and 


Vacation Club accounts . . . actually reduces coupon sorting by a 
whopping 90%. 

And by combining filing and posting in one simple operation, 

it cuts record keeping time almost in half! 

Clubtroller coupons carry all necessary ledger information—account and 
payment numbers, date of payment and accumulated balance, etc. 
Coupons are color-keyed for each class. Each 100-group are in view 
and easy to reach at one time when placed in their correct pocket. 
This ends time-consuming numerical sequence sorting. 

Our Clubtroller System is now being used in both large and small 
institutions throughout the country. Right now they’re servicing more 
than one and one-half million Christmas and Vacation Club accounts. 


For further information about 
the Clubtroller System and RAND M‘NALLY 
Rand M¢Nally’s full line of & COMPANY 

Christmas and Vacation Club 


supplies, please write 


Christmas Club Division 


111 Eighth Ave., New York 11 


*REG. U.S. PAT. OFF. P.O. Box 7600, Chicago 80 


Bank Law News—Cont‘d. 


phrase, “Pay to the Order of Any 
Bank, Banker, or Trust Co. Prior 
endorsements guaranteed.”’ 

When the drawer noticed the miss- 
ing endorsement, it protested to the 
drawee bank, which then made re- 
imbursement by paying the amount 
of the check to the other payee, 
after being unable to obtain its en- 
dorsement to the check. Then the 
drawee instituted suit for the amount 
of the check against both the de- 
pository bank and the last endors- 
ing bank, the one which had pre- 
sented the check to the drawee. Re- 
covery was sought both under the 
provisions of the Negotiable Instru- 
ments Law, and on the theory of 
payment made without considera- 
tion and by mistake. A trial court 
dismissed the action and the drawee 
appealed. 

On appeal, the supreme court held, 
first of all, that the stamped words 
“Prior endorsements guaranteed” do 
not operate as a guaranty of missing 
endorsements, and it criticized an 
earlier New York case which had 
held to the contrary. Its decision in 
this matter was required, the court 
said, by the “mandatory provisions” 
of the Negotiable Instruments Law. 
That statute, said the court, em- 
braced the common law rule that, 
where a check is payable to the or- 
der of two or more persons, all of 
them must endorse, unless one has 
authority to endorse for the others, 
and, where one of the payees fails 
to endorse, the negotiability of the 
check is completely destroyed. 

This being the case, the court held, 
the check in question never was ne- 
gotiated. “It was, in fact, a non- 
negotiable chose in action; no bank 
through which it was channeled be- 
came a holder in due course, and 
their liability as endorsees is not to 
be measured by [the Negotiable In- 
struments Law] but rather with 
those rights arising out of an as- 
signment of a non-negotiable instru- 
ment.” 

The court then observed that, after 
the depository bank had endorsed 
the check and sent it for collection 
through banking channels, the banks 
through which it passed may have 
chosen to honor and pay it, relying 
solely upon the depository’s guar- 
anty of “prior endorsements.” If the 
depository’s handling of the check 
had been negligent, and if that negli- 
gence had resulted in the drawee 
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pank’s making a mistake which re- 
sulted in its damage, the depository 
would be liable to the drawee for the 
damage sustained, the court held. 
However, said the court, such liabil- 
ity would rest not upon any war- 
ranty, but upon a contractual duty 
to return money received and held 
under a mistake, and to which the 
holder was not legally entitled. 
American National Bank v. First 
National Bank, 277 P.2d 951. 


NOTES OF OTHER CASES 


Forged Endorsement: Rule that 
transfer of negotiable paper endorsed 
in blank or otherwise negotiable by 
delivery to a bona fide purchaser for 
value, without notice and before 
maturity, vests in him a title good 
against the world, is not applicable 
to cashier’s check unintentionally 
made payable to a fictitious payee 
and endorsed in blank in that name. 
Wilson v. First National Bank and 
Trust Co. (Okla. Sup. Ct.) 276 P.2d 
766. 


Joint Payees: One may have title 
to a check as well as to the obliga- 
tion which it represents. Where a 
certified check is payable to joint 
payees and one, prior to his death, 
refuses to endorse, the court may 
recognize the title of the surviving 
payee and compel the deceased’s ex- 
ecutrix to endorse the check over to 
the survivor. H. F. Rieser’s Sons v. 
Parker (Mass. Sup. Jud. Ct.) 126 
F.Supp. 1. 


Cold Check: A check, given by a 
buyer to a seller of goods and dated 
one month after the date of sale, 
indicated on its face that it was 
issued as a promissory note rather 
than as a check, so that the buyer 
was not guilty of issuing a check 
drawn against insufficient funds un- 
der Kentucky’s “cold check” law. 
Gibbs v. Commonwealth (Ky.Ct. 
App.) 273 S.W.2d 583. 


Assignment of Note: Payee of 
note assigned it to bank. Maker was 
never notified by bank to make pay- 
ments directly to the bank and con- 
tinued to make payments to the 
payee. Held: Maker was justified in 
believing that payee was bank’s 
agent for collection and was en- 
titled to credit for payments not for- 
warded to bank by payee. Jones v. 
Hamilton National Bank of Wash- 
ington (D. C. Mun. Ct. App.) 109 
A.2d 135. 

JOHN RENE VINCENS 
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BUSINESS CONDITIONS IN 


SOUTHERN 


CALIFORNIA 


REVIEW OF 1954 


BUSINESS: CLIMBS TO NEW PEAK 


VOLUME in the south- 

ern half of California at- 
tained the highest level in history 
during 1954. This Bank’s index 
of business activity for the 14 
southernmost counties of Cali- 
fornia averaged 1 per cent higher 
than during 1953, the previous 
record year. 

Since population in the area 
has been increasing by about 4 
per cent a year, it appears that on 
a per capita basis business activity 
in 1954 averaged approximately 3 
per cent below the peak year 1953. 
Even on this basis, however, 1954. 
was the second best year in the 
history of Southern California. 

This Bank’s business index 
climbed in December 1954 to a 
point 3.1 per cent above the May 
1953 peak and 6.6 per cent above 
the 1953 average. Even on a per 
capita basis, the recent December 
level was 1.2 per cent above the 
average for the record year 1953. 


Building and construction pro- 
vided one of the strongest sup- 
ports to the local economy in 1954. 
In the 14-county area, building 
permits and engineering construc- 
tion contracts totaled approxi- 
mately $2,094,000,000—a gain of 
8.4 per cent over the previous rec- 


ord established in 1953. 


Aircraft employment was an- 
other major supporting factor in 


MANAGING COMMITTEE 
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the local economy during the past 
year. In the Los Angeles area, the 
number of jobs in the aircraft in- 
dustry averaged 177,400 during 
1954, a gain of 6 per cent over the 
1953 average of 167,400. 


Factory employment in the Los 
Angeles Metropolitan Area aver- 
aged only 1.3 per cent lower in 
1954 than in 1953. Nationally, the 
decline averaged about 7 per cent. 


Retail sales in the Los Angeles 
Metropolitan Area reached a new 
record total of about $6,650,000,- 
000 in 1954. This was a gain of 
6/10ths of one per cent over 1953, 
the previous peak year. The trend 
was up throughout the final three 
quarters of the year. 


INDEX OF BUSINESS ACTIVITY 
IN SOUTHERN CALIFORNIA 


1947-49=100 


MonrTHiy Summary OF Business Con- 
DITIONS IN SOUTHERN CALIFORNIA, from 
which this excerpt was taken, is pub- 
lished regularly for friends and custom- 
ers of Security-First National Bank by 
our Research Department. If you would 
like to receive it free of charge regu- 
larly, write Bank and Customer Rela- 
tions Department. 


RESOURCES OVER 1% BILLION DOLLARS 


ECURITY- FIRST 
NATIONAL BANK 


OF LOS ANGELES 


MEMBER FEDERAL RESERVE SYSTEM 
FEDERAL DEPOSIT INSURANCE CORPORATION 
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The Mid-Winter Trust— 


A Working Conference 


were going and they wanted to 

be sure of every step. Conse- 
quently, attendance was heavy at 
every session of the Mid-Winter 
Trust Conference, held at the Wald- 
orf-Astoria in New York on Febru- 
ary 7-9; and attention was close. 
This was the 36th such conference 
held by the Trust Division of the 
American Bankers Association and 
over 2,000 registered—breaking all 
records—from 44 states, the District 
of Columbia, Canada and Bermuda. 
Speakers and panelists numbered 34. 
Emphasis, as indicated, was on 
Where? and How? 

The keynote was set by the open- 
ing address of George C. Barclay. 
president of the Trust Division and 
vice-president of the City Bank 
Farmers Trust Company of New 
York. Under the title, ‘The Forward 
Climate for Trust Business,” he re- 
viewed projections made by the Con- 
gressional Joint Committee on the 
Economic Report which estimated 
probable population in 1965 of 190,- 
000,000, with gross national product 
of $535-billion, as compared with 
$356-billion today. Enormous in- 
creases in savings deposits and life 
insurance in force suggest that as 
population and over-all national in- 
come grow, new estates will come 


[ver wanted to know where they 


George C. Barclay 


PHOTOS BY BOB COOPE 


72 


into being at a rate which should 
afford ‘‘an ample field for our best 
new business efforts’ for years to 
come. 

This optimistic prediction was en- 
dorsed by the next following speaker, 
Homer J. Livingston, president of 
the American Bankers Association 
and president also of the First Na- 
tional Bank of Chicago, whose sub- 
ject was specifically ‘“‘The Future of 
Trust Services.” Mr. Livingston 
commented particularly on the vast 
growth of the middle-income group. 
Today, he reported, there are 17,000,- 
000 families with incomes of over 
$5,000—an increase of more than 
900% since 1941. With the national 
average of savings about 714% of 
disposable income, Mr. Livingston 
said, “we have not begun to satur- 
ate” the great and growing market 
afforded by the backbone of America 
which is the middle-income group. 


No Less Than the Best 


But we must be prepared to serve 
this group, and we cannot risk the 
future of our business by supplying 
less than the best in trust service. 
At the same time, we must make a 
fair profit on our services, else we 
may not continue to supply them 
very long—a point driven home by 
William O. Heath, vice-president of 


Homer J. Livingston 


the Harris Trust and Savings Bank 
of Chicago, in talking on “Trust Bus- 
iness—Our Sales Problems.” Large 
trust departments can maintain com- 
mon trust funds for small trusts, 
but it is impracticable for banks in 
the smaller communities to maintain 
such funds and equally impracticable 
for them to maintain investment 
staffs to handle the not-so-small 
funds that may be expected to come 
in ever-growing numbers into their 
hands—ever-growing because it is 
in their communities that the middle- 
income people who are saving and 
building estates principally live. 


Solution Suggested 


A possible solution of this critical 
problem was suggested by Charles 
W. Buek, vice-president of the Uni- 
ted States Trust Company of New 
York, who described the legislative 
background and proposed workings 
of the Bank Fiduciary Fund, re- 
cently incorporated in New York to 
serve the smaller trust institutions 
of that state. A committee of the 
Trust Division of the New York 
State Bankers Association, headed 
by Mr. Buek, has labored on the 
project for three years. The result 
is a nonprofit trust investment com- 
pany, which will issue participations 
in an open-end investment company 


Dr. R. C. S. Young 
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qualified under the Federal Invest- 
ment Companies Act, which means 
that the fund itself will be a tax- 
free entity; it will distribute all in- 
come and gains and these, of course, 
will be taxable to the distributees. 
Management of the fund will be 
vested in a rotating board of rep- 
resentative trust bankers; and cus- 
todianship and investment counsel 
will be supplied (at a low cost, to 
be defrayed by the fund) by “one 
of the top level trust departments” 
in New York City. 


Panel Discusses Investments 


A view of the kind of management 
that might be expected was revealed 
by the Panel on Investments that 
followed Mr. Buek’s talk on Monday 
afternoon — the 7th. Under the 
chairmanship of Richard P. Chap- 
man, vice-president of the Trust 
Division and president of the Mer- 
chants National Bank of Boston, a 
panel of investment experts drawn 
from large trust institutions in New 
York, Cleveland, and Philadelphia 
displayed a remarkable unanimity 
in their attitudes toward the prin- 
cipal categories of investments; and 
from the nature of the questions 
submitted to them for discussion it 
was evident that they reflected the 
thinking of informed trust invest- 
ment men generally. 

Thus, in response to a question, 
“How would you invest a living trust 
set up today with $100,000 in cash?” 
the answers ranged: from 3314% 
to 45% in common stocks, with the 
balance in preferred stocks and 
bonds. Even here, the investment 
expert who recommended the small- 
est proportion of common stocks 


Dr. Marcus Nadler 


March 1955 


Evans Woollen, 
Jr., center, past 
president of both 
the Trust Division 
and the A.B.A., is 
tlanked here by 
Mr. and Mrs, 
Merle E. Selec- 
man, Mr. Selec- 
man, now execu- 
tive manager of 
the A.B.A., was 
for 17 years sec- 
retary of the Trust 
Division. He holds 
here a book en- 
titled Dear Merle, 
containing 
103 letters from 
trust folk prom- 
inent during his 
secretary- 
ship. Mrs. Selec- 
man_ examines 
sterling tray pre- 
sented to both 


Selecmans, bearing facsimile signatures of presidents of the Trust Division from 
1937 through 1954 : 


agreed that he might well go up 
to 50% in equities should market 
reaction open opportunities for buy- 
ing at lower levels than prevail 
today. 

Thus, even with new cash, there 
was no shrinking from common 
stocks at present market levels. 
How about the situation, now ap- 
parently quite common, where mar- 
ket action in older trusts has pushed 
stock holdings up to as much as 
70% of the total fund? Should 
there be a cutback to more conser- 
vative proportions? Without dis- 
agreement, the vote was against 
drastic cutting. Capital gains taxes 
and reduction of income were the 
principal deterrents. The consensus 
favored a gradual cutting back to 
an eventual 50% level if “not too 
much punishment” was incurred. 


Loyd Wright 


All of the panellists emphasized 
the importance of selectivity, not 
only in the common stock field but 
in the area of tax-exempt bonds, 
particularly revenue bonds financing 
the construction of bridges and toll 
roads. With the use of care, it was 
thought, good stocks could still be 
bought with justifiable expectation 
that their prices would improve; 
and the outlook for interest rates 
over the short term, at least, was 
that such movement as might be 
expected would be slightly up. 

These were working analysts; 
their views generally were supported 
by Dr. Marcus Nadler, professor of 
finance, New York University, who 
spoke Tuesday morning on “Trust 
Investments in the Light of Post- 
war Experience.” There might be 
some firming of interest rates in 


William O. Heath 
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Panel on Investments. L. to r., Messrs. Pescatello, Naess, Chapman, Miller, Farr 


Panel on Trust Operations. Left to right, Messrs. Stickels, Smith, Severance, 
Keckeisen, Johnson, and Cudd 


Panel on Taxation. Left to right, Messrs. Saxon, Williams, Bethel, Louthan, and 
Trachtman. Mr. Trachtman had addressed the meeting before joining the panel 


Herbert R. Corey H. M, Bardt 


the immediate future, although he 
could forsee the flexible credit pol- 
icies now in force resulting in some- 
what more fluctuation in bond prices 
than prevailed in the immediate past. 


No depression is in view; prudent 
investment policy will seek a balance 
between bonds and stocks. Dr. Nad- 
ler also emphasized selectivity and 
in selection he would look to the 
quality of management which, “in 
a dynamic economy .. . more than 
ever before determines the success 
or failure of a company.” 

Practicality and more practicality 
was the theme of panel discussions 
on Tuesday afternoon which, before 
separate audiences, dealt with the 
problems of large and small depart- 
ments. From machine tabulating to 
hand-done cost analysis of a three- 
man department the gamut was run; 
and scores of questions pre-sub- 
mitted or asked from the floor were 
answered by men seasoned in the 
administration of estates and trusts. 
The panel which dealt with the 
king-sized operational problems was 
headed by J. T. Keckeisen, vice-presi- 
dent of the First National Bank of 
Chicago; the discussion of smaller 
departments was steered by Ralph 
A. MclIninch, president of the Mer- 
chants National Bank of Manchester, 
N. H. Preceding the discussion con- 
ducted by Mr. Keckeisen, a review 
of recent developments in banks’ re- 
tirement systems was presented by 
Harry M. Bardt, vice-president and 
senior trust officer of the Bank of 
America; and “Electronics for Bank- 
ing’’ was the subject of a talk by 
Herbert R. Corey, assistant comp- 
troller of the First National Bank of 
Boston. 

(CONTINUED ON PAGE 76) 
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How to gain hours— 
on airmail cash and collection items... 


Ask us for a supply of these A.M.F. 
(air mail field) labels or envelopes, 
which we will be glad to send to 
you. 

Your cash and collection letters 
then will be included in air mail 
field pouches being dispatched to 
Chicago. Night and day we make 


March 1955 


frequent pick-ups at Chicago’s Mid- 
way Airport, and these letters are 
brought from the airport direct to 
the bank for immediate processing. 

Our correspondent banks and 
corporation Customers are enthusi- 
astic about this faster way of getting 
available funds. Try it. 
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Continental ii ROIs: National Ban 
and ‘Trust: Company. of Chicago 
La Salle, Jackson, ark and Quincy Streets 
Member Deppsit Insurance Corporation 
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Taxation 


The concluding business session, 
on Wednesday morning, was devoted 
to taxation. Joseph Trachtman, of 
the New York Bar, spoke on “The 
Effect of the 1954 Code on Estate 
Planning,” and a panel conducted by 
Carlysle A. Bethel, chairman of the 
Trust Division’s Committee on Tax- 
ation and senior vice-president and 
trust officer, Wachovia Bank and 
Trust Company, Winston-Salem, 
N. C., answered a long list of ques- 
tions. The complexity of the prob- 
lems offered for discussion suggests 
that a new need faces trust depart- 
ments. It is not so many years ago 
that we emerged from the era of 
static mortgage investment into a 
dynamic age of equity risk and fixed- 
income diversification, so that every- 
where is recognized the importance 
of having an investment specialist 
on the trust department staff or 
readily available in some manner 
or another. Taxation is no less tech- 
nical a specialty than investment 
analysis; the tangled problems of 
income, gift and estate taxation can 
no longer be taken “in stride” by 
the estate or trust administrator or 
delegated to a clerical assistant 
whose experience has been limited to 
the preparation of routine returns. 


New Field Opening Up 

A new field of opportunity is open- 
ing up, perhaps, for men trained in 
tax law and tax accountancy. Not 


even investment decisions, in this 
day and age, can be made without 
reference to the tax consequences 
they may produce; and frequently 
the very necessity for investment 
decision stems from tax needs. 


N. Baxter Jackson, president of the New 
York Clearing House, who greeted the 
luncheon session 


Panel on Smaller Trust Departments. Left to right, Messrs. Cookenbach, Moore, 
McInninch, Naughton, and Daniel. Mr. Cookenbach addressed the meeting before 
the panel session 


Conference Quotes 


Reciprocity 

GEORGE C. BARCLAY, president of 

the Trust Division of the American Bankers 
Association and vice-president of the City 
Bank Farmers Trust Company, New York 
City. 
Ir seems to me that there is every 
element of logic in reciprocity. It 
is easy to understand how in times 
gone by the states which were then 
newer in their development may 
have thought it necessary to protect 
the trust departments of their banks 
by prohibiting out-of-state banks 
from doing business. However, trust 
business has now become of age 
in practically all parts of the 
country. ... 

There is only one reason for reci- 
procity; namely, that it is for the 
benefit of the public. In modern 
times, with people moving so often 
from state to state, it would seem 
to be enough of a burden on an 
individual to see to it that his will 
is changed to conform with the laws 
of his new residence without making 
it necessary for him to change the 


W. Randolph Burgess, Under Secretary 
of the Treasury for Monetary Affairs, 
the luncheon speaker 


executor or trustee whose office is 
in his former residence and with 
whom he may have dealt for the 
greater part of his life.... 


Future of Trust Services 


HOMER J. LIVINGSTON, president of the 
American Bankers Association and presi- 
dent of The First National Bank of Chi- 
cago, Ill. 

Or outstanding importance to the 
trust business is the enormous in- 
crease in middle-income families— 
their tremendous growth numeri- 
cally, their needs, and the oppor- 
tunities they have opened up to 
American industry. Today the larg- 
est area of growth is in the middle- 
income group. The number of fam- 
ilies with incomes of more than 
$5,000 annually—over 17,000,000— 
has increased more than 900% since 
1941. 

We have a new kind of middle 
class — big, prosperous, and con- 
stantly expanding—and this great 
middle-income group promises to be- 
come a decisive market for services 
of all kinds... . 

The substantial increase in the 
relative and absolute number of 
families in the middle-income 
brackets is one of the most impor- 
tant social changes in this genera- 
tion. Income distribution has under- 
gone revolutionary changes during 
the last 20 years. More families have 
more insurance, more income, and 
more wealth; and they have more 
need for trust services. 

In addition, total liquid savings 
of individuals are over $200-billion 
in cash, bank deposits, and Govern- 
ment securities alone; and the 
amount is increasing, for our people 
are saving annually approximately 
714% of their total disposable 
income. 

(CONTINUED ON PAGE 79) 
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Powerful promotion delivers pre-sold buyers 
to United States Steel Homes Dealers 


x Life Magazine, Parents’ Magazine, and United 


SPACE, CONVEREENCE AND COMPORT States Steel Homes, Inc. will go into each dealer’s 
AT A PRICE YOU CAN AFFORD 


| pelo Peles =< community to help him sell. Full color ads in Life 
+tho foe and Parents’ will shout the news to 7,000,000 
oo. —_ readers that United States Steel Homes Dealers 

cy ke are holding Open House this month. These ads 

will urge prospective home buyers to watch their 
local newspapers for the Open House announce- 
ment... and to visit their dealer’s demonstration 


homes. 


i 


HOME TOWN APPEAL 


This nationwide announcement will be followed 
by local newspaper ads that will say, “The wonder- 
ful new homes you saw in Life and Parents’ are 
088 this tooking, get the i ht h i t C t t e th Th 
le rig ere in town. Uome out to see em: ey 
will tell home buyers exactly when and where they 
tee dixie 


ide of 
he 


can see a demonstration home. 
Each dealer will have ready-made excitement 
and a ready-made crowd for his Open House. And 
ees. | before, during, and after the promotion he’ll have 
‘ao Satie | the able assistance of United States Steel Homes 
o. District Representatives to help him with any 
problems—building, financing, or selling. 


will br rhowing Ihe anid 


ABOUT THESE HOMES 


All products of United States Steel Homes are de- 
Li Ae signed and manufactured for use in VA and FHA 
insured mortgage properties. They are accepted 
by the Southern Building Code Congress, the 
Building Officials Conference of America, Inc., 
the Pacific Coast Building Officials Conference. 
Parents’ Magazine has awarded them its seal of 
commendation. These are well-built homes, attrac- 
tive homes, erected and sold by reputable local 
builders. Write for complete information. 


SEE The United States Steel Hour. It’s a full-hour TV program pre- 
sented every other week by United States Steel. Consult your local 
newspaper for time and station. 


United States Steel Homes, Ine. 


GENERAL OFFICES: NEW ALBANY, INDIANA 


SUBSIDIARY OF U NETED STATES STE E L corporation 
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Cunneen-modernized Pennsylvania National Bank 
and Trust Company, Pottsville, Penna. Note newly- 
constructed second floor with escalator service. 


PHILADELPHIA 7 e 
PITTSBURGH 22 e 


LOS ANGELES 


Your Best Judge 


Bankers agree that new quarters 
increase business when they are 
designed for customer convenience 
and operational efficiency. 


Our services are as complete 
as your needs require. 
Your inquiry will receive 


a prompt response without obligation. 


DESIGNERS 
CONSULTANTS 
CONTRACTORS 


1225 VINE, STREET 
1302 CLARK BLOG. 


© 727 STRECT 
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(CONTINUED FROM PAGE 76) 

Visualize what this income dis- 
tribution and these large savings 
mean in the planning of estates. 
Our progress in raising the average 
income level of our families justifies 
the expectation that our trust ser- 
vices will find enlarged opportu- 
nities in the years ahead... . 


“Why | Am an American" 
DR. R. C. S. YOUNG, director of ad- 


missions, Atlanta Division, University of 
Georgia. 


Tue greatest tragedy that could 
strike the American scene would be 
a class stratification based on occu- 
pations — an economic system in 
which children wovld move around 
in the class of their parents, due to 
the accident of birth. 

(Dr. Young told in narrative style 
of why he decided to leave his native 
Scotland and come to America. His 
address pointed up the American 
way of life as seen through the eyes 
of an emigrant. ) 

The European votes to get some- 
thing from his government, whereas 
the American votes to give all the 
powers his government exercises. 
Care must be taken lest we give 
so much away that a new generation 
may have to vote to get back that 
which a thoughtless generation of 
their elders gave away; namely, 
their inalienable right to govern 
themselves in matters pertaining to 
business and social status. 

An enlightened citizenry is the 
only real bulwark against the threat 
of socialism and communism... . 

There is no hate in the mind 


Officers of the Trust Division. Left to right, Joseph H. Wolfe, secretary; Thoburn 
Mills, chairman of the executive committee; George C. Barclay, president; and 
Richard P. Chapman, vice-president 


structure of American youth. On 
the contrary, the youth of America 
hold the secret of the United Na- 
tions in their grasp. They demon- 
strate every day, on the playground 
and in their classrooms, that people 
of all nationalities can live together 
when the basis is one of mutual 
respect and understanding. The 
same boys who fought with such 
gallantry during World Wars I and 
II and the Korean War were ready 
to adopt orphans from among their 
former enemies. 

Our economic system, with its 
emphasis on private initiative and 
individual advancement, holds out 
to the teeming masses of the world 
today the one remaining hope of 
human dignity. 


Past presidents of the Trust Division. Left to right, N. Baxter Maddox, Robert A. 
Wilson, James W. Allison, Evans Woollen, Jr., and H. M. Bardt 
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New York's Fiduciary Fund 


CHARLES W. BUEK, vice-president of 
the United States Trust Company, New 
York, N. Y. 


Wuen our committee began work 
on a mutual fund for use in the 
smaller trust departments, we won- 
dered whether many banks would 
take an interest in it. . . . Today, 
any doubt in our minds has been 
removed. There is a small trust 
problem everywhere, and the deter- 
mination to solve it is universal. 

If there is any one thing which 
I should report to you, it is that 
our campaign to improve the scope 
and quality of investment service 
in small trusts and small trust de- 
partments has been a popular under- 
taking. We have had the active 
assistance of many trustmen, of 
course, but also the help of the 
Surrogates’ Association, Bar Asso- 
ciations, and of supervisory author- 
ities in both Albany and Washington. 

If the fund lives up to its carly 
promise and proves to be a solution 
to the problem of investing funds in 
small trust departments, it will suc- 
ceed only because the plan is neither 
a makeshift nor a compromise... . 


Panel on Investments 


RICHARD P. CHAPMAN, moderator; 
F, W. Elliott Farr, Philadelphia; Burton 
A. Miller, Cleveland; Ragnar D. Naess, 
New York; Michael Pescatello, New York. 


Inrerest rates—The probable trend 
of interest rates on long-term ob- 
ligations for 1955 and 1956 shows 
little change. There is apt to be a 
small increase in demand for funds, 
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POST-TO-CHECK USERS REPORT 
PERSONNEL SAVINGS AVERAGING 


— 


THESE ARE USERS FIGURES! 


From banks which have Post- 
To-Check in everyday use, 
and are getting the savings 
mentioned, plus... better 
control, more usable floor 
space, higher employee mo- 
rale, fewer errors, and an 
even daily work load... with 
a lower capital investment! 


YOUR £e Febutre REPRESENTATIVE HAS ALL THE FACTS! 


He carries the most complete Post-To-Check portfolio available. 
The full story, operational diagrams, current users facts and 
figures, and a survey form which will quickly tell you what the 
Post-To-Check possibilities are in YOUR BANK. 


HE ALSO OFFERS THE MOST COMPLETE LINE 
OF POST-TO-CHECK EQUIPMENT AVAILABLE! 
4 FIVE TYPES OF POST-TO-CHECK TRAYS 
VW FOUR STYLES OF POST-TO-CHECK POCKETS 
“ ALL FORMS — STANDS — INDEXES — SORTERS 
&” TWENTY TRAY HOUSING STYLES — PLUS CUSTOM BUILDING 


FIVE Types oF 
FIRE PROTECTIVE 
INSULATION ... 
FOR SAFE STORAGE 
AT THE POINT-OF-USE 


DESIGN NO. 15025 


CEDAR RAPIDS, IOWA 


THERE 1S MORE Le febure POST-TO-CHECK EQUIPMENT IN USE 


THAN -ALL OTHER MAKES COMBINED BECAUSE BANKS KNOW 


Le febure — AND Le frebure KNOWS POST-TO-CHECK! 


and an almost similar increase in 
the supply—with a chance of de- 
mand outrunning slightly the supply 
and thus making for a slight upward 
trend. 

Common stocks—Recent trends of 
taxation, wages, taxes, etc., have 
made common stocks a good in- 
vestment for trust funds. Are good 
common stocks worth what they’re 
selling for today? The consensus: 
yes. There is nothing in sight like 
a sharp business decline, no un- 
favorable political or legislative de- 
velopments. Stocks are much more 
likely to go up than down. In case 
of bad times, they’ll probably stay 
about where they now are. Common 
stocks are not seriously overvalued. 
Alternative investments are such 
that a good percentage of portfolio 
should be kept in common stocks. 

Industries suitable for common 
stock investment include: Oil, pub- 
lic utilities, paper, rubber, machinery 
and equipment, building, electronics 
and electrical equipment, food man- 
ufacturing, insurance (principally 
fire), some banks, steel, automo- 
biles, some rails. 

Mortgages — The advisability of 
mortgages in trust portfolios is 
based upon local factors. With mort- 
gages now amortized, they can make 
for added investment activity be- 
cause of the regularity of payments. 
Sometimes there would be an ap- 
parent decrease in yield as the 
mortgage is paid down. They are, 
however, under proper circum- 
stances, good investments. 


Sales Problems 


WILLIAM O. HEATH, vice-president, 
Harris Trust and Savings Bank, Chicago, 
Til. 


66S are,” “sales,” and “selling” as 
used in these paragraphs would have 
seemed strange indeed to Webster 
and other compilers of the meaning 
of words. They have real meaning 
today in the relationships of people 
and the promotion of services. The 
trust business does have sales prob- 
lems. 

If the trust officers who have ex- 
ecutive responsibilities in our multi- 
billion-dollar business will take the 
initiative, put their departments on 
a business basis, and show con- 
sistent net earnings, our biggest 
single sales problem—the internal 
one—should be almost completely 
solved. If we thus earn the respect 

(CONTINUED ON PAGE 82) 
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Yesterday’s losses can be insured now! Get all the details on this new, money-saving 


Indemnity’s new excess Bankers’ Blanket Bond Blanket Coverage from your Indemnity Company 


insurance provides catastrophe protection for dis- Agent. He will be glad to show you how easily it 


covered losses in excess of a specified underlying ©" be fitted into your present insurance program. 


amount. It applies whether the losses occurred be- . 
INDEMNITY INSURANCE COMPANY OF 
fore the bond was written or while it is in force. 


If you like, you can buy this new coverage to NORTH AMERICA 


One of the North America Companies, which are headed 
provide excess protection on employee dishonesty ® by Insurance Company of North America, founded 1792 


only. And it is available at reduced, low rates. PROTECT WHAT YOU HAVEO Philadelphia 1, Pa. 
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ANOTHER HANDY GADGET 


We now have convinced ourselves 
that a new feeding device designed 
to permit us to imprint five punched- 
card checks at a time, which has 
been in the process of development 
for the past year, is going to work 
out very well. Test runs have been 
satisfactory and at least one unit for 
each of our plants should be ready 
within the next two months. 


This device, which is attached to a 
conventional Miehle vertical press, 
carries five individual stacks of cards 
and, after printing, delivers them 
into five separate receptacles. Its 
primary purpose is to handle small 
orders of Personalized Card Checks 
together witha supply of personalized 
deposit cards, which some banks 
supply to special checking account 
customers. We propose to imprint 


the customers’ names and account 
numbers on the checks and deposit 
cards, then punch in the account 
numbers and mail the orders direct 
to the customers. We anticipate that 
we will be able to handle such orders 
with dispatch and sell them at a 
fairly reasonable price. 


As a by-product, we believe this new 
unit may be of value in processing 
special all-print card check orders in 
five or ten thousand quantities. It will 
not handle long runs, but for “‘fill-in’”’ 
orders or emergency needs it should 
serve a useful purpose. While as yet 
we have no real experience in card 
check work, we expect to pick up a 
little “know how” as we go along 
and will welcome the opportunity to 
work with any banks who are seeking 
this type of small order service. 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


E LUXE 


CHECK PRINTERS 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 


a MU T for every modern bank- 
e the All-New edition of the 


Gives You Pre-Calculated Answers in SECONDS! 


While basically the All New DELBRIDGE 
INTEREST TABLES retains the original 
system, as developed by Charles L. Del- 
bridge in 1890, the 1955 Edition has been 
greatly expanded to provide for larger 
range of principal amounts, and is com- 
pletely re-vamped. to meet TODAYS te- 
quirements. 


Bankers who have used DELBRIDGE 
INTEREST TABLES for years, were as- 
tounded when reviewing the many new 
features, and its ultra modern format. For 
instance: 
Larger type with figure spacing to 
facilitate easier reading. 
/ New Sectional and Sub-Sectional 
Index Tabs arranged by interest 
rates instead of by individual days. 


Contents have been arranged for quicker 
reference to the major sub-sections, name- 
ly — Elapsed Time Indicator, Maturity 
Date Indicator, Interest Calculations; Ordin- 
ary (360. days), and Exact Interest (365 
days) — and with Conversion Tables, from 
Ordinary to Exact Interest. Yes, guaranteed 
accurate interest answers from $1.00 to 
$500,000, and at rates from %% to 12%. 
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Sturdy loose leaf bound in simulated leather 
binders, 1212 x9 inches overall. Assembled 
to withstand constant daily reference for 
years! 


But, Decide for Yourself 
— Use It 10 Days 


. . . that’s the only way to determine its 
many outstanding and time saving advan- 
tages. Just send for a copy of the 1955 
DELBRIDGE INTEREST TABLES, try it 
for 10 days and, if you think you can do 
without it — return it and you will not 
be obligated in any way. Write today — 
shipment will be made promptly. 


2502 SUTTON AVE. ST. LOUIS 17, MO. 
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and confidence of our associates for 
our business ability—along with the 
professional ability that is already 
generally recognized—we can expect. 
the full support of our owners, di- 
rectors, and managers. 


Our Common Responsibility 


LOYD WRIGHT, president, American 
Bar Association. 


S vurromatic of the class warfare 
that has motivated much of our 
governmental activity recent 
years are the punitive taxes exacted 
by our governments. The steeply 
progressive rates imposed in our 
Federal tax laws are difficult to 
justify from any reasonable view of 
fiscal policies or demands for govern- 
ment revenues. But the policy of 
penalizing success is easy to explain 
on a political basis if we recall the 
simple truth that the wealthy don’t 
have many votes. Apart from the 
justice or injustice of a system of 
graduated rates, however, is the 
question whether the absolute load 
of taxation may not soon undermine 
our economic system. 

We could do not better in such a 
conclave as is gathered here than 
to rededicate ourselves to the true 
principles of government conceived 
and established by our forefathers 
under the Constitution, and to re- 
solve that the American character- 
istics of independence, thrift, and 
individual liberty shall be restored, 
so that we may pass on to posterity 
the rich heritage that is ours. You 
and I must ever keep in mind that 
expediency is a poor substitute for 
integrity; that leadership demands 
constant vigilance and dedication to 
the principles that underlie our great 
professions; and that complacency 
is the forerunner of bondage. 


Trust Investments 


DR. MARCUS NADLER, professor of 
finance, New York University, New York 
City. 


1. THE economy has become more 
stable, and the wide swings in pro- 
duction and employment such as we 
experienced in the past are not 
anticipated. While a free dynamic 
economy is bound to have its ups 
and downs, a major depression of 
the proportion of the 1930s will be 
avoided. 


(CONTINUED ON PAGE 117) 
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A sharing, program 


{ 


As developed by Walter E. Heller & Company with banks across the 


country, has the ability to serve both the banker and customer 


simultaneously by offering 


TO THE BANK 


An arrangement whereby the 
bank can maintain a percentage 
of its client’s loan or designate 
a top limit for themselves—or 
both. At times become a secured 
creditor—receive benefit of cross- 
collateral—all with no additional 


overhead costs to cut its margins 


TO THE CLIENT 


The use of additional funds on 
a continuing basis so that he 
can make projections and carry 
through commitments to both 
suppliers and customers, put 
himself in a more competitive 
position— become stronger, 
more profitable, more valuable 
to customer and creditor alike. 


Today when every dollar must work overtime, all of us are thinking 


of ways in which we can improve our services. We invite bank officers 


fixed with the responsibility of maintaining loan portfolios to inquire 


whether our services might be of assistance to them. 


BANKING SERVICE OFFICER 


WALTER EF. HELLER & COMPANY 


Established 


15th FLOOR: 105 W. ADAMS ST., CHICAGO 90, ILLINOIS 
13th FLOOR: 10 E. 40th STREET, NEW YORK, NEW YORK 
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THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 


$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 
INSTALLMENT FINANCING 


REDISCOUNTING 


MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 
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BANKING NEWS 


93.1% of All Checks Handled by Federal Reserve Banks Now 
Carry Routing Symbol in Approved Position; Gain of 1.4% 


Savings Bond Brochure Goal 
Is Stronger Home Defense— 
Militarily and Economically 


Chairman Neal Lists 7 General 
and 5 Specific Objectives 


Among the objectives of the bank 
support program for U. S. Savings 
Bonds during 1955 will be to help 
the nation in building home defense, 
both militarily and economically, 
according to William H. Neal, chair- 
man of the Savings Bonds Commit- 
tee of the American Bankers Asso- 
ciation. Mr. Neal is senior vice- 
president, Wachovia Bank and Trust 
Co., Winston-Salem, N. C. A bro- 
chure outlining the program to be 
undertaken during this year has 
been mailed to all members of the 
Association’s Committee and to 
banker organizations in the various 
states. 

In the brochure, Mr. Neal outlines 
seven general objectives and five 
specific objectives of the A.B.A. 
activity. They are: 


GENERAL OBJECTIVES: 

(1) To help the nation in building 
home defense—militarily and eco- 
nomically. 

(2) To help the U. S. Treasury in 
debt management. 

(3) To achieve economic stability 
and economic strength through sound 
money. 

(4) To help mankind attain a 
better way of life through thrift 
and related benefits. 

(5) To offer a good investment 
package. 

(6) To create a stabilizing reser- 
voir of purchasing power. 

(7) To help banking do more 
business with more people and to 
earn better public relations. 


SPECIFIC OBJECTIVES: 

(1) Leadership in encouraging 
and facilitating banker planning, 
action, and communication with re- 
spect to the promotion of Savings 
Bonds. 

(2) Organization in the establish- 
ment of a continuing A.B.A. Sav- 
ings Bonds program, including an 
effective communications network. 
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The check routing symbol pro- 
gram chalked up continued progress 
during 1954. Valentine Willis, chair- 
man of the Subcommittee on Col- 
lections of the Federal Reserve Sys- 
tem, reported that 93.1% of all 
checks handled by the Federal Re- 
serve banks now carry the symbol— 
and in the right place. 

The new record high represented 
a gain of 1.4% over 1953. The First 
(Boston) Federal Reserve District 
leads the nation with 97.2% com- 
pliance, and the Second (New York) 
District follows with 96.6%. 

Analyzed by states, the survey 
shows New Hampshire leading with 
98.6% compliance, and Delaware 
second with 98.3%. Better than 
90% compliance was achieved in 38 


(3) Cooperation with the U. S. 
Treasury in the furtherance and 
implementation of the nation’s Sav- 
ings Bonds program. 

(4) Coordination of organized 
banker activities in the promotion 
and sale of Savings Bonds. 

(5) Liaison with the U. S. Sav- 
ings Bonds Division in Washington, 
D. C., and other key Treasury staff 
and volunteer personnel. 

In each of the states, the A.B.A. 
is represented by a state chairman 
who is a member of the Treasury 
State Executive Savings Bonds Com- 
mittee; and he is usually also chair- 
man of the state bankers association 
Savings Bonds committee. He works 
closely with the Treasury state 
chairman and the Treasury state 
sales director to stimulate bank sup- 
port of Savings Bonds sales at the 
state level. In carrying out his re- 
sponsibilities, the state chairman 
devotes a minimum of one 8-hour 
day per month to work on the Sav- 
ings Bonds program, which is car- 
ried down through bankers organi- 
zations to the local level. 

Mr. Neal was one of 40 prominent 
bankers who met recently with 
Treasury Savings Bond Division 
leaders to map plans for stepping up 
Savings Bonds sales in 1955. 


states and the D. of C. in 1954, a gain 
of four states over 1953. 

“Banks could not handle the rec- 
ord volume of checks now being 
written, with accurate and speedy 
service to depositors, without the 
aid of the check routing symbol,” 
Mr. Willis explained. He added that 
banks “are now tackling the last 
stages of the job begun 10 years 
ago: urging customers who have 
their own checks printed, other than 
using those provided by banks, to 


‘request their printers to place the 


symbol in the upper right corner.” 

Promotion of the check routing 
symbol program began in 1945 under 
joint sponsorship of the A.B.A. and 
the Board of Governors of Federal 
Reserve System. 


"Present Day Banking—1955" 
to Be Published in March 


Present Day Banking—1955, due 
to come off the presses during March, 
covers particularly useful subjects. 

The book this year comprises some 
550 pages and is to be priced at $6. 
It contains abridgements of 38 theses 
from the Class of 1954 at The Gradu- 
ate School of Banking, all of which 
were accepted for the libraries of 
the A.B.A., Rutgers University, and 
of the Harvard Graduate School of 
Business Administration. 

While, as always, there are a few 
rather specialized subjects, there are 
many which should prove of wide 
interest in the banking fraternity, 
such as: Salesmanship for the com- 
mercial banker; instalment credit 
collection techniques; punched card 
accounting; accounts receivable fi- 
nancing; the open-end mortgage; de- 
ferred profit-sharing plans; bank 
financing of small loan companies; 
turnpike bonds as trust investments; 
financing pension plans; interbank 
relations in financing agriculture; 
sponsoring a Junior Achievement 
bank; automobile financing—dealer 
basis; and many more. 

The book is produced by the edi- 
tors of BANKING. 
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Nuclear Fission Provision 
of Blanket Bond Modified 


Following conferences with the 
Insurance and Protective Commit- 
tee of the American Bankers Asso- 
ciation, the Surety Association of 
America has agreed to a modifica- 
tion of the proposed rider on bank- 
ers and brokers blanket bonds which 
excluded all coverage for loss re- 
sulting from the effects of nuclear 
fission, according to the A.B.A. Com- 
mittee. 

The proposed rider was reported 
in December 1954 by the Insurance 
and Protective Committee as “too 
broad, because it excluded coverage 
for loss from the effects of an ex- 
plosion incident to industrial users 
of nuclear energy.” On January 19, 
the executive committee of the 
Surety Association of America mod- 
ified the exclusion clause to read as 
follows: 

“Anything in the attached bond 
to the contrary notwithstanding, 
the attached bond does not cover 
any loss, in time of peace or war, 
directly or indirectly caused by or 
resulting from the effects of nuclear 
fission or fusion or radio-activity:; 
provided, however, that this para- 
graph shall not apply to loss result- 
ing from industrial uses of nuclear 
energy.” 

In commenting on the action of 
the Surety Association, the A.B.A. 
Committee said: 

“With this change, the coverage 
of bankers blanket bonds will con- 
tinue to apply to losses covered 
thereby which result from industrial 
uses of nuclear energy. As so mod- 
ified, the A.B.A. Insurance and Pro- 
tective Committee is of the opinion 
that the exclusion should be ac- 
cepted by banks.” 


NABAC Schooi to Be Held 
July 24-Aug. 6 in Madison 


The National Association of Bank 
Auditors and Comptrollers has an- 
nounced that the third resident ses- 
sion of the NABAC School for Bank 
Auditors and Comptrollers will be 
held at the University of Wisconsin, 
Madison, July 24 to August 6. The 
school’s first graduation will be held 
on August 5 when 51 students will 
receive their diplomas. There will be 
a total of 225 bankers in the student 
body at this year’s session. Di- 
rector of the school is Clarence H. 
Lichtfeldt, comptroller of First Wis- 
consin National Bank, Milwaukee. 
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Lighter Touch in Bank 
Advertising Characterizes 
New A.B.A. Ad Series 


Admen's "Sure-Fire" Subjects, 
Babies, Girls, Animals, Featured 


The move toward a lighter touch 
in bank advertising is startlingly 
pointed up in the latest series of 
newspaper ads offered to banks by 
the Advertising Department of the 
American Bankers Association. The 
series features large pictures of the 
three subjects advertising men con- 
sider “sure-fire’—babies, pretty 
girls, and animals—and a few lines 
of copy in a humorous vein. 

The ads, which are two columns 
by 8 inches in size, are being offered 
to A.B.A. member banks in mat 
form for exclusive community use. 
There are eighteen ads in the series 
devoted to such bank services as 
auto financing, checking accounts, 
banking-by-mail, appliance loans, 
etc. 

The new series is a far cry from 
the staid advertising often asso- 
ciated with banks. A sample is one 
ad in which the photo is of a duck; 
and the copy reads: “That’s a funny 
bank ad! Tell folks to bank by 
mail when the weather’s wet.” 
Another features a picture of a 
worried-looking baby with the cap- 
tion, ‘Maybe I should talk it over 
with my banker. That’s what Dad 
always does,” followed by “Most 


Public Depository Laws 
Study Being Made by A.B.A. 
A state-by-state survey of public 


depository laws is being made by 
the Committee on State Legislation 


| of the American Bankers Associa- 


tion, according to Committee Chair- 
man Sherman Hazeltine, who is 
president of The Bank of Arizona, 
Prescott. 

A questionnaire has been sent to 
members of the A.B.A.’s State Legis- 
lative Council in the 48 states and 
District of Columbia, with copies to 
all state secretaries. Information is 
being sought on various aspects of 
state laws governing (1) interest on 
state deposits; (2) security for state 
deposits; (3) authority and basis of 
allocating state deposits; and (4) 
investment of “inactive” state bal- 


ances. 


This study is being made to amass 
data needed by state bankers asso- 
ciations in evaluating proposed and 
pending legislation, probably in- 
spired by the needs of state govern- 
ments for increased revenues. 


every problem has a money angle. 
That’s where a bank’s experience 
can prove especially valuable. May 
we help you?” 

All of the ads are of a similar 
nature, with the picture occupying 
half of the space, and the copy set 
in large type in the lower half. Room 
is provided for the bank to imprint 
its name as part of the ad. 


A couple of samples of the A.B.A.’s new newspaper advertising series 


| 
. “I said: We're moving to our new home one 
t tomorrow, | think we all will like it. Dad ' “My husband gives me all the credit. 
says it’s a bank-financed home... and he oe He finished the attic himself — but it was | who 3 
very pleased when be said Bim where to borrow to caver the cost!” 
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Our Basic Freedoms Will 
Be A.1.B. March Theme in 
Public Speaking Contest 


Chapter Entrants Will Vie for 
Giannini Endowment Prizes 


“What Are Our Basic Freedoms?” 
will be the subject for the public 
speaking contests to be held in 
March within individual chapters of 
the American Institute of Banking, 
it was announced recently by Alex 
E. Lindholm of The Fulton National 
Bank of Atlanta, Ga., who is chair- 
man of the A.I.B.’s National Public 
Speaking Committee. 

The chapter contests are the first 
step in the selection of the partici- 
pants for the National Public Speak- 


ing Contest for the A. P. Giannini 


Educational Endowment prizes at 
the A.I.B.’s annual convention in 
Miami, Fla., next May 30—June 3. 
Members of the individual chapters 
will compete against each other in 
these contests, and each chapter 
winner will go on to compete in the 
district contest for his respective 
geographic area. Winners of the 
district contests will in turn compete 
in two semifinals in Miami immed- 
iately preceding the convention, 
where the six contestants for the 
national contest will be chosen. 

Mr. Lindholm had previously an- 
nounced that the general theme for 
the 1955 public speaking program 
would be “Today’s Challenges to 
Our Basic Freedoms.” A different 
specific phase of this theme will be 
used as the subject for each step in 
choosing the contestants for the 
final contest. 


Robert M. Rohrbach 


National Association of Bank Women Will Hold Convention 
at Westward-Ho Hotel, Phoenix, Ariz., on October 13-16 


The 33rd annual convention of the 
National Association of Bank 
Women will be held at the West- 
ward-Ho Hotel, Phoenix, Ariz., on 
October 13 to 16, 1955, according to 
Cora I. Blanchard, president of the 
National Association of Bank 
Women and assistant treasurer, Suf- 
folk Savings Bank for Seamen, Bos- 
ton, Mass. 

Bee Bush, assistant vice-president, 
Valley National Bank, Phoenix, will 
serve as honorary general convention 


National Bank Loans and 
Investment Laws Supplement 


The second supplement to the 
Manual of Laws Relating to Loans 
and Investments by National Banks 
is now being distributed by the Na- 
tional Bank Division of the Amer- 
ican Bankers Association, it was an- 
nounced recently. The replacement 
sheets — covering laws enacted by 


| the 83rd Congress; and changes, ad- 


ditions, interpretations, and opinions 
issued by supervisory authorities— 
are intended for insertion in the No- 
vember 1952 looseleaf edition of the 
manual. 

The manual is a reference volume 


| used by national banks in keeping 


abreast of laws pertaining to their 
lending and investment operations. 
It is annually brought up-to-date by 
means of these supplement sheets. 
The supplement sheets are avail- 
able to the A.B.A. member banks. 


Robert M. Rohrbach, of 
BANKING's Staff, Dies 


Robert M. Rohrbach, circulation 
manager of BANKING, died in Sea 
Cliff, N. Y., on January 23. He was 
47 years old. 

Mr. Rohrbach was a native of 
Sea Cliff and a graduate of New 
York University, class of 1930. He 
entered the magazine circulation 
field immediately upon his gradua- 
tion from college as assistant cir- 
culation manager of Charles Scrib- 
ners’ Sons, New York. He was suc- 
cessively circulation manager of 
Diesel Publications, Inc.; Nautical 
Gazette; and Aero Digest before 
joining the staff of BANKING as cir- 
culation manager in 1946. 

He is survived by his wife and 
one daughter. 


chairman. Co-chairmen for the ccn- 
vention will be Dorothea Weicheit, 
assistant cashier, First National 
Bank, and Mildred F. May, assistant 
cashier, Valley National Bank, both 
of Phoenix. 

The program committee chairmen 
named by President Blanchard are 
Bess B. Stinson, First National Bank 
of Arizona, Phoenix, and Violet 
Stokes, assistant vice-president and 
assistant trust officer, First National 
Bank of Arizona, Phoenix. 


Savannah Host to Bank 
Management Commission 


The Bank Management Commis- 
sion of the American Bankers As- 
sociation met February 23, 24, and 
25 at the De Soto Hotel, Savannah. 

The group talked over its many 
continuing projects, and reported 
completion of two projects during 
the year: Completion of its ‘Audit 
Program for Departmentalized 
Banks,” and its new Return Item 
Ticket. 

One of the Commission’s projects 
which came in for a large amount 
of study is that of automation. 

Chairman of the Bank Manage- 
ment Commission is William W. 
Cottle, vice-president and cashier of 
the Security-First National Bank of 
Los Angeles. 


Bank Loan Trends Study 
Made for Last Half of 1954 


Tabulations and charts embody- 
ing the findings of the A.B.A. Re- 
search Council’s study of the trend 
of bank loans for the last half of 
1954 have recently been released, ac- 
cording to V. W. Johnson, Council 
chairman and president of the First 
National Bank of Cedar Falls, Ia. 
This study gives data and five charts 
relating to loans reported weekly by 
Federal Reserve banks. 

These data are particularly help- 
ful in analyzing important aspects 
of the bank lending picture, said Mr. 
Johnson. The charts enable bankers 
to evaluate the current rate of loan 
growth in relation to past periods, 
making allowances for seasonal 
charges, he stated. 

This semi-annual study is avail- 
able to A.B.A. member banks at a 
nominal charge. 
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News for Instalment Credit Men 


Items and Comment from Our Instalment Credit Commission and Other Sources 


Instalment Credit Conference Tests a New Idea 


Tue A.B.A.’s Instalment Credit Con- 
ference at the Jefferson Hotel in St. 
Louis on March 21-23 will try some- 
thing new. Advance registrations 
indicate an attendance of some 1,400 
delegates—a fact not unpleasing to 
the sponsor, the Instalment Credit 
Commission. The large number, how- 
ever, proves not conducive to the in- 
formality and complete participation 
in discussion periods following panel 
presentations. Thus it was decided 
to hold all four panels on the first 
afternoon, and allow no audience 
discussion. Rather, on the second 
afternoon, there will be group or 
“bull session” meetings of approxi- 
mately 100 delegates each for dis- 
cussion of the subject material pre- 
sented the previous day. The number 
of such meetings will depend upon 
the final registration but will follow 
the formula of about 100 persons for 
each meeting. Two discussion leaders 
in each group will spark an exchange 
of information in an attempt to solve 
some of the individual bank prob- 
lems and to generate a more thor- 
ough understanding of this impor- 
tant banking function. 

There has always been ready par- 
ticipation in the question-and-an- 
swer periods following panel presen- 
tations at the Instalment Credit 
conferences and this experiment is 
being instituted in an endeavor to 
accomplish even greater informality 
and greater individual participation. 


The Conference Speakers 


The conference will feature well- 
known speakers at each of the three 
morning sessions. Afternoon ses- 
sions, as outlined above, will be held 
on Monday and Tuesday, with the 
conference concluding at noon on 
Wednesday. 

Speakers at the morning sessions 
will include: 

Philip Woollcott, president, The 
Bank of Asheville, N. C., and chair- 
man of the Instalment Credit Com- 
mission; 

Delos C. Johns, president, Federal 
Reserve Bank of St. Louis; 
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Robert L. Oare 


Charles K. Rieger, vice-president 
and sales manager, Major Appliance 
Division, General Electric Company; 

Jesse W. Tapp, vice-chairman of 
the board, Bank of America N.T. & 
S.A., Los Angeles, and chairman of 
the A.B.A. Agricultural Commission; 

Robert L. Oare, chairman, Asso- 
ciates Investment Company, South 
Bend, Ind., and president of the 
American Finance Conference; 

Harold J. Marshall, president, 
Manufacturers National Bank, Troy, 
N. Y., and chairman of the A.B.A. 
Public Relations Council; 

George S. Moore, executive vice- 
president, National City Bank of 
New York, and chairman of the 
A.B.A. Credit Policy Commission; 

William A. McDonnell, president, 
First National Bank in St. Louis; 

Fred F. Florence, president, Re- 
public National Bank of Dallas, and 
vice - president of the American 
Bankers Association; 

Kenton R. Cravens, president, Mer- 
cantile Trust Company, St. Louis. 

The names of two industrialists 
who will address the meeting were 
not available at press time. 


The Panels 


Four subjects will be covered in 
panel presentations on Monday af- 
ternoon: 

Direct Lending (including  per- 
sonal loans, automobile loans, and 
home improvement loans): Cyril J. 


Delos C. Johns 


George S. Moore 


Jedlicka, vice-president, City Na- 
tional Bank & Trust Company, Kan- 
sas City, Mo., moderator; C. Wheaton 
Batty, president, Continental Na- 
tional Bank of Lincoln, Nebr.; Dravis 
H. Gehring, assistant vice-president, 
Merchants National Bank and Trust 
Company, Syracuse, N. Y.; Henry H. 
Deering, vice-president, Cleveland 
(Ohio) Trust Company. 

Instalment Credit Policies for 
1955: Donald Z. Albright, vice-pres- 
ident, Security-First National Bank 
of Los Angeles, moderator; Sher- 
man Hazeltine, president, The Bank 
of Arizona, Prescott, and chairman 
of the A.B.A. Committee on State 
Legislation; William F. Kelly, ex- 
ecutive vice-president, The Pennsyl- 
vania Company for Banking and 
Trusts, Philadelphia, and chairman 
of the A.B.A. Small Business Credit 
Commission; and Clyde C. Shively, 
vice-president, Ohio National Bank, 
Columbus. 

Insurance Tools for Instalment 
Credit: John B. Paddi, vice-president, 
Manufacturers Trust Company, New 
York, moderator; Wallace Jeffrey, 
assistant vice-president, Marsh & 
McLennan, New York; Andrew M. 
Rollins, associate director, Pruden- 
tial Insurance Company of America, 
Newark, N. J. 

Property Improvement Loans: 
John O. Elmer, vice-president, Amer- 
ican Trust Company, San Francisco, 
moderator; Fred W. Heitman, Jr., 
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vice-president, Northwest National 
Bank of Chicago; Richard D. Mange, 
vice-president, National Bank of De- 
troit; and John A. Nathans, Jr., vice- 
president, The County Trust Com- 
pany, White Plains, N. Y. 


“Operation Wifesaver’ 


6¢Q prration Snowflake” has a suc- 
cessor in “Operation Wifesaver.” 
Snowflake, the big U. S. Steel promo- 
tion on major appliances for Christ- 


mas, embraced 76 manufacturers, 
cost U. S. Steel an estimated $100,- 
000, and produced some $5- to $6- 
million in tie-in advertising. 

Wifesaver will push the sale of 
all-steel kitchens, some 150 manufac- 
turers will participate, and a special 
effort is to be made to interest bank 
instalment credit departments. 
Banks were more-or-less overlooked 
in the first promotion, but many tied 
into it on their own initiative and 
pushed the‘program through lobby 
displays of “white” goods. 


The new promotion is scheduled to 
start in April and run through May, 

It’s pretty ‘hard to tell just how 
much the Snowflake promotion 
pushed the sale of steel appliances, 
But this much is known: U. S. Steel 
thinks it worth while, since it is fol- 
lowing up with a much bigger promo- 
tion, and doesn’t plan to stop there. 
Tide Magazine reports that the next 
will probably be ‘Steel shower for 
the bride,” to be followed by one on 
bedding —and then another Snow- 
flake. 


News on Savings 


Items and Comment from Our Savings and Mortgage Division and Other Sources 


School Savings Forum 


ROUND 400 bankers and educators 
are expected to attend the National 
School Savings Forum at the Statler 
Hotel in New York on March 7, ac- 
cording to Millicent A. Trichler, 
chairman of the Committee on School 
Savings Banking, Savings and Mort- 
gage Division, A.B.A. 

Speakers will include a prominent 
educator, banker, civic leader, and 
a student. “School Savings—A Co- 
operative Enterprise’ will be the 
theme of the forum, Miss Trichler 
said. The forum launches the an- 
nual Savings and Mortgage Confer- 
ence of the American Bankers Asso- 
ciation at the Statler Hotel in New 
York on March 7-9. 

The National School Savings 
Forum program will be introduced 
at 4 P.M. on the 7th by a showing 
of the new A.B.A. film for elemen- 
tary school children—‘“A Bone for 
Spotty.” Following a message from 
the U. S. Commissioner of Education 
Samuel M. Brownell, the four panel 
members will discuss benefits de- 
rived from a carefully planned pro- 
gram of thrift education. The panel 
will be composed of: Dr. Paul Loser, 
Superintendent of Schools, Trenton, 
N. J.; Agnes R. Martin, member, 
A.B.A. School Savings Banking Com- 
mittee, and assistant vice-president, 
The Philadelphia Saving Fund So- 
ciety; the Hon. J. Vincent Keogh, 
Justice of the Supreme Court of the 
State of New York, Second Judicial 
District, Brooklyn; and Maria 
Bertram, student at Cathedral High 
School, New York City. 


Savings and Mortgage 
Conference 


HE Honorable Paul Brown, 
Representative from Georgia, 
and a member of the House 
Banking and Currency Commit- 
tee, will speak on “The Govern- 
ment’s Role in Housing” at the 
fourth session of the annual 
Savings and Mortgage Confer- 
ence of the A.B.A. at the Statler 
Hotel in New York on March 
7-9, according to Joseph R. 
Jones, president of the Savings 
and Mortgage Division, and vice- 
president, Security-First Na- 
tional Bank of Los Angeles. 

The announcement of Mr. 
Brown’s appearance completes 
the program for the conference, 
which may be found on page 
89, February BANKING. 


Miss Trichler, who is assistant 
secretary, Dollar Savings Bank, New 
York City, will preside at the forum 
and at a dinner at 7:15 P.M. that 
evening. Guests of honor at the 
dinner will be Homer J. Livingston, 
president of the American Bankers 
Association and president, First Na- 
tional Bank of Chicago, and Joseph 
R. Jones, president, of the A.B.A. 
Savings and Mortgage Division and 
vice-president, Security-First Na- 
tional Bank of Los Angeles. The 
guest speaker, Dr. Lawrence Der- 
thick, former president of the Na- 
tional Association of School Admin- 


istrators and Superintendent of 
Schools, Chattanooga, Tenn., will 
talk on “The Rewards of Thrift 
Education.” 

Following the forum and just 
ahead of the dinner meeting, the 
bankers and educators in attendance 
will have an opportunity to inspect 
exhibits prepared by several banks 
showing the operations and promo- 
tional material used in their school 
savings banking systems. Exhibitors 
will include the Middletown (Conn.) 
Savings Bank; First National Bank 
of Nevada, Reno; Asbury Park and 
Ocean Grove Bank, Asbury Park, 
N. J.; Bowery Savings Bank, New 
York City; Savings Bank of Utica, 
N. Y.; and Seattle-First National 
Bank, Seattle, Wash., and the six 
savings banks of Albany, N. Y. 


Bills Would Allow Savings 
Bank Branches in New York 


Senator Arthur H. Wicks of King- 
ston, N. Y., and Assemblyman Fred 
W. Preller of Queens, both Repub- 
licans, introduced bills in the New 
York State Legislature in Albany 
last month to grant savings banks 
permission to establish branch offices 
within 15 miles of a city’s limits. 

The companion bills are designed 
to permit savings banks in Queens 
and Brooklyn to open branches in 
Nassau County and those in Buffalo 
to expand to suburban areas. The 
legislation would also permit Man- 
hattan savings banks to open 
branches within 15 miles of the city 
line in Westchester County. 
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This is the fourth attempt since 
1951 to get branch bank legislation 
passed by the Legislature. The As- 
sembly passed a bill last year lack- 
ing the 15-mile limitation, but it 
died in the Senate. 

At present savings banks are con- 
fined to established banking areas. 


Savings Club a Success 


INCE initiating its “Lazy Bar 11” 
Savings Club for the young fry in 
December, the First National Bank 
of Ft. Myers, Fla., has opened 839 
club accounts, only 50 of which were 
transfers from regular savings. The 
789 new accounts averaged just 
under $20 at the end of January. 

The minimum deposit in the “Lazy 
Bar 11” Savings Club is $1, which 
entitles a member to a pass book 
and a certificate indicating his mem- 
bership. As his savings increase it 
is possible for a member to reach 
a number of classifications in the 
club which entitle him to a special 
badge and membership card. These 
classifications and amounts are: 


Cow Puncher 
Range Rider 
Bronce Buster 
Foreman 
Deputy Marshall 150 
Marshall 300 
A special deposit slip, bank book, 
and check have been designed by 


News for Mortga 


Not a Bank 


N a promotion folder entitled 
“Investment Certificates of the 
Southern California Building 
and Loan Association” it was 
made clear that the association’s 
“services are not those of a 
bank.” 

At another point the SCBLA 
stated: 

“This association is not a 
bank. We do not represent our- 
selves as a bank. Money is in- 
vited and accepted here for 
investment — not for deposit. 


” 
. 


First National for use by club mem- 
bers in making deposits and with- 
drawals. 

The “Lazy Bar 11” Savings Club 
is featured week days on ‘“Counsin 
Vern’s Lazy Bar 11” program on the 
local TV station. ‘Uncle Vern” was 
on hand to autograph passbooks the 
day the club was inaugurated. 


Ad Supplement in Times 


6 Savings Bank... and its 
place in the community” was the 
title of a special advertising supple- 
ment published and distributed by 
The New York Times as a part of 
its January 9 issue. It was produced 


by the promotional campaign com- 
mittee of the Savings Banks Asso- 
ciation of the State of New York. 

Interspersed with advertisements 
of all of the New York State savings 
banks were news stories covering 
the history of savings banks since 
their inception, the various services 
offered by mutuals, features on sav- 
ings by prominent personalities in 
the entertainment field, a list of all 
of the mutuals in the state, etc. 


Savings and Mortgage 
Statistics as of Dec. 31,1954 


(In Millions) 

Time Deposits 

1954 
(Preliminary) 
$ 47,000 $ 43,659 
26,250 24,358 
2,100 2,359 
27,500 22,778 
58,200 57,710 
71,100 86,683 


1958 


Commercial Banks 
Mutuals 
Postage Savings 
S & L’s 
U. S. Savings Bonds 
Life Ins. Reserves 
Total $232,150 $217,547 
Mortgages Held 
1954 
(Preliminary) 
$ 16,850 $ 16,850 
14,800 12,943 
26,200 21,882 
25,750 23,322 


1958 


Commercial Banks 
Mutuals 

S & L’s 

Life Ins. Cos. 


$ 74,997 


$ 83,600 


Total 
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Items and Comment from Our Savings and Mortgage Division and Other Sources 


Foreclosures 


Iw July, August, and September 
there were 6,541 nonfarm real es- 
tate foreclosure actions, which was 
19% ahead of the similar 1953 period 
and nearly triple the 2,293 in the 
same quarter of 1946. 

The foreclosure rate is still ex- 
ceedingly small however. The an- 
nual rate is less than 1% of the 
number of new mortgages recorded. 

In the first nine months of 1954 
there were 19,316 foreclosures on 
nonfarm properties, 21% more than 
in the same period in 1953. 

In 1935 there were approximately 
175,000 foreclosures in the first nine 
months of the year. 


March 1955 


Wenzlick Sees 1955 Boom 


Dz. Roy WENZLICK, nationally 
known real estate analyst, predicts 
that the real estate picture for 1955 
will be “generally good.” 

“The Housing Act of 1954 is build- 
ing a boom on top of a boom,” Dr. 
Wenzlick says. “There will be a 
slight upward trend in prices in the 
first half, due to the low lumber in- 
ventories resulting from logging and 
milling strikes on the West Coast.” 

Dr. Wenzlick made these state- 
ments at a meeting attended by over 
1,000 greater Cleveland realtors and 
builders, sponsored by the Society 
for Savings. Society will send copies 
of talk on request. 


“There are 25% more ads for ren- 
tal units being published now than 
in 1940,” he said. “Moreover some 
landlords are offering to pay moving 
costs, some give a month’s rent free 
on a one-year lease, and many now 
welcome children.” 


Presidential Requests 


Tue President’s messages to Con- 
gress and HHFA releases reveal 
this series of legislatives proposals 
on housing, according to the Wash- 
ington Letter of the National Asso- 
ciation of Home Builders of the 
United States: 

(1) Increase in FHA’s general 
mortgage insurance authorization 
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by $5-billion. This would meet esti- 
mated requirements through June 
30, 1956, with the present authoriza- 
tion expected to be used up by 
March 1955. 

“(2) Extension of the FHA Title 
I home repair and modernization 
program, which would otherwise ter- 
minate this spring. Also recom- 
mended is removal of the present 
$2,500 limit on FHA-VA home re- 
pair or improvement loans made by 
Federal Savings and Loan associa- 
tions. 

“(3) Discretionary power to vary 
the terms of insured or guaranteed 
mortgages to protect the general 
economic welfare and the prosperity 
of the building industry. 

“(4) Clarification of the $5,000,- 
000 mortgage amount limit on FHA- 
insured multi-family housing loans 
and elimination of cost certification 
requirements on FHA-insured mort- 
gages for single-family housing un- 
der the new Section 221 (for fam- 
ilies displaced by Government activ- 
ities). 

“(5) Extension of the terms of 
conventional mortgage loans by na- 
tional banks to 20 years and exten- 
sion of the terms of construction 
loans by national banks. 

“(6) Reinstitution of the Federal 
public housing program which ex- 
pires this year with a request for an 
additional 70,000 new units, of which 
35,000 would be contracted for in 
each of the next two fiscal years. 

“(7) Modification of present re- 
strictions on public housing which 
limit its use to families displaced by 
urban renewal or other Government 
activities. This would cut the tie be- 
tween slum clearance and public 
housing established by the Housing 
Act of 1954, which for the first time 
wrote into the law the long-standing 
argument of the public housers that 
public housing is a necessity for and 
is justified by its relation to slum 
clearance. 

“(8) Increases of $500,000,000 in 
capital grant authorization for urban 
renewal programs and of $10,000,- 
000 for advance planning of public 
works.” 

The Washington Letter also men- 
tions several other Presidential rec- 
ommendations that may directly 
affect the construction business, in- 
cluding: 

Standby control powers over 
prices, wages, rents, and possibly 
materials and credit; postponement 
of the lowering of corporate income 
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Sees 1955 Housing Start 
Record 


Tue current building trend in- 
dicates that housing starts in 
1955 will exceed the record year 
of 1950, when 1,352,200 nonfarm 
dwelling units were started, ac- 
cording to the Commissioner of 
Labor Statistics. 

Starts in January totaled 88,- 
000, including 200 public units. 
According to present estimates 
the 1955 starts will total between 
1,800,000 and 1,400,000. The 
1954 housing starts figure was 
1,250,600. 


tax and excises, now scheduled to go 
into effect April 1, 1955; early steps 
to relieve classroom shortages now 
existing in the nation’s schools; and 
modernization over a 10-year period 
of the presently designated national 
system of interstate highways. 


Urban Renewal Officers 


Tue HHFA has created a new con- 
stituent administration known as 
the Urban Renewal -Administration, 
headed by James W. Follin. 

A second constituent administra- 
tion tying in with Urban Renewal 
is Community Facilities Adminis- 
tration, headed by John C. Hazel- 
tine. 

Both of these administrations will 
now rank on a par with FHA, Pub- 
lic Housing Administration, FNMA, 
and HLBB. They replace the old di- 
visions of Slum Clearance and Urban 
Redevelopment, and the division of 
Community Facilities and Special 
Operations. 


VHMCP Regional Offices 


Tue names of 14 of the 16 regional 
office secretaries serving under the 
Voluntary Home Mortgage Credit 
Program are as follows: 

Region #1: Harold W. Stock- 
bower, Room 627—55 Tremont St., 
Boston. 

Region #2: E. Allen MacDuffie, 
Rooms 726-727—45 Broadway, New 
York City. 

Region #8: Malcolm M. MacFar- 
land, Rooms 608-609 — Commercial 
Trust Bldg., Philadelphia. 

Region #4: Fred B. Morrison, 
Room 638—811 Vermont Ave., N.W., 
Washington, D. C. 


Region #5: Olin P. Wearn, Rooms 
200-202—123 No. Poplar St., Char- 
lotte, N. C. 

Region #6: Samuel C. Welch, 
Room 355 Peachtree-Seventh Bldg., 
50 Seventh St., N.W., Atlanta, Ga. 

Region #7: Wm. Jos. L. Shaver, 
Room 223 Federal Office Bldg., Nash- 
ville, Tenn. 

Region #8: Cleveland (name and 
location unavailable). 

Region #9: Richard P. DeBruin, 
Rooms 851-852 U. S. Court House, 
219 South Clark St., Chicago, III. 

Region #10: Frederick P. Longe- 
way, Jr., 226 Federal Office Bldg., 
Minneapolis, Minn. 

Region #11: (name unavailable), 
1012 Federal Office Bldg., Kansas 
City, Mo. 

Region #12: Wm. Niles Fisher, 
Rooms 809-811 Lowich Bldg., 2026 
St. Charles Ave., New Orleans, La. 

Region #13: Charles J. Hermann, 
Room 1009 Santa Fe Bldg., 1114 
Commerce St., Dallas, Tex. 

Region #14: George R. Hunts- 
man, Rooms 203-I and 203-M Old 
Terminal Bldg., Salt Lake City. 

Region #15: Kelvin Greenstreet, 
Rooms 516-517 U. S. Post Office, 
Portland, Ore. 

Region #16: John G. Anderson, 
Room 208, Customs House, San 
Francisco, Calif. 


“How Much to Pay” Booklet 


I N an effort to impartially answer 
some of the most-asked questions 
raised by prospective home-buyers, 
The Dime Savings Bank of Brooklyn, 
N. Y., is distributing a 12-page book- 
let, How Much to Pay for Your 
Home. 

Written by Frederick W. Jackson, 
assistant vice-president of The Dime, 
it covers the amount one should 
pay for a home, how to obtain 
financing, the various types of mort- 
gages, including the open-end clause, 
what one can expect to find in 2 
house at the price he can afford to 
pay, and building for one’s self. 


Bills Relating to Mortgage 
Credit and Savings 


H. J. Res. 202: Increases FHA’s 
insurance authorization by $1.5-bil- 
lion to $3.5-billion. (Spence, Ky.) 

H.R. 43: Imposes additional taxes 
on credit unions, Federal savings and 
loans, building and loans, savings 
banks, and others. (Mason, IIl.) 
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H. R. 421: Increases the amount 
of VA loan guaranty for purchase 
and construction of homes from 60% 
of loan but not to exceed $7,500 to 
90° of the loan but not to exceed 
$11,500. (Edmondson, Okla.) 

H.R. 722 & H. R. 731: Extends the 
VA’s authority to make direct loans 
from the present expiration date 
(June 30, 1956) to a date which cor- 
responds with the expiration date 
provided for VA guaranteed loans 
(July 25, 1957). (Rogers, Mass.; 
Teague, Tex.) 

H. R. 2170: Provides that the in- 
terest rate on loans guaranteed, in- 
sured or made by the VA shall not 
exceed 4% per annum. (Patman, 
Tex.) 

H. R. 2169: Provides that the rate 
of interest on FHA mortgages shall 
not exceed 4% and authorizes FHA 
to make direct loans for certain resi- 
dential housing when 4% money is 
not available. (Patman, Tex.) 

H.R. 2180: Reduces maximum 
legal interest rate that FHA may 
authorize on housing insured under 
Sec. 203 of the National Housing 
Act from 5% (in some instances 
6%) to 444%. The maximum inter- 
est rate that may be charged on VA 
guaranteed or direct loans is reduced 
from 444% to 4%. (Rains, Ala.) 


H. R. 2147: Interest on a VA guar- 
anteed or insured loan shall be ex- 
empt from taxation providing the 
interest rate on the loan does not 
exceed 314%. (Keogh, N. Y.) 

H.R. 2621: Provides for gradual 
liquidation of the postal savings sys- 
tem. (Marshall, Minn.) 

H. R. 2636: Changes the name of 
the Federal Savings and Loan In- 
surance Corporation to Federal Sav- 
ings Insurance Corporation. (Multer, 
No 

H. R. 2638: Establishes the coop- 
erative housing administration 
(with capital furnished by the Trea- 
sury) which may make mortgage 
loans to cooperatives and other non- 
profit corporations to finance produc- 
tion of housing for families of mod- 
erate income. Provision is made for 
eventual retirement of Treasury cap- 
ital. (Multer, N. Y.) 

H.R. 3454: Authorizes a Federal 
savings and loan association with ap- 
proval of the Home Loan Bank 
Board to establish and operate new 
branches in the state in which its 
home office is located, if state law or 
practice would permit a state S&L 
association, mutual savings bank, or 
commercial bank to establish and 
operate branches under similar con- 
ditions. (Multer, N. Y.) 


S. 207: Authorizes VA to guaran- 
tee or insure loans for farm housing 
under the same terms and conditions 
as apply to residential housing. (Hill, 
Ala.) 

S.408 and H.R.586: Authorize 
direct VA loans up to $10,000 for 
purchase of farm housing. (Hill, 
Ala.; Teague, Tex.) 

S. 972: Authorizes a Federal sav- 
ings and loan association with ap- 
proval of the Home Loan Bank 
Board, to establish and operate new 
branches in the state in which its 
home office is situated if state law 
or practice would permit a state sav- 
ings and loan association or mutual 
savings bank to establish and oper- 
ate branches under similar condi- 
tions. (Frear, Del.; Capehart, Ind.) 


Visible Record System 


Tue new visible record system of 
the Newton (Mass.) Saving Bank 
was described by President Joseph 
Earl Perry in a recent issue of Sys- 
tem Magazine. 

“The accounting is done on a ma- 
chine built to our specifications after 
several years of study, during which 
some of the ideas we developed were 
experimentally tested by various 

(CONTINUED ON PAGE 99) 


News for Trustmen 


Items and Comment from Our Trust Division and Other Sources 


Announce Trust Regionals 


Two regional trust conferences— 
one in San Francisco, California, and 
one in Houston, Texas—will be held 
in 1955 under the auspices of the 
Trust Division of the American 
Bankers Association, it is announced 
by George C. Barclay, president of 
the Division, and vice - president, 
City Bank Farmers Trust Company, 
New York City. 

The 29th Western Regional Trust 
Conference will be held at the St. 
Francis Hotel in San Francisco, Oc- 
tober 13-14. The hosts for the con- 
ference will be the Associated Trust 
Companies of Central California; 
and the states represented in the 
conference will include Arizona, Cal- 
ifornia, Colorado, Idaho, Montana, 
Nevada, New Mexico, Oregon, Utah, 
Washington, and Wyoming. 


March 1955 


The 24th Mid-Continent Trust 
Conference will be held at the Rice 
Hotel in Houston November 3 and 
4. The hosts will be the Corporate 
Fiduciaries Association of Houston; 
and the states to be covered by the 
conference will include Arkansas, 
Colorado, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Louisiana, Mich- 
igan, Minnesota, Missouri, Nebraska, 
North Dakota, Ohio, Oklahoma, 
South Dakota, Tennessee, Texas, and 
Wisconsin. 

Local committees for these two 
conferences will be appointed and 
announced later. 


The ABC's of Retirement 


ye fundamental whys, whats, and 
wherefores of employees retirement 
plans are included in the new book- 
let put out as a public service by 


the Republic National Bank of 
Dallas. 

Entitled The ABC’s of Retirement 
Plans, the booklet is written in a 
readable and understandable way 
for laymen. Compiled by the trust 
department, The ABC’s was es- 
pecially meant to interest employers 
who have no knowledge of how such 
plans work. 

Businessmen who want to know 
if they should install a retirement 
plan or modify their present one 
have some answers available in the 
clear, nontechnical material of this 
little 8-page booklet. 

The ABC’s are outlined in an easy 
to follow question and answer form. 
These queries are the usual ones 
put to the Republic National Bank 
by businessmen. 

The booklet tells the employer 
what the two general types of re- 
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tirement plans are, pension or prof- 
it-sharing, and the basic differences 
between the two. He gets the pros 
and cons on the subject in short, 
concise answers so that he can 
have a quick over-all picture. 

The businessman is also told the 
primary methods of providing ben- 
efits under each type of retirement 
plan and who can participate in 
them. 

Tax advantages to himself and 
to his employees are dealt with, too. 

A request to the bank will bring 
a copy of the new booklet—so long 
as the supply lasts. 


Fiduciary Fund Starts May 1 


O rricers and directors have been 
chosen to administer the newly 
chartered Bank Fiduciary Fund 
sponsored by the Trust Division of 
the New York State Bankers Asso- 
ciation. 

Charles W. Buek, vice-president 
of the United States Trust Company, 
has been elected president of the 
fund. Two vice-presidents are Charles 
M. Bliss, vice-president of Bank of 
New York, and Charles E. Treman, 
Jr., vice-president and trust officer 
of Tompkins County Trust Company, 
Ithaca. Charles E. G. Lloyd, secre- 
tary of NYSBA’s Trust Division, was 
elected secretary-treasurer. 


When Bankers Trust Company, New 
York, reached check #5,000,000 under 
pension plans for which it acts as trus- 
tee, Wallis B. Dunckel, pension division 
vice-president, delivered the check per- 
sonally. Here he is shown presenting it 
to Michele Peiracca, 70-year-old pen- 
sioner of American Can Co. Scene is the 
Petracea living room in Richmond Hill, 


Long Island 


Pictured at the recent Mid-Winter Trust Conference are “The Four Charlies,” 

the newly elected officers of the Bank Fiduciary Fund. Left to right, Vice- 

president Charles E. Treman, Jr., vice-president, Tompkins County Trust Co., 

thaca; president, Charles W. Buek, vice-president, United States Trust Co., New 

York; vice-president, Charles M. Bliss, vice-president, Bank of New York; secre- 

tary-treasurer, Charles E. G. Lloyd, secretary, Trust Division, New York State 
Bankers Association 


The Fund, the first mutual trust 
investment company in America, is 
expected to begin operations around 
May 1, with resources of several mil- 
lion dollars. It will provide a legal 
investment medium for trusts, es- 
tates, and guardianships admin- 
istered by the banks in the State of 
New York. 


Open-End Mutual Fund 


It is an open-end mutual fund 
which will operate on a nonprofit 
basis and without loading charges. 
In many respects it will resemble a 
common trust fund. This resem- 
blance is deliberate, for the Bank 
Fiduciary Fund is intended to offer 
common trust fund facilities to more 
than 200 of the smaller banks in 
the state. 

To put the fund into operation 
around May 1, officers and directors 
are now engaged in the selection of 
an institution to serve in the ca- 
pacity of custodian, investment ad- 
visor, transfer agent, registrar of 
the corporation, and depository of 
corporation funds. 

Directors of this new corporation 
serve without compensation. Besides 
Mr. Buek, Mr. Bliss, and Mr. Tre- 
man, they are: Robert M. Lovell, 
vice-president, The Hanover Bank, 
New York; Herbert A. Jones, vice- 
president, National Commercial 
Bank and Trust Company, Albany; 
William T. Haynes, vice-president, 
Marine Trust Company of Western 
New York, Buffalo; Frederick Hain- 
feld, Jr., executive vice-president, 
Long Island Trust Company, Garden 
City; Donal A. Moore, executive vice- 


president, Poughkeepsie Trust Com- 
pany; John G. White, vice-president, 
Security Trust Company, Rochester; 
Aurie I. Johnson, vice - president, 
First Trust and Deposit Company, 
Syracuse; and Robert F. Carpenter, 
vice-president, Watertown National 
Bank. 


Common Trust Fund Reports 


Tue Central Trust Company, Cin- 
cinnati, first bank in Ohio and 25th 
in the nation to establish a common 
trust fund, has reported on comple- 
tion of its 10th year of operation. 

Common Trust Fund ‘A’ at Cen- 
tral Trust began operation on De- 
cember 31, 1944, with 52 participat- 
ing trusts. At the end of 10 years it 
had 306 participating trusts. 

There are now 190 common trust 
funds in existence, including two in 
Hawaii and two in Canada. 


Joseph F. Ringland, president of 
Northwestern National Bank, Min- 
neapolis, said in his year-end state- 
ment that “continued growth in pen- 
sion and profit-sharing accounts has 
proved the soundness of establishing 
a separate unit to handle employee 
trusts.” Common trust funds con- 
tinued to grow during the past year, 
he said. 


Trust Conference 


Additional pictures from the 
A.B.A.’s Mid-Winter Trust Confer- 
ence and a digest of speeches may 
be found starting on page 72 of 
this issue. 
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Short-Term and Controlled Trusts 


NDER the 1954 Internal Revenue 

Code the rules for determining 
on the grounds of dominion and con- 
trol were brought together in subpart 
E of Subchapter J, said William E. 
Murray, chairman of the Committee 
on Income of Trusts, Estates, Bene- 
ficiaries, and Decedents, Section of 
Taxation of the American Bar Asso- 
ciation, at a two-day clinic in New 
York City. 

Mr. Murray was a member of a 
panel of 14 expert estate planners 
from the legal, banking, and insur- 
ance fields who analyzed typical es- 
tate problems for the 730 attorneys, 
trust officers, and others from 25 
states and the District of Columbia 
in attendance. 

The clinic was sponsored by the 
Practicing Law Institute and was 
devoted to a discussion of estate 
planning and replanning under the 
new code. Joseph Trachtman, of the 
New York Bar, was clinic chairman. 

Continuing, Mr. Murray said he 
felt this is a decided improvement 
over the collection of regulations, 
court decisions and statutes on this 
subject in the old code. He went on 
to state that “While the statutory 
criteria for determining taxability 
of grantors under the so-called Clif- 
ford doctrine of short-term trusts 
follow the pattern of the old regula- 
tions, there is a systematic easing 
of the more restrictive rules and a 
delineation between permissible and 
prohibited powers of grantors.” 

By way of further introduction, 
Mr. Murray added that there are 
several new terms designed to aid in 
brevity but not effecting a substan- 
tive change used in this new subpart. 


Reversionary Interests 


“The provisions of the new code 
differ from the Clifford Regulations 
in several important respects,” said 
Mr. Murray. “Section 673 (a) con- 
tains the general rule that a grantor 
is not taxable on income by reason 
of a reversionary interest in either 
the corpus or the income of an 
irrevocable trust unless the rever- 
sion may occur within 10 years 
(two years in the case of a charit- 
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able trust) from the date of the 
transfer in trust. In addition, sec- 
tion 673 (c) states that the grantor 
shall not be taxed merely because 
he has retained a reversionary in- 
terest which is to take effect at the 
death of the income beneficiary. 
And this is the case even if the 
life expectancy of the income bene- 
ficiary is less than 10 years at the 
date of the transfer in trust.” 


Power Over Beneficial Enjoyment 


In Mr. Murray’s view, section 674 
is by far the most important addi- 
tion to the law of taxation of income 
of trusts. In describing this provi- 
sion he stated that “It allows trus- 
tees, especially independent trustees 
as defined therein, to exercise wide 
powers to dispose of income within 
a family unit and the power to 
withhold income from or distribute 
principal to a certain member of 
that unit. Thus, substantial income 
tax savings are made available by 
providing through trusts for that 
whici: the grantor customarily pays 
out of his income for aged parents, 
grown children and the like. 

“It should further be noted that 
independent trustees may be granted 
these extensive discretionary powers 
without limitation by reference to 
any external standard. They alone 
may be granted unlimited discretion 
te ‘sprinkle’ trust income among 
named beneficiaries, or within a class 
of beneficiaries, or to terminate the 
trust at will be exercising a power 
to pay out corpus.” 


Administrative Control 
Over Trusts 


“A new concept given impetus by 
the 1954 Revenue Code is that the 
retention of certain administrative 
powers by the grantor or a non- 
adverse party, in any capacity, or 
of certain other administrative 
powers in a non-fiduciary capacity 
will, as a single factor, require that 
the grantor be treated as the owner 
of the trust. In general, the old 
conflict between regulations and case 
law has now been resolved with 
definite statutory rules which are 


more stringent than the case law 
but less strict than the regulations.” 


Trusts Taxable to Persons Other 
Than the Grantor 


Mr. Murray added that in this 
area the new law had somewhat ex- 
tended the old case law. He said 
that “now income may be taxed to 
a person other than the grantor, in- 
cluding a trustee with discretionary 
power to distribute income to his 
legal dependents for maintenance 
and support when such power is 
exercisable solely by such trustee.” 

He pointed out the ambiguity in 
the governing statutory provision, 
(section 678 (c)), which indicated 
that even a co-trustee might be so 
taxed, and recommended that the 
regulations when issued should be 
carefully examined to ascertain their 
effect. He advised those present 
that “old wills now need restudy 
to determine whether possible re- 
drafting or a change in trustees is 
required.” 


Conclusion 


In Mr. Murray’s words “the most 
obvious conclusion is that we now 
have a most complicated and de- 
tailed statutory pattern for the taxa- 
tion of short-term and controlled 
trusts. Its provisions are in some 
ways an alleviation and in some 
ways a tightening of the vast body 
of case law, regulations and scat- 
tered statutory provisions that for- 
merly governed this area. It ap- 
pears that the end result is an im- 
provement over the old law. 

Moreover, trust services offered 
by banks take on new importance 
as they can now be effectively used 
without the loss of the personal 
touch of a relative who can be 
joined with the bank to constitute 
an integral ‘independent’ trustee. 

It is also possible to set up simple 
reversionary trusts for persons of 
moderate wealth and be sure of 
80 cent dollars after taxes instead 
of 50 cent dollars without the fear 
of expensive litigation ever present. 

MARVIN L. MADESON 
Member, New York Bar 
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CALENDAR 


American Bankers Association 


Mar. 7 
Mar. 
Mar. 11 


Mar. 16-18 


Mar. 21-23 
Mar. 


Apr. 


May 
June 13-25 


Sept. 25-28 
Oct. 13-14 


Nov. 3-4 


National School Savings Forum, Statler 
Hotel, New York City 

Savings and Mortgage Conference, Stat- 
ler Hotel, New York City 

Graduate School of Banking, Spring 
Faculty Conference, Columbia Univer- 
sity Club, New York City 

Monetary Conference, Arden House, 
Harriman, New York 

Instalment Credit Conference, Jefferson 
Hotel, St. Louis 

Agricultural Commission Annual Meet- 
ing, Lafayette Hotel, Lexington, Ky. 

Executive Council, Spring Meeting, The 
aga White Sulphur Springs, 

. Va. ' 

American Institute of Banking Conven- 
tion, Miami, Florida 

Graduate School of Banking, 
University, New Brunswick, 

81st Annual Convention, Chicago, Ill. 

Western Regional Trust Conference, St. 
Francis Hotel, San Francisco. 

Midcontinent Trust Conference, 
Hotel, Houston 


Rutgers 


Rice 


State Associations 


Florida, Boca Raton Hotel, Boca Raton 

New Jersey, Public Relations School, 
Princeton University 

Georgia, Bon Air Hotel, Augusta 

Alaska, Elks Club, Ketchikan 

Louisiana, Buena Vista Hotel, 
Miss. 

New Jersey, Chalfonte-Haddon 
Atlantic City 

Oklahoma, Mayo Hotel, Tulsa 

Tennessee, Greystone Hotel, Gatlinburg 

North Carolina, The Carolina Hotel, 
Pinehurst 

Missouri, Muehlebach Hotel, 
City 

Delaware, du Pont Hotel, Wilmington 

Indiana, French Lick Springs Hotel, 
French Lick 

Ohio, Statler Hotel, Cleveland 

Kansas, Hutchinson 

South Dakota, Alonzo Ward Hotel, Aber- 
deen (Tentative date) 

Texas, Texas Hotel, Fort Worth 

Mississippi, Buena Vista Hotel, Biloxi 

New Mexico, La Fonda Hotel, Santa Fe 

Alabama, Buena Vista Hotel, Biloxi, Mis- 
sissippi 

South Carolina, Francis Marion Hotel, 
Charleston 

Maryland, Claridge Hotel, Atlantic City 

California, Fairmont Hotel, San Fran- 
cisco 

Pennsylvania, 
Atlantic City 

Arkansas, Arlington Hotel, Hot Springs 

North Dakota, Gardner Hotel, Fargo 

West Virginia, S. S. Queen of Bermuda, 
Cruise 

Utah, The Lodge, Sun Valley, Idaho 

Wyoming, Sheridan 

ene, Equinox Hotel, Manchester, 

Oregon, Empress Hotel, Victoria, B. C. 

School of Banking of the South, 
Louisiana State University, Baton 
Rouge, La. 


Biloxi, 


Hall, 


Kansas 


Chalfonte-Haddon Hall, 


June 
June 


June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 


June 


8-10 
8-12 


9-11 
10-11 
10-11 
12-14 
13-15 
15-17 
16-18 
16-18 
17-18 
19-21 
20-22 
20-26 
24-25 
24-26 


30- 


July 2 


Aug. 


22- 


Sept. 3 


Apr. 


Apr. 


Apr. 


Apr. 


Apr. 


May 
May 


May 


July 


24- 


Aug. 6 


Aug. 
Oct. 
Oct. 
Oct. 


7-19 
9-13 
13-16 
26-29 


Oct. 31- 


Nov. 
Nov. 


Nov. 3 


13-16 
14-18 


Illinois, Jefferson Hotel, St. Louis, Mo. 

Dist. of Columbia, The Homestead, Hot 
Springs, Va. 

Massachusetts, 
Swampscott 

*New Hampshire, Hotel Wentworth-by- 
the-Sea, Portsmouth 

*New Hampshire, Mutual Savings, Hotel 
Wentworth-by-the-Sea, Portsmouth 

Idaho, The Lodge, Sun Valley 

Minnesota, Radisson Hotel, Minneapolis 

New York, Lake Placid Club, Lake 
Placid 

Colorado, Glenwood 
Springs 

Montana, Canyon Hotel, 
National Park 

Vermont, Equinox House, Manchester 

Washington, Davenport Hotel, Spokane 


New Ocean House, 


Colorado Hotel, 


Yellowstone 


Wisconsin, Schroeder Hotel, Milwaukee 

Virginia, The Homestead, Hot Springs 

New Jersey Mutual Savings, Monmouth 
Hotel, Spring Lake 

Maine, Poland Spring House, Poland 
Spring 

Michigan, Hotel Statler, Detroit 


Wisconsin School of Banking, University 
of Wisconsin, Madison 
*Joint convention 


Other Organizations 


Independent Bankers Assn., New Willard 
Hotel, Wiashington, D. 

Sixth Southern Regional " Convention, 
National Association of Bank Audi- 
tors and Comptrollers, Broadview 
Hotel, Wichita, Kans. 

Pacific Northwest Conference on Bank- 
ing, State College of Washington, 
Pullman, Wash. 

Sixth Northern Regional Convention, 
National Association of Bank Audi- 
tors and Comptrollers, French Lick 
Springs Hotel, Ind. 

Twentieth Eastern Regional Convention, 
National Association of Bank Audi- 
tors and Comptrollers, Hotel Casey, 
Scranton, Pa. 

American Safe Deposit Association 
Hotel John Marshall, Richmond, Va. 
Bankers Association for Foreign Trade, 

Cavalier Hotel, Virginia Beach 

National Association of Mutual Savings 
Banks, Chalfonte-Haddon Hall, At- 
lantic City, N. J. 

Ninth Western Regional Convention. 
National Association of Bank Audi- 
tors and Comptrollers, Hotel Utah, 
Salt Lake City 

School of Financial Public Relations, 
FPRA, Northwestern University, Chi- 


cago 
School of Consumer Banking, University 
of Virginia, Charlottesville 
National Association of Bank Auditors 
and Comptrollers, Denver, Colo. 
National Association of Bank Women, 
Westward Ho Hotel, Phoenix 
Consumer Bankers Association, Hotel 
Sans Souci, Miami Beach, Fla. 
Mortgage Bankers Assn. of America, 
a and Biltmore Hotels, Los An- 
eles, C 
Robert Mn Associates, Dallas, Texas 
Financial. Public Relations Association, 
Beach Hotel, Hollywood, 
a. 
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17-19 
Apr. 5-7 
Mar. 24-26 
Apr. 12-14 
Apr. 21-23 Hm 3-6 
Apr. 24-26 
May 4-6 
mm 7-8 
May 5-6 
May 
May 8-10 17-20 
8-10 
May 12 24-27 
May 11-12 
May 11-13 i 
May 12-14 
May 13-14 9-11 
May 15-17 | 16-18 
May 16-18 
Mav 19-20 
May 19-20 23-25 
May 19-21 
May 20-24 i 
May 22-24 | 
May 22-25 
May 23-25 
May 27-28 
May 28- 
June 2 
June 3- 4 
June 3- 4 
June 4 
June 5-7 
June 5-18 
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Airtemp Air Conditioning means more business for BANKS 


Air Conditioning 


COSTS LESS to install « to operate « to maintain 


Even if you now own air conditioning you should 
read these facts on Airtemp Waterless (air-cooled) 
air conditioning. They may save you money. 


COSTS LESS TO INSTALL—these new packaged 
air conditioners don’t use even one drop of water 
so you save on plumbing costs. No cooling tower 
or evaporative condenser either. 


COSTS LESS TO OPERATE—uses only electricity. 
No water bills to pay. The condenser retains its 
high efficiency because it’s air-cooled. 


COSTS LESS TO MAINTAIN—no water to lime the 
piping or to leak. Maintenance limited to oiling 
fan motors and cleaning air filters when dirty. 


You can forget all about increases in water rates 
and restrictions on the use of water, too, when 
you get Airtemp Waterless air conditioning. 


This new advancement in air conditioning is 

built and backed by the world’s largest manu- 

facturer of Packaged air conditioning, Airtemp 
5 H.P. waterless model—one of four models. A size Division of Chrysler Corporation. Call your 
to suit almost every air conditioning requirement. Airtemp dealer—he’s in the Yellow Pages. 


DIVISION OF CHRYSLER 


AIR CONDITIONING e HEATING FOR HOMES, BUSINESS, INDUSTRY 
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Announcing 
“FINANCIAL DIGEST” 


.. anew feature of “THE McCRAW-HILL DIGEST.” It is of major 


interest to banks and financial institutions doing business abroad. 


WHAT IS “FINANCIAL DIGEST’? 


Effective with its April, 1955 issue, “THe McGraw-HILi Dicest” 
will publish a new editorial feature. This new section will be entitled 
“Financial Digest.” 

This section will bring to business and industrial leaders through- 
out the globe condensed trend information on American financial 
matters. The material to be published will be digested from such pub- 
lications as “Business WEEK,” “AMERICAN BUSINESS,” and others. 

It will be designed to supplement economic and news information 
available to executives from many American and foreign sources. 
“Financial Digest” will keep readers informed of the reasons for im- 
portant U.S. financial developments and the forces which caused them. 


WHY IS “McGRAW-HILL DIGEST” PUBLISHING IT? 


The “McGraw-HIi.u Dicest” is the leading American business maga- 
zine for the foreign business executive. It is published in English and 
sold by subscription only and only to qualified business executives. 

This publication offers a truly unique service. It digests material 
from 45 American business, technical, and industrial magazines. It 
is therefore particularly well-equipped to answer the great overseas 
demand for American business and financial information. 

It brings to the foreign field the prestige and business knowledge 
of McGraw-Hill, the leading publisher of business information. 


VALUE IS THIS SERVICE TO YOU? 


This new “McGraw-Hitu Dicest” service is of great value to banks 
doing business overseas. It provides you with another indication of 
the interest of foreign businessmen in American financial develop- 
ments. It makes the “Dicest” more than ever the leading medium 
for presenting your services to management men all over the world. 

For the institution that does not have foreign branches or cor- 
respondents, the “Dicest” is also uniquely valuable. Through adver- 
tising in “DicGest” you can reach men who do business in America 

. who travel in America . . . who are actively seeking financial in- 
formation about America. Your opportunity is to inform these men 
of the scope of your operations and invite their patronage when they 
visit America. 

* * * 

Inquiries are invited concerning advertising in the “McGRAW- HILL 
DIGEST.” Address: Charles S. Mill, Publisher, McGRAW- HILL DI- 
GEST, 330 West 42nd Street, New York 36, N. Y., or contact your 
nearest McGraw-Hill district office. 


McGRAW-HILL 


ge | tp EK a T 330 WEST 42ND STREET, NEW YORK 36, N. Y. 


Bankers View the 


Future 
(CONTINUED FROM PAGE 18) 


WITH QUIET CONFIDENCE 


The Bank of Toronto, Canada: B. 
S. VANSTONE, president. 


Thoucu our development may grad- 
ually render us less vulnerable to 
events in our neighbor Republic, we 
are still in a position to be substan- 
tially affected. Hence if the many 
forecasts of business once more mov- 
ing upward in the United States are 
correct, we cannot but be benefited. 
Europe’s growing prosperity, too, 
must improve our opportunities for 
marketing our foodstuffs and raw 
materials. . . . As we approach the 
end of 1954, let us be thankful that 
for the majority of Canadians it has 
been a reasonably prosperous year; 
and let us face 1955, not indeed with 
complacency, but with quiet con- 
fidence. 


MODERATE IMPROVEMENT 

Anglo California National Bank, 
San Francisco: PAUL E. Hoover, 
president. 


Aste students of business and eco- 
nomics now forecast a moderate im- 
provement during 1955. They find 
evidences of the health of the do- 
mestic economy in the large employ- 
ment totals, the stability of prices 
generally, the large proportion of 
national income represented by sav- 
ings, the stability of farm income at 
relatively high levels, and the ex- 
pectation of a continued high level 
of activity in the construction indus- 
try. 


UNANIMOUSLY OPTIMISTIC 

First National Bank in Houston: 
J. T. ScorTt, chairman, advisory 
committee; F. M. Law, board chair- 
man; JOHN H. FREEMAN, vice-chair- 
man. 


For what it may be worth, the 
economists and heads of business 
throughout the nation seem to be 
unanimously optimistic about 1955. 
.. Without doubt 1954 has been the 
bank’s best year. There are good 
reasons to expect 1955 to be even 
better. 


The only young lady who knows 
whether gentlemen prefer blondes 
or brunettes is one who has had ex- 
perience in both capacities. 
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all around the town 


East Side, West Side—piers, hun- 
dreds of them, provide New York 
with the greatest harbor facilities 
in the world. Ocean-going vessels, 
docking at the rate of 12,000 a 
year, have made the Port of New 
York a gigantic funnel through 
which pours about half of Amer- 
ica’s trade with the rest of the free 
world. 


It’s no accident that the finan- 
cial and shipping districts are lo- 
cated side by side in downtown 
Manhattan: they work hand in 
hand. The “Big Three” of foreign 
commerce—the importer, the ex- 


March 1955 


porter and the transporter—all 
depend upon commercial banks 
that are organized to serve the 
financial interests of customers on 
a national and international scale. 


Such a bank is Chase National 
with headquarters in the center of 
New York’s financial and ship- 
ping districts. From here, Chase 
service reaches out through its 
correspondent banks (the most 
extensive system in the U. S.) into 
all 48 states. Overseas, Chase has 
branches and representatives’ off- 
ces in Europe, the Far East and 
Latin America and, in addition, 


maintains close working relation- 
ships with leading banks in the 
markets of the world. 


If you have a foreign trade problem, 
why don’t you talk to the people 
at Chase? 


THE 


hase 


NATIONAL BANK 
OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 
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REPRESENTATIVES IN UNIFORM 
...at terminals abroad! 


At principal docksides, airports, and rail terminals 
abroad, American Express’ uniformed interpreters help 
your customers with passports, visas, and travel regu- 
lations. Just another American Express Service ...and 
another reason why American Express Travelers Cheques 
sales reached an all-time high in 1954. 


Additional services include: 


e Instant Acceptance—with no questions asked! 

e On-the-Spot Refunds-—in case of loss or theft! 

e Exchange of Travelers Cheques—without charge! 
e Travel Information—throughout the free world! 
e Mail Service—at all American Express offices! 


AMERICAN EXPRESS DOES MORE FOR YOU 
BY DOING MORE FOR YOUR CUSTOMERS 


Travelers 


Cheques 


BANKING 
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News for Mortgage 
Credit Men 


(CONTINUED FROM PAGE 91) 


other banks,” said President Perry. 

“Similarly, the keysort records 
were specially designed after pro- 
longed study to include the particu- 
lar analysis items we thought most 
worth while. 

“The most striking changes were 
in our indexing and tax payment 
files. We devised a system which, so 
far as we can learn, was not in use 
anywhere else. 

“In one set of filing drawers we 
have a name index and our tax 
cards. The name index carries the 
names, arranged alphabetically, in 
the Chaindex visible, horizontal sys- 
tem. In addition to the name of the 
borrower these cards carry the ad- 
dress of the property, account num- 
ber, and day of the month on which 
payments are due. 


Second Index 


“The tax cards provide a second 
index in the same form, except that 
they are arranged alphabetically by 
streets in an alphabetical grouping 
of localities. Each address in this 
file has a pocket attachment in 
which the tax card is inserted. 

“The main part of the system con- 
sists of a separate tax card for each 
mortgage, which carries all the data 
normally required for all operations 
except accounting. Thus the card 
shows the name, address, monthly 
tax payment, and amount over or 
short for the current year’s bill. Also 
shown are the amount of taxes, date 
paid, square foot area, and assess- 
ment for any given year. 

“The outstanding value of this file 
is that it shows instantly and auto- 
matically the exact status of the tax 
payments of every mortgage in the 
file. On the visible margin appears 
the name and account number. By 
means of red Graph-A-Matic sliding 
signals even the most cursory glance 
shows whether or not the bill has 
been received, partly paid or fully 
paid, whether the first or second fol- 
low-up letters have been sent out, 
and whether, in response to them, 
the tax money has been received. 

“We use a buff card for those who 
are to pay their own taxes, and a 
blue one where we are collecting the 
funds and are to pay ‘the tax. A 
small hole in the visible portion of 
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You Can Give Customers ON-THE-SPOT 
Delivery Of Printed Checks 


*“PUSH-BUTTON” IMPRINTER. 
The speed of the fully 


automatic, “push-button” 
ThriftiCheck imprinter 
makes it ideal for high 
volume production. 


MANUAL IMPRINTER 


For normal requirements 
up to high volume usage, 
ThriftiCheck’s manual im- 
printer admirably serves 
many client banks. 


When Opening Accounts—names can be set in a permanent 
tube, checks printed, and checkbook prepared ready for use in 
only two minutes. 


When Customers Reorder—ThriftiCheck’s exclusive Name 
Tube Library gives instant access to every imprinting tube. Re- 
orders can be processed in less than one minute. 


In addition to all operating supplies, ThriftiCheck furnishes a con- 
tinuous flow of advertising materials, a periodic roundup of promotional 
ideas, and competent counsel on internal operating techniques. No other 
special checking account plan is as well rounded—none so complete! 


THRIFTICHECK SERVICE CORPORATION 
100 Park Avenue, New York 17, New York 


Scudder cae = Prospectus on request: 


10 Post Office Square 
Boston 9, Massachusetts 


S teven S | i 2 One Wall Street 


New York 5, New York 


C ark 117 South 17th Street 


Philadelphia 3, Pa. 


ESTABLISHED 


KF d | IN 1928 8 So. Michigan Avenue 
un nec Chicago 3, Illinois 
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the card shows the color of the card 
without lifting it. As a result, a 
whole drawer can be scanned with- 
out touching a single card. 


H th “The tax payment control portion 
Are you planning to enter e is compact, easily referred to and 


provides instant, at-a-glance check- 


| ing of delinquencies. The mortgage 
ome analysis card gives us speedy analy- 
Ld ses of our entire portfolio broken 


down into any combination of data 
. which we think we are likely to 
If so, would you like: | want. The machine posting substi- 


tutes a clear, uniform, printed rec- 
—Help in establishing a simple, yet adequate, rate ord for handwritten records, is self- 
chart? | proving, and quicker to audit. 
“The actual transfer of the data 
—A clear, concise explanation of Skip and Conversion to the new cards was done by Rem- 
coverage? ington Rand installation people who 
took complete charge of the change- 
—To know about all insurance coverages available for over and did the whole job swiftly, 
your protection? efficiently and economically, with al- 
most no disturbance or interruption 
—To discuss this whole subject with no obligation on of our regular work. They typed all 
your part? the new inserts and tax cards, in- 
stalled them, and showed our clerks 
Our representative would be glad to call on you, but the correct operation of the file. 
only at your invitation. Or, stop and see us in our booth “They also handled the changes in 
at the National Installment Credit Conference in St. the mortgage bookkeeping part of 
Louis, March 21, 22, and 23. the operation from hand posting to 


| machine posting. The installation 
and analysis experts took the infor- 
mation from the old cards and post- 
ed it to the new ledger cards, and 
also to new analysis cards.” 


The “President’s Night Dinner,” high- 


D light of the silver anniversary of the 
Savings Bank Women of New York City, 
AJ attracted 815 guests—savings bank wo- 


men and men, including 37 presidents 
from banks in the Greater New York 
1180 NatTionaL Bank BuILpING area. 

Millicent A. Trichler, assistant secre- 
Detroit 26, MicHIGAN tary, Dollar Savings Bank, and chair- 
man, A.B.A. Committee on School Sav- 
ings Banking, is also president of Sav- 
ings Bank Women. Miss Trichler is 
shown about to cut the 25th anniversary 
cake. At right, C. G. Michalis, chair- 
man, The Seamen’s Bank for Savings, 
and vice-chairman, Savings Banks Asso- 
ciation of the State of New York. 


Serving the insurance needs of the Mobile Home 


Financing Industry has been our privilege for 18 years 


CANADA'S 
FIRST 
BANK 


COAST-TO - COAST 


Bank or MonTREAL 


New York--64 Wall Street San Francigco--333 California Stieet 
Chicago: Special Representative’s Office, 141 West Jackson Bivd. 


625 BRANCHES ACROSS CANADA + RESOURCES EXCEED $2,500,000,000 
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THE PROVIDENT TRUST 
CO., Pittsburgh, Pa. has 
a complete National 
System, finds that it has 
speeded up and in- 
creased the efficiency of 
their whole operation— 
while saving them 
$25,000 a year. 


MR. A. W. CHARLTON, 
Executive Vice Presi- 
dent, tells in his letter 
below how Nationals 
have mechanized the 


Provident Trust. 


THIS BATTERY of National Tellers machines speeds service to customers, while giving the Provident Trust Co. 
tight control and up-to-the-minute information on accounts serviced. 


“Our 15 Machines 
save us *20,000 annually... 


return 40% every year on equipment investment!” 


—Provident Trust Company, Pittsburgh, Pa. 


*"We began a long range replacement 
and modernization program in April 
1950,” says Mr. Charlton. ‘Since 
that time we have installed ten Na- 
tionals for bookkeeping, proof, ac- 
counting and window posting. In 
addition, we installed five tellers ma- 
chines for customer service. 
“During the approximate four 
years of the application and operation, 
we have been able to reduce our em- 
ployee force from a total of thirty- 
seven to the present total of thirty- 
one. Our employee overtime has been 
reduced by at least 75%. Tellers are 


balanced out, locked up and on the 
way home by 3:30 (one-half hour 
after closing). The daily Statement of 
Condition is in the hands of officers 
at 3:45 (forty-five minutes after 
closing), as a general rule. Peak loads 
are almost unknown. We estimate 
that our Nationals are saving us 
$25,000 annually, thus returning 40% 
every year on our equipment invest- 
ment.” 

In your bank, too, National Ma- 
chines can cut costs, speed up and 
increase the efficiency of your opera- 
tion. And at a saving that allows the 


equipment to pay for itself in a 
surprisingly short time. Your nearby 
National representative, a trained 
systems analyst, will be happy to 
make a survey of your operation and 
show you how much Nationals can 
save you. There is no obligation, of 
course. He is listed in your classified 
directory. Call him today. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 
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(CONTINUED FROM PAGE 42) 


Democratic Administration will be 
disbursing the funds. 

So for the near-term a Federal 
spending level of upwards of $62- 
billion looks likely. For the long- 
term, it is a different story. Once 
new objects of welfare get on the 
books, the pressure to provide funds 
for them becomes irresistible. Be- 
sides roads, the Administration is in 
apparent competition with congres- 
sional Democrats to. see which shall 
be first to provide Federal funds to 
build schools. 

From 1957 and thereafter, espe- 
cially with the new device of spend- 
ing outside the budget and the legal 
debt limit, the United States may 
wonder why it used to look at the 
French Chamber of Deputies and 
criticize it for fiscal irresponsibility. 


Broad Mortgage Insurance 

With the Presidential backing of 
the idea of extending the scope of 
Government “insurance” of loans, 
the Department of Agriculture 
shortly will ask for an even greater 


SEND FOR OUR TRIED AND 


TESTED BUSINESS BUILDER PLAN 


extension of the insurance of loans 
of the Farmers Home Administra- 
tion. 

Under farm-FHA, the Government 
now insures 40-year loans to 90% 
of the long-term value of farms. Un- 
der the present plan, however, the 
farmer goes to a bank, with farm- 
FHA approval, and actually applies 
to the bank. When the bank agrees 
to disburse the loan, farm-FHA en- 
ters into a firm contract with the 
bank to take the loan off the latter’s 
hands in 10 years, if the bank de- 
sires. Thus a bank in effect is com- 
mitting itself only to a 10-year loan, 
and the problem of where to raise 
funds to take over these mortgages 
is left to a future Congress. 

The new scheme under considera- 
tion will change this. Farmers Home 
will make the farmer the mortgage 
loan out of the proceeds of the mort- 
gage “insurance fund.” Then Farm- 
ers Home will endorse the farmer’s 
note and ‘“‘sell” it to the bank or in- 
surance company. The return to 
banks will be 314%, it is planned. 

Purpose of this stratagem is to 
evade the provisions of banking laws 
restricting bank investments in 
mortgages. It is believed by the 


Farmers Home Administration that 
the Comptroller will rule that such 
farmers’ mortgage notes, under this 
procedure, are legally Government- 
guaranteed investments and not 
mortgages as such. Hence they will 
not fall within the limits on bank 
lending on mortgage security. In 
any case the new law can legalize 
this evasion. 


Insure Production Loans 


A second phase of the scheme is to 
provide that Farmers Home loans to 
farmers for production purposes 
shall also be “insured.” Such loans 
may run to 7-year terms. 

In 1954 Congress, by passing the 
amendments to the so-called “Water 
Facilities Act,” greatly expanded the 
scope of the loan insurance mech- 
anism. While the amendments ex- 
tended the benefits of water facili- 
ties loans to the entire United States 
and raised the amount which could 
be loaned, the act actually did much 
more. 

What these amendments did was 
to provide that loans of a liberal 
character for soil conservation, pas- 
ture improvement, and farm affor- 

(CONTINUED ON PAGE 105) 


We Have The Key To More 
Volume For Your Bank 


Credit Life Insurance, as created by our Society, 
will unlock the doors to more Loan and Time 
Sales volume for your bank. It’s a good will 
and volume builder. Surveys show 7 out 

of 10 bank customers want this pro- 

tection which provides immediate 
cancellation of the indebtedness in 

case of death of the borrower. 


Mail the coupon today for 
complete details. 


-==MAIL THIS COUPON TODAY---- 


BANKERS SECURITY LIFE INSURANCE SOCIETY 
103 Park Avenue, New York 17, N. Y. 


In addition to providing the original 
and finest Credit Life Plan, every month 
we offer to banks, tested business build- 
ing plans for every department. If you 
would like a copy of the current issue 
of our “BUSINESS BUILDER” with- 
out cost or obligation, send for it NOW. 


Please send us complete information about your 
Protected Loan Plan. 


Name of Firm 


Address 
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Bank financing 
helped this 


brosler grower 


prosper! 


MR. AND MRS. BIERBAUM PLAN FOR THE FUTURE 


J ust two years ago, Mr. and Mrs. C. H. Bierbaum, 
Route No. 1, Montgomery, Michigan, obtained 
a loan for broiler production from The First 
National Bank of Fremont, Indiana. Today, the 
Bierbaums have paid for all of their broiler 


equipment and have additional money saved 


from the birds they have produced. They have 
made a profit on every broiler raised on the 
Purina Broiler Program. 


Thanks to the careful supervision of their local 
Purina Dealer and the loan from The First 
National Bank of Fremont, this Michigan farm 
couple has made additional profits from their 
60-acre farm and brought more prosperity to 
the trade territory. 


For additional information about profitable 
poultry and livestock financing you will want to 
visit with our Purina Salesman serving your 
trade area. He is a businessman and knows how 
feeding operations of Purina customers in the 
area he covers are currently financed. If you don’t 
know his name and address, to invite him to drop 
in and see you, write Ralston Purina Company, 
1605 Checkerboard Square, St. Louis 2, Mo. 


RALSTON PURINA COMPANY 
St. Louis 2, Mo. 


BANKER LIKES 
BROILER FINANCING 


“Careful supervision of the flocks by the local 
Purina Dealer is the principal reason I have 
financed broiler growers,” says Mr. Wayne Sidel, 
Cashier, The First National Bank of Fremont, 
Indiana. Mr. Sidel (above) is talking with Purina 
Dealer Clark Holtzman, of the Holtzman Hatch- 
ery, Angola, Indiana. 

“We financed the first Purina-fed broiler flock 
in February of 1954,” says Mr. Sidel. “To date, 
we have increased that service to 15 growers. 
Collections are simplified because of the fine job 
of supervision by the Purina Dealer. This super- 
vision is the principal reason we have financed 
broiler growers in this area. 

“I recently directed a potential broiler grower 
to the local Purina Dealer because of the suc- 
cess we have had financing Purina broiler 
growers through the cooperation of the local 
Purina Dealer. 

“It is my feeling you can’t beat the Purina broiler 
financing program. It protects the feeder, the 
Purina Dealer and the banker as well.” 


PARTNERS IN PROSPERITY 


'HOWS 


© 
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(CONTINUED FROM PAGE 103) 
estation could also be made by 
Farmers Home, and— 

The new act sets up an insurance 
scheme, which gives the act a great 
long-term significance. 

As now operated, farmers go to 
Farmers Home for such loans, get 
Farmers’ Home approval, and make 
out their notes at Farmers Home of- 
fices. When the project is all set up, 
then Farmers Home takes the note 
over to a bank with its endorsment 
and gets bank funds. Farmers Home 
even services the loans. 

What the Department of Agricul- 
ture is planning for its production 
loans, heretofore held down in vol- 
ume by the unwillingness of either 
Congress or the Administration to 
appropriate substantial sums for 
these direct production loans, is 
much the same. It is possible, how- 
ever, that Farmers Home will in this 
case permit banks to service these 
loans themselves. This will offer the 
banks the bait of having a chance to 
develop into bank clients those cus- 
tomers of Farmers Home. It is ex- 
pected that the returns to banks will 
be 3% on these production loans. 

In legal theory, Farmers Home is 
not available to any farmer who can 
get adequate credit accommodation 
elsewhere. However, once these 
broad powers are on the books, the 
banks will be hostages to politics. A 
radical future Congress simply can 
wipe out the limitation on refusal of 
adequate credit accommodation else- 
where, or a future Federal Admin- 
istration can take a most liberal view 
as to what is adequate credit accom- 
modation, leaving both the commer- 
cial banking system and the Farm 
Credit system behind the 8-ball. 


Make Banks Sub-Treasuries 


It is understood that in the near 
future Secretary Benson of the De- 
partment of Agriculture will back 
this scheme and on his own initiative 
ask Congress to approve it. 

Together with other manifesta- 
tions of the proliferating trend to- 
ward Government “loan insurance,” 
it is possible to see the day when the 
basic character of the banking sys- 
tem will come to be more and more 
a subsidiary of the United States 
Government. An increasing volume 
of loans by banks will be “riskless,”’ 
with guaranteed returns. This “risk- 
less” and “guaranteed return” con- 
cept on loans has already placed the 
home-building industry upon a posi- 
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tion of considerably obvious depend- 
ence upon Government. If Govern- 
ment even considers tightening 
credit, the building industry as a 
whole goes into a panic, for just 
about half of home mortgages are 
Government-sponsored. 


Under this system, banks will be 
helpless in selecting individual credit 
risks. They will have to depend upon 
the generosity of the current Gov- 
ernment to provide them with an 
adequate return on such guaranteed 
loans. And their funds available for 


“VERIFICATION CAN BE EASY... 


If verification means EXTRA WORK 
and more EXPENSE to you... % 
then you'll like the ease and efficiency of our . 
VERIFICATION MAILERS 


Verification Form slips easily 
into typewriter 


Printed message with space for 


addressing 


ewe Return envelope can’t be lost .. . it 
stays attached until used by customer 


Entire unit mailed in window 


envelope 


WE HAVE FOUR OTHER VERIFICATION 
SYSTEMS TO CHOOSE FROM 


Send for complete kit 


CURTIS 1000 INC. 


HARTFORD. CONN ST. PAUL, MINN 


YOU'RE 
OUR 
BUSINESS 


In addition to providing the perfect haison 
system for mortgagee-dealer relations, 
Foremost Insurance Company —special- 
ists in mobile home insurance— provides 
a Vendors’ Single Interest plan protect- 
ing your interest in the chattel every 
minute there is an unpaid balance 
Contact your Foremost agent today 
for full details, or write, wire or phone: 


FOREMOST 
INSURANCE 
COMPANY 


Grand Rapids 3, Mich. 


CLEVELAND, O 


ATLANTA, GA HOUSTON. TEX 


Shortages 
occur in the 
property accounts 


e A check of the proper- 
ty accounts against the 
property itself frequent- 
ly reveals substantial 
unrecorded deductions. 


Such unexplained short- 
ages may be prevented 
through Continuous 
American Ser- 
vice which keeps the © 
property record in line 
with the property facts. 


The AMERICAN 
APPRAISAL 


Company 


Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 


105 


(racg POST-ALL 


INSTALMENT LOAN accounts 
Posting of payments 
Automatic computation and printing of 
amount past due 
: Dollar total of amount past due 
Assessing of late charges 
c selectior of accounts past due 


“plus 
unequaled Mosler 


fire protection™ 


Craig Post-All operated 
in the Craig-Mosler File, 
provides more benefits 
than any other system for 
controlling instalment loan 
accounts. For complete 
information write for the 
POST-ALL brochure, or 
phone Danvers 1870. 


*Meets all Underwriters’ Laboratories 
“C" Label for tests one-hour 
fire protection, impact, burglary, etc. 


individual customers on a selected 
credit risk, selected supply and de- 
mand interest basis, will be propor- 
tionately narrowed. 

It is possible, when the new wel- 
fare programs of the present, recent 
past, and near future begin to take 
hold, that banks will take on more 
and more the character of sub-trea- 
suries of the United States, and have 
less and less of the character of in- 
dependent banking institutions. 


"Liberals" Given 
Committee Assignments 


There is a definite orientation to- 
ward “liberalism,” as that once-re- 
spectable term has come to be inter- 
preted in the last two decades, 
among the members of congressional 
committees dealing with banking 
and economic matters. There is, for 
instance, the Joint Committee on the 
Economic Report. 

Its leading “‘liberal’’ is, of course, 
the new chairman, Senator Paul H. 
Douglas (D., Ill.). Senator Douglas 
is known for his conduct of the 
1949-50 Economic subcommittee 
study on monetary and debt manage- 
ment problems. Senator Douglas be- 
came a strong advocate of Federal 
Reserve independence of Executive 
domination. In fact, he recom- 
mended that, if it were necessary to 
free the Reserve System and to com- 
bat inflation, a rise in interest rates 
on Treasury issues should be per- 
mitted. This vigorous stand the II- 
linois Senator ignored when he was, 
in 1953, faced with the actual appli- 
cation of that policy, and it became 
Democratic party policy to call this 
“hard money.” 

Senator Douglas also will be re- 
membered as the individual on the 
Senate Banking Committee who pro- 
posed the condition, subsequently 
voted, that, before passage of any 
legislation permitting a substantive 
reduction in the premium cost of 
Federal Deposit Insurance, the FDIC 
should pay interest on its use of 
Treasury capital. This made FDIC, 
perhaps, the only agency which re- 
paid its capital—and with interest. 

Others on the Joint Economic 
Committee usually classified by ob- 
servers as “liberals” include, of 
course, Rep. Wright Patman (D., 
Tex.), Senators John J. Sparkman 
of Alabama, J. W. Fulbright of 
Arkansas, and Joseph C. O’Mahoney 
of Wyoming, and Senator Ralph 
Flanders of Vermont, Republican. 


FIRST SHOWING AT THE INSTALMENT CREDIT CONFERENCE, HOTEL JEFFERSON, ST. LOUIS, MARCH 21-23 (CONTINUED ON PAGE 108) 
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| 
for 
[| “Machine-printed collection letter or status sheet 
[Automatic trial balance 
ALL INA SINGLE OPERATION — on account 
| records housed in a single file. Peaks are 
| eliminated — delinquencies audit-controlled 
- — operating costs cut, up to 50%. 
files DANVERS, MASS. 


HOW THE 
PITTCOMATIC 
OPERATES: 


Hydraulic power is sup- 
plied by the power unit 
to the hinge under the 
door through 34” copper 
lines. This unit is activated 
by a 10-volt circuit in the 
handle (or mat) which 
passes through the control 
box and activates the 
power unit. Adjustments of 
the action are readily 
made. The Pittcomatic is 
safe; it’s easy to install 
and maintain. 


Architects: 

Robert and Company 
Associates, 

Atlanta, Georgia 


An “open door” policy that pays big dividends! 


When you modernize your bank entrance 
with a Pittcomatic installation, you not only 
please your old customers and expedite traf- 
fic, but you also attract new business in every 
department. This has been the experience of 
bankers all over the country. 


And it’s easy to understand why this is so: 
You give your entrance a new, progressive 
feeling. People like to do business with a 
bank that is inviting and pleasant. What’s 
more, the Pittcomatic—recognized as “the 


nation’s finest automatic door opener” —oper- 
ates so easily that doors open at a touch. 


In the Pittcomatic you have a compact 
unit, operating on a simple hydraulic prin- 
ciple, as shown by the diagram above. No 
critical adjustments are involved. No atten- 
tion is required, once the controls are set. It 
is a double-acting power hinge, entirely self- 
contained, and without visible operating 
mechanism. Its one-third horsepower motor 
runs on 110-volt house current; consumes no 


PITTCOMATIC’ 


-.. the nation’s finest 
automatic door opener 


PAINTS - GLASS 


PITT SQ GH 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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CHEMICALS - 


PLATE 


BRUSHES - PLASTICS 


Gian S'S 


more electricity than a conventional home 
refrigerator. And it is available either for 
handle or mat operation. 


We suggest you fill in and return the cou- 
pon for complete information. There is no 
obligation on your part. 


Pittsburgh Plate Glass Company 
Room 5205, 632 Fort Duquesne Blvd. 
Pittsburgh 22, Pa. 


Without obligation on my part, please 
send me complete information on the 
Pittcomatic door opener. 


FIBER GLASS 


COMPANY 
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Let this 
Machine 

Type Your 
Repetitive 
Correspondence 


Auto-typist 5100 
—one of six 
available Models 


Automatic Typing can Slash 
your Correspondence Costs 


With well over half of the 
standard office correspond- 
ence falling into the routine 
category, why not have a 
machine do this typing? The 
Auto-typist method of pre- 
composed letters or para- 
graphs offers a definite saving 
to every aggressive organiza- 
tion. 

Auto-typist machines, oper- 
ating any standard office type- 
writer, can produce neat error- 
free personal lettersat24% 
times the speed of your fast- 
est typist. 

Let us show you how Auto- 
typist can cut your typing 


costs. Mail coupon and we'll 
send you full information. 


American Automatic Typewriter Co. 
Dept. B-3, 2323 N. Pulaski Road 
Chicago 39, Illinois 


Name. 


Company & Title. 


(CONTINUED FROM PAGE 106) 


“Liberal” Representatives on the 
committee are Richard Bolling of 
Missouri and Augustine B. Kelley 
of Pennsylvania, Democrats. 

Other members of the committee 
are Senators Arthur V. Watkins of 
Utah and Barry Goldwater of Ari- 
zona, Republicans, and Representa- 
tives Wilbur D. Mills of Arkansas 
(a Democrat) and Jesse P. Wolcott 
of Michigan and Henry O. Talle of 
Iowa, Republicans. 


Uses "Panels" of 
Professors 

The literal function of the Joint 
Committee on the Economic Report 
is to review the recommendations on 
an economic and fiscal character in 
the President’s Economic Report and 
suggest approval or modifications. 

In practical fact the Economic 
Committee has little legislative in- 
fluence. The subjects of its recom- 
mendations are all under the juris- 
diction of other committees, such as 
Finance, Banking, Public Works, and 
Appropriations. These legislative 
committees, however, seldom heed 
any of the recommendations of the 
Economic Committee as such. As 
a matter of fact, the latter commit- 
tee is specifically barred by law from 
initiating and piloting legislation 
through Congress. 

This means that the factual func- 
tion of the committee has become 
advisory, with comparatively little 
note being taken by other commit- 
tees of its advice. 

On the other hand, the committee 
did become a public forum before 
which leading Administration offi- 
cials used publicity to debate with 
members of Congress on the wisdom 
of governmental economic and fiscal 
policies. 

Chairman Douglas, however, this 
year dispensed for the most part 
with the former practice of calling 
high officials before this public 
forum. Instead he called in “panels” 
of academic men. It just happened 
that the majority of these tended to 
favor governmental expansion, 
spending, economic planning, and 
other “liberal” concepts. Only a mi- 
nority of those called stood for bal- 
anced budgets, reduced Federal 
spending, and similar conservative 
concepts. 

For that reason, little weight is 
expected to be given this year to the 
recommendations of the Economic 


Indoor or Outdoor Skeleton Dial 
ocks. 
Style 7400 Shown 


Three Face Illuminated Clock and 


ign. 
a made single face, double or 
four face, with or without chimes. 


SAVINES 


Revolving Clock and Thermometer 


with Signs. 
Clock made in round, square oF 
octagonal cases. 


syuvg sudisep pavpurts uo sof suotpnfisads anok 


"ONI DIN LDA 


ELECTRIC TIME 
COMPANY, INC. 


Specialists in Clocks for Banks 
16 UNION STREET 


NATICK, MASS. 


AiR REDUCTION 


Company Incorporated 


151st CONSECUTIVE 


COMMON STOCK DIVIDEND 


The Board of Directors has declared a 
regular quarterly dividend of 35¢ per 
share on the Common Stock of the 
Company, payable on March 5, 1955 
to holders of record on February 18, 
1955, and the thirteenth regular quar- 
terly dividend of $1.125 per share on 
the 4.50% Cumulative Preferred Stock, 
1951 Series, of the Company, payable on 
March 5, 1955 to holders of record on 
February 18, 1955. 


January 27, 1955 
T. S. O’Brien, Secretary 
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Committee, and its public attention 
has been comparatively small. 


Appoint Subcommittees 


Two changes were made in the 
constitution of Senate Banking sub- 
committees this year. 

The old Federal Reserve subcom- 
mittee of last year, which had a more 
or less general jurisdiction over 
panking matters, was split into two 
parts. 

One part consists of a new Fed- 
eral Reserve subcommittee with Sen- 
ator Douglas as chairman, and in- 
cluding also Senators J. William Ful- 
bright (D., Ark.), the full commit- 
tee chairman, A. Willis Robertson of 
Virginia and Allen Frear of Dela- 
ware, Democrats, and the following 
Republicans: Homer Capehart of In- 
diana, John W. Bricker of Ohio, and 
Wallace Bennett of Utah. 

Other banking legislation (includ- 
ing holding company and amend- 
ments to the national banking laws) 
will come under the jurisdiction of 
a Banking subcommittee of which 
Senator Robertson is chairman, and 
which includes also Senators Doug- 
las, Frear, and A. S. “Mike” Mon- 
roney of Oklahoma, all Democrats, 
and Senators Irving Ives of New 
York, Wallace Bennett, and Prescott 
Bush of Connecticut, Republicans. 

Senators who pride themselves as 
being “liberals” outnumber those 
on the Senate Banking Committee 
who equally pride themselves as be- 
ing relatively conservative. New ad- 
ditions to the committee who so 
classify themselves, are Senators 
Monroney and Wayne Morse (Ind., 
Ore.), as well as holdover Senators 
Herbert H. Lehman of New York, 
Paul Douglas, and Senator John J. 
Sparkman of Alabama, Democrats. 
Among the Republicans, those who 
probably would classify themselves 
as, if not “liberals’’ then at least 
“progressive moderates,’”’ the Hisen- 
hower variation of the term, are 
Senators Ives and Payne, Republi- 
cans. 

Senator Barry Goldwater of Ari- 
zona, the lowest man on the Repub- 
lican side of the former committee, 
lost his seat on the current commit- 
tee because of the change in control 
of Congress. Definitely moderate or 
conservative are Senators Capehart, 
Bricker, Bennett, and Bush, on the 
Republican side, and Frear on the 
Democratic side. 

There were many changes in the 
membership of the House Banking 
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pAYME! 


CONTROL 


your time payment 


COSTS... 
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Use ALLISON 
COUPON BOOKS 


Control your time payment 
costs, use Allison Coupon Books. 
The most widely used and com- 
pletely practical payment cou- 
pon book available. Just check 
and see how Allison can serve 
you best. If the many advan- 
tages and cost saving features of 
Allison Coupon Books appeal to 
you, write or call for more in- 
formation. 


ALLISON COUPON COMPANY, INC. 


P. O. BOX 102 
INDIANAPOLIS 6, INDIANA 


NATIONAL BANK 


wa \" 


Advantages 
with Allison 
Coupon Books 


Lower cost—average 
cost less than 5c a book. 


Saves time—time for 
bank fill in less than a 
minute. 


Saves postage—3c 
postage for mailing the 
book. 


Increases accuracy— 
stops money loss. 


Pleases customers— 
encourages prompt 
payment. 


Saves customer and 
telier time. 


An Investment 
in Efficiency 
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Going up... 


like business in the Intermountain West 


New construction to a community compares with 
increased resources to a bank. Both indicate 
growth and progress. In the Intermountain West—the 
second fastest growing section of the country— 
approximately $1 billion has been invested in industrial 
expansion since 1946. The Continental Bank 
and Trust Company of Salt Lake City is proud of its 
active part in promoting and sharing in this 
growth. During the same 8-year period our resources 
increased from $36,818,605.14 to $71,146,083.05. 
Our central location in the heart of the Intermountain 
West, our intimate knowledge of business 
in this area, and our confidence in the future, 
all prompt us to offer our services 
whenever your business brings you to Utah. 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 


Member Federal Reserve System @ Member Federal Deposit Insurance Corporation 


HARRIS & EWING 

David W. Kendall, above, is the new 

general counsel of the Department of 

the Treasury. He succeeds Elbert P. 

Tuttle, who resigned to accept an ap- 

pointment as judge of the United States 
Circuit Court of Appeals 


Committee, due in part to the shift 
in control of Congress, which gave 
Republicans only 13 seats to 16 in 
the 83rd Congress, and Democrats 
17 seats to the 14 they had before. 
The shifts were also due to resigna- 
tions of Democratic members from 
the Banking Committee to transfer 
to other committees, and to defeats 
in the election. As a consequence, 
there are nine new Democrats on the 
House committee, and the “liberal” 
tinge is believed to predominate. 


Submits Plan To Retire 
FCA Capital 


Congress in 1953 passed an act to 
make the Farm Credit Administra- 
tion an independent agency. Pre- 
viously it was an agency of the De- 
partment of Agriculture. Congress, 
however, attached a string to that 
action. It said that the policy-mak- 
ing body of that new independent 
agency, the Farm Credit Board, must 
come forward within one year with 
a plan to accelerate the retirement 
of Government capital from those 
institutions still using such capital. 

As of last September the Treasury 
owned $31,700,000 of capital and an 
earned surplus of $14,100,000 in the 
Production Credit corporations. The 
latter, in turn, still had $3,600,000 
invested in local production credit 
associations. The Government capi- 
tal of the Banks for Cooperatives 
aggregated $150,000,000, and their 
earned surplus almost $80,000,000. 
The report did not list the Federal 

(CONTINUED ON PAGE 112) 
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FREE Book Tells How! 


Monroe offers you free!/—a professional manual every 
bank can put to profitable use. It tells you how to use 
the Monroe Balance Scheduling Machine with Auto- 
mation* in your instalment credit system: a practical 
accounting method with a degree of automatic oper- 
ation never before possible! 

Here’s an informative booklet packed with useful, 
money-saving information. Procedures for automatic 
balance scheduling accounting are carefully detailed. 
An outline of an entire loan system is included. Various 
accounting records are well illustrated; for example, 
cards are reproduced to show the actual work done 
on a loan. 

Bankers everywhere have found this Monroe manual 
practical, complete. Monroe has reserved a copy for 
you free of charge. Just mail the coupon. 


*Automation—The Monroe exclusive that makes balance 
scheduling completely automatic. Once the operator sets the 
starting date and payment on the keyboard, the entire 
scheduling operation is completed automatically without 
requiring the operator’s further attention. 


MONROE 
know. . prefer 

CALCULATING, ADDING, ACCOUNTING MACHINES 
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Exclusive MONROE 


“AUTOMATION 


Simplifies Balance Scheduling! 


Monroe Calculating Machine Company, Inc. 
Publications Dept., Orange, New Jersey 


Please send booklet on Instalment Credit Accounting Methods. 


| 
Mail 
Coupon 
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investment in the Federal Intermedi- 
ate Credit banks, whose capital is 
entirely Treasury. Federal Land 
Common and Preferred Dividend Notice hanks: ‘were reported as having no 


Government capital. 

January 26, 1955 The proposed method for accelera- 
The Board of Directors of the Company has declared tion of the retirement of the Federal 

the following quarterly dividends, all payable on Nested. 
March 1, 1955, to stockholders of record at close of cap ; bacon complicated. owever, 
business February 4, 1955: the objectives sought by the Farm 

Amount 

oer Share Credit Board were as follows: 
Preferred Stock, 5.50% First Preferred Series $1.37% — (1) The Government would forego 
Preferred Stock, 4.75°/ Convertible Series. . . .$1.18% any claim to any future earnings on 


Preferred Stock, 4.50%, Convertible Series... .$1.12%4 its investment of capital in these in- 
Common Stock stitutions. 


Pro, (2) A new class of capital would 


be created, paying some return, as a 
TEXAS EASTERN O /nansmission (Coyporaiiore stimulus to investment in these FCA 


institutions, so as to provide funds 
for the retirement of Government 
capital. 

(3) The main reliance for such 
retirement, however, would come 
from future purchases of Govern- 
ment capital required of borrowing 
associations and cooperatives as a 
condition to obtaining credit accom- 
modations from these Federal insti- 
tutions. 

(4) Finally, the Board did not ac- 
tually propose the outright “retire- 
ment” of the Government capital, 
but recommended instead that so- 
called “retirements” remain in re- 
volving funds for later use if needed. 

As to the Federal Intermediate 
Credit banks, the Board proposed to 
delay indefinitely any plan for re- 
tiring Federal capital in such insti- 
tutions on the ground it was too 
much to expect production credit as- 
sociations to retire the capital owned 
by the U. S. Treasury in both the 
Production Credit corporations and 
the Federal Intermediate Credit 


AND TRUST COMPANY of Chicago £ banks. 


Furthermore, the Farm Credit 

T 
$06. oe Board proposed that the capacity of 
(Member Federal Deposit Insurance Corp.) the Federal Land: banks to lend, 


through national farm loan associa- 
tions, be considerably broadened. 
The limit per loan would be raised 
to $200,000 from $100,000 and the 
dime and loans could be made for other than 
Do Your Directors general agricultural purposes. 

quarter savers, ANKING? This relatively painless proposal 
book-type, Read B ; contrasts sharply with the burden 
inted i | actually placed upon insured com- 
Po | mercial banks before they could re- 
various colors SALESMAN WANTED | tire Federal eapital in the Federal 


Are you now calling on banks? If so, present Deposit Insurance Corporation on 6 
the advertising mat series, “The Story of Bank- 


SAMPLES AND PRICES ON REQUEST ing", to your banker contacts. Experts think the condition to a reduction in the FDIC 
ciates, Advertising, Zook Building, 431 W. Col- butions providing the FDIC with 


fax Avenue, Denver, Colorado. (ConTINUED ON PAGE 114) 


SHREVEPORT, LOUISIANA 


Our wide experience in the 
handling of requirements for 
correspondent banks has given 
us the knowledge and 
reputation for prompt, 


complete and efficient service. 
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1930 1935 1940 1945 1950 1954 


loans 


0 
total resources 


N LEss than a single generation, Republic National Bank 


of Dallas has progressed from a small local bank to become 
the largest bank in the South and the 19th largest in America in capital 
and surplus. This growth is diagrammed in the above charts. 
We take pride in this record of growth, and acknowledge appreciation to our 


many friends throughout the country who have made it possible. 


NATIONAL BANK of Dallas 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


“The Banker's Bank in the Southwest’ 


March 1955 


growth record 
45 
1930 1935 1940 1945 1950 1954 aS 
80 
|| 
| 
1954 
& 


(CONTINUED FROM PAGE 112) 


more than $1-billion of surplus. Con- 
gress required not only that all Fed- 
eral capital be retired outright but 
that banks should pay the interest 
on the use of the Government capital 
from the day it was first placed in 
the FDIC. 


Banking Bills’ Outlook 


Congress was slow at getting go- 
ing this year, because of the con- 
fused political outlook. 

Nevertheless, the House Banking 
Committee scheduled hearings for 
the end of February on bank holding 


Letter from a large 


company legislation. The Senate 
Banking Subcommittee handling this 
subject decided to delay considera- 
tion of this bill until after it passes 
the House, if it does. 

It was anticipated that the Senate 
Banking Subcommittee would hold 
hearings on bills to permit national 
banks to amend their charters to per- 
mit abolition of mandatory cumula- 
tive voting, if they chose to do so, 
and to authorize the waiver of one 
national bank examination in two 
years so as to permit the Comptrol- 
ler to use greater flexibility in em- 
ploying his examining force. The 
House committee had not made any 


Bank on the Eastern Seaboard: 


e 
velationsniP: 


If your investment in advertising is not 
getting results like this, ask for a mail 
demonstration of a trust promotion program 
that should be a profitable investment for 


your bank. 


THE PURSE COMPANY 
for 


CHATTANOOGA 2, 


NEW YORK . 


CHICAGO 


TENNESSEE 


BIRMINGHAM 


plans for considering this legislation 
at writing, but might do so if these 
bills passed the Senate. Final pas- 
sage of either piece of legislation 
was in doubt at this early stage. 

Chairman Emanuel Celler (D., 
N. Y.) of the House Judiciary Com- 
mittee, sought to press legislation to 
permit the Federal bank supervisory 
authorities to pass on bank mergers, 
disapproving them if they seemed to 
lessen competition substantially. 
This subject matter, however, comes 
under the jurisdiction of the Bank- 
ing Committee of the House, which 
at this early stage, at least, evi- 
denced no great interest in the Cel- 
ler bill. 

Mr. Celler was scheduled to be 
given a chance to speak for his bill 
at a public hearing at the same time 
the bank holding company bill was 
up for hearings. It is not believed 
that the supervisory authorities are 
showing any interest in having the 
Celler bill passed. 

Any consideration of any legisla- 
tion by the Senate Banking Commit- 
tee, however, will be retarded by the 
fact that the full committee is con- 
ducting the study of the securities 
markets, initiated by Chairman Ful- 
bright. The Senator desires to as- 
certain what are the causes for the 
bull market of 1954-55, whether high 
securities prices are bad for the 
economy, and, if so, what should be 
done about them. 

Chances appear to be poor for the 
passage of any legislation defining 
the limits of branching for Federal 
savings and loan associations. Like- 
wise, Congress is little interested in 
the President’s idea of studying “in- 
surance” of shares of Federal credit 
unions, and of tying up with that in- 
surance a stricter form of supervi- 
sion. 


FR Credit Policy 
“Neutral” 


Some time early last month, Fed- 
eral Reserve monetary policy imper- 
ceptibly appeared to evolve from 
“ease’”’ to neutral, having previously 
shifted from “active ease’’ to “ease.” 

This, however, was not described 
as a policy of credit restraint. The 
Treasury long-term issue, and the 
sale of bills, compared to the pre- 
vious policy of ‘active ease,” may 
by comparison appear to some to 
be one of “restraint,” but the latter 
term is said by informed observers 
to be inaccurate, “neutrality” being 
a better term. 
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“For 17 years the ‘Purse Company 
nas peen nandling our aavert ising 
program, and 1 want you to know 
now snoroughly 
isfied in this 
"Our Trust Department nas experi- 
enced 4 rather phenomena} growth 
auring this period ana i am con- 
vinced that tne quality of our 
aavert ising nas played no small 
part in that growth." 


In the main, it is believed, the sale 
of bills has just about offset the re- 
turn flow of currency, and the rise 
that has taken place in money rates 
may be ascribed to the forces of sup- 
ply and demand, with demand some- 
what stronger, unaided by a policy 
of ease. 

On the other hand, it is not be- 
lieved that the point was reached, at 
least in the early part of last month, 
where the need for a definitive policy 
of credit restraint could be foreseen. 
The Federal Reserve was keeping 
neutral in order to move in any fu- 
ture contingencies. 


GI Cut-Off Won't 
Hit Loan Volume 


President Eisenhower, by termi- 
nating a part of the national emer- 
gency of the Korean war, cut off the 
entitlement of future servicemen un- 
der the “GI Bill of Rights” law. In- 
cluded among these benefits are the 
rights to VA-guaranteed loans. 

It will be many years before this 
cut-off, even if it stands unchanged, 
will have an appreciable effect in 
diminishing the potential volume of 
VA-guaranteed home loans. 

The number of identifiable Korean 


HAVE YOU SEEN ..... 


(1) Proposals of the Farm Credit 
Board to retire Government capital 
in Farm Credit Administration in- 
stitutions. Write to your Congress- 
man or to the Farm Credit Admin- 
istration, Washington 25, D.C., for 
a copy of Senate Document No. 7, 
84th Congress, Federal Farm Credit 
Board, Letter from the Chairman of 
the Federal Farm Credit Board. 


* * * 


(2) The full text of the Presi- 
dent’s State of the Union Message, 
with its proliferation of proposals 
for governmental action to solve 
many social problems. Write to your 
Congressman or to the White House 
for House of Representatives Docu- 
ment No. 1, 84th Congress, 1st ses- 
sion, being the Address of the Presi- 
dent of the United States on the 
State of the Union. 


war veterans eligible for such loans 
is around 6,800,000. Only a small 
portion of these have actually ap- 
plied for such loans. Furthermore, 
their entitlement runs for 10 years 


(3) For the other side of the Hi- 
senhower fiscal “coin,” see how 
sound finance is favored in the Pres- 
ident’s 1956 Budget Message. Send 
to the Government Printing Office, 
Washington 25, D. C., and ask for 
the Green Copy of the 1956 Budget, 
which costs $1.50. 


* * * 


(4) A study of the shifts in farm 
population between 1920 and 1954. 
Send to the Agricultural Marketing 
Service, United States Department 
of Agriculture, Washington 25, D. C., 
for the study, Farm Population, Mi- 
gration to and from Farms, 1920-54. 

* * * 


(5) A discussion of current prob- 
lems of the Federal Housing Admin- 
istration under the 1954 act. Send 
to the FHA, Washington 25, D. C., 
for The Insured Mortgage Portfolio, 
Vol. 19, No. 2. 


from the cut-off date, or until Janu- 
ary 31, 1965. 

The cut-off date for War II vet- 
erans was July 1947, but their en- 
titlement also ran 10 years. 


Increased Income 


for your bank through 


Home Improvement Loans / je 


$340,000,000 


$900,000,000 


$1,108,000,000 


Source of nee Bulletin No. 1146, U.S. Dept. 
of Labor, Bureau of Labor Statistics, showing 
major additions and alterations in private con- 
struction, residential building (non-farm). 


Protected Loans 


Inereased Income 


The ABA Instalment Credit Commission has urged banks 
to set up their own modernization loan programs. 

By setting their own conditions and terms, and adjust- 
ing rates to the size and type of loan, banks enjoy greater 
profits. They also enjoy freedom from restraining regula- 
tions, and can dispense with government forms and the 
need for following changing rules and interpretations. 


Under this plan a bank is free to set up its own insurance 
protection for the home owner, about whom much has 
been said but little done. Old Republic’s representatives 
know the consumer credit field. They deal with it every 
day. They know the application of credit life insurance 
to the consumer credit field, and they have available for 
the banker the specially tailored rate charts, advertising 
materials and other tools which make for a quicker, easier 
selling job. Old Republic operates in all states. 


James H. Jarrell, President 


CREDIT LIFE INSURANCE COMPANY 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 
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HOME OFFICE: 307 N. MICHIGAN AVENUE, CHICAGO 1, ILLINOIS 
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The ninety acres of Roosevelt Island 
e lying offshore from the Lincoln Memorial 
Po tomac Po rtra 7 t (upper left) and preserved in their 
natural state as a memorial to the great 
conservationist, Theodore Roosevelt. 
NO 9 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’'S HISTORIC RIVER 


Ollie Atkins 


Check of “our youngest president” 
written during his second term 


of office in 1908 


“VB 


Theodore Roosevelt. 


The RIGGS NATIONAL BANK 


of WASHINGTON, D. C. 
LARGEST 


FOUNDED 1836 


BANK IN THE NATION'S CAPITAL 
Member Federal Deposit Insurance Corporation « Member Federal Reserve System 
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Trust Conference 
(CONTINUED FROM PAGE 82) 


(2) The economy of the country 
is sound, its productive capacity is 
great, efficiency and productivity are 
rising, the economic security of the 
people is high and increasing, living 
standards are rising, and the popula- 
tion is growing faster than was 
thought possible a few years ago. 

(3) The forces of inflation have 
run their course, and there are 
no signs of serious deflationary 
pressures. 

(4) The international political 
situation, while still abnormal, has 
improved; and the economic recov- 
ery of Western Europe has been re- 
markable indeed. 

(5) The longer range outlook for 
the United States is favorable in- 
deed. A $500-billion gross national 
product in 1965 is definitely within 
our potentialities. 

(6) All these factors make it 
feasible- to adopt longer range in- 
vestment policies without fear of 
crises and violent fluctuations. It 
gives assurance that while secur- 
ities are bound to fluctuate, a well 
managed company will find a grow- 
ing market for its products, which 
will be reflected in its earnings. 


Pension Plan Developments 


H. M. BARDT, vice-president and senior 
trust officer, Bank of America N.T. & S.A 
San Francisco, Calif. 


Firsr and foremost, it is becoming 
increasingly clear that a pension 
plan cannot be static. ...Itisa 
living thing which requires constant 
and careful attention. Many plans 
have been revised one or more times 
since their inception. Those that re- 
main in their original form are of 
comparatively recent origin. 

One bank is currently experi- 
menting with the so-called Wrigley 
Plan, the essence of which is that 
an employee continues after 65 but 
must take one month’s leave of 
absence without pay in his 66th 
year and one additional month in 
each successive year until his 70th, 
or retirement, year . . . which 
together with the regular month’s 
vacation, means that the employee 
has become accustomed to being 
away 50% of the time and with 
50% of the salary he was receiving 
at age 65. 
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built 
to suit the 


tenants... 


~ POLK'S 


Sank Li 


A modern bank directory designed to suit 
today’s banks, bankers and financ al men 
everywhere. For easier, quicker, more complete 
reference, order your copy of the MARCH 1955 
EDITION. Your order is your guarantee of the 
finest in bank directory service. 


R. L. POLK & CO., 


130 FOURTH AVE.,NO. @ NASHVILLE 3, TENN. 


DOES YOUR BANK NEED 


Carpeting, Office Machines or Furniture—Impressive Conversa- 
tional Displays such as Famous Tapestries—Paintings—Murals? 
AUCTION SALE HELD on premises by order of 
JOHN W ANAMAKER, 8th Street Store, N. Y. C. 
Starting March 7th—Exhibit, March 2-4. 
Complete catalogue, $1.00. Brochures on request. 


O. RUNDLE GILBERT, Auctioneer and Appraiser 
505 Fifth Avenue O. RUNDLE Garrison-on-Hudson 


New York 17, New York LBERT New York 
Tel.: MUrray Hill 7-2414 Tel.: GArrison 4-3657 


“What we can do for Wanamakers we can do for the estate you are 
handling—whether $500,000 or $5,000. 
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In the last two or three years, in- 
dications are rather conclusive that 
contributions are either being dras- 
tically reduced or entirely elimin- 
ated. In practically every instance, 
new supplemental plans to provide 
additional retirement benefits, where 
old existing plans have been found 
inadequate, are entirely on a non- 
contributory basis. .. . 

The most revolutionary change in 
the whole field of bank pension plans 
is in the approach to the ultimate 
objective . . . A new concept, de- 
veloped during the last two or three 
years, is apparently based upon the 
dual premises that a retired em- 
ployee should receive an income 
which is in some manner related to 
his salary during the last few years 
of active service, and that such re- 
tirement income should reasonably 
reflect the cost of living at the time 
of retirement. 

Another development in bank em- 
ployee benefit plans is the utilization 
of group life insurance as an added 
retirement benefit. Of the group 
of 30 major banks studied, all but 
five continue some portion of their 
life insurance programs after re- 
tirement. Nearly all of them are 
on a noncontributory basis. In a 
few instances, the full coverage in 
force at retirement is continued 
indefinitely. However, the most prev- 
alent practice is to reduce the prin- 
cipal amount at retirement or on a 
graduated scale until the ultimate 
minimum is reached at a given age, 
usually at 70. 


Electronics 


HERBERT R. COREY, assistant comp- 
agg The First National Bank of Boston, 
ass, 


Ixy our opinion, the most logical 
approach to the possible introduc- 
tion of [electronic] equipment into 
any business is to search for one 
or two large applications where the 
immediate savings to be realized will 
be at least sufficient to offset the 
high cost of the system itself. Fur- 
thermore, by concentrating on one 
or two applications, the experience 
and training gained will be invalu- 
able in the solution of the many 
problems involved in adding other 
and, perhaps, more complicated 

Computers commercially available 
‘today are capable of performing the 
arithmetic required in a bookkeep- 
‘ing and analysis procedure at tre- 
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mendous speeds. One such unit, for 
example, can perform 504,000 addi- 
tions or subtractions, 75,000 multi- 
plications, or 33,000 divisions in a 
minute. 

By replacing punch cards with 
data-processing equipment, we shall, 
of course, eliminate the many prob- 
lems inherent in file maintenance. 
Furthermore, this equipment will en- 
able us to take care of the excep- 
tions, or, in other words, to treat 
them as a part of the regular pro- 
cedure. Every punch-card applica- 
tion today has around it a substan- 
tial amount of clerical help required 
to handle those transactions which 
will not fit into a standard mechan- 
ized operating plan, and to handle 
various settlement and control prob- 
lems. Electronic equipment can be 
programmed to recognize such ex- 
ceptions and to treat them in ac- 
cordance with any predetermined 
formula... . 

Banking is a business built on 
data - processing — the justification 
for our existence is based upon our 
ability to process data rapidly and 
accurately. Automation is certain to 
revolutionize many of our internal 
practices. Studies thus far give very 
definite indications that terriffic sav- 
ings can be made in over-all costs. 
It behooves us, therefore, to keep 
abreast of the developments that are 
being made in this field and to take 
advantage of them as the elements 
of this new science become practical 
for our use. 


Cost Analysis of a Smaller 
Trust Department 
JOHN M. COOKENBACH, assistant 


vice-president, The Pennsylvania Company 
for Banking and Trusts, Philadelphia. 


Ws have gradually come to the 
realization that trust institutions are 
not immune to inflation and increas- 
ing costs of doing business and that 
we can no longer remain complacent 
in the face of narrowing or disap- 
pearing profit margins. 

There is nothing inconsistent with 
being fiduciaries and also good busi- 
ness men; performing a creditable 
job for our beneficiaries; and, at the 
same time, running our shop at a 
profit. I firmly believe this can be 
done—is being done now in many 
banks—and I would go further to 
say that in the long run you cannot 
do a good job as fiduciary unless you 
run a well-equipped, efficient depart- 
ment that is operating at a profit... 


Some trustmen have the opinion 
that trust services are something en- 
tirely different from the usual type 
of services and cannot be cost an- 
alyzed or evaluated on the same 
realistic basis as other activities. I 
do not agree with this conclusion. I 
feel that trust services can be real- 
istically analyzed and accurate costs 
determined for the various types of 
activities and services. .. . 

The operation of a trust depart- 
ment is a business venture and, like 
any other business, should operate 
at a profit. 

Cost accounting can be a valu- 
able aid to management in reaching 
this goal. 


The Art of the Possible 


W. RANDOLPH BURGESS, Under Sec- 
retary of the Treasury for Monetary Affairs, 
Washington, D. C. 


Tue great accomplishment in which 
we may take pride is the huge reduc- 
tion in spending, the achievement of 
balance on a cash basis, while at the 
same time meeting the practical re- 
quirements of the situation. By this 
and other action, the transition from 
hot war to cold war and from huge 
to reduced spending was carried 
through without anything remotely 
approaching economic collapse... . 

I want to pay special tribute to 
the groups of bankers, investment 
bankers, and insurance executives 
who, several times a year, come to 
Washington and spend hours with us 
in discussing Treasury financing. 
Their counsel is invaluable; and, in 
addition, the meetings serve to 
bridge many gaps in understand- 

Let no man say that these are 
just talk-fests. Ideas are the most 
potent force in the world. To be 
given the opportunity to share in the 
formation of ideas is to participate 
creatively in government at the most 
effective point. 

To avoid misinterpretation and 
keep the balance of the scales even, 
let me return to an earlier thought. 
We must never underrate the 
chances of attaining long term aims, 
even against heavy odds. In politics, 
it is all too easy to blot out the forest 
with trees. It is too easy to yield to 
the temptation to outbid the opposi- 
tion at the sacrifice of principle. 

A relentless determination to 
achieve great aims is just as nec- 
essary for progress as a wise pursuit 
of the “Art of the Possible.” 
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“YES, ART. WE BUY AND SELL OUR 
GOVERNMENT BONDS THROUGH BANKERS TRUST 
IN NEW YORK. BECAUSE THEYRE A 
PRIMARY DEALER AlL PRICES ARE @r 


NET. AND THEIR OVER-ALL ADVICE | 
ON OUR ACCOUNT HAS BEEN 
VERY HELPFUL... ~ 


As a primary dealer in U.S. Gov- 
ernment bonds, notes, certificates, 
and discount bills, we maintain an 
inventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed with- 
out delay—no red tape or outside 
telephone calls. Immediate confir- 
mation of orders can mean an 


important saving for your bank. 


Moreover, this service is rendered 
to our customers at the lowest 


possible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on 
the arrangement of maturities, and 
suggest switches from one issue to 
another as market movements 
provide favorable opportunities. 

Our Bond Department is, as well, 
one of the country’s leading under- 
writers and distributors of State 
and Municipal securities. Through 
long-established contacts in every 
important area, we can handle 
transactions in all types of tax- 


BOND DEPARTMENT 


NEW YORK 


When you buy Governments from Bankers Trust—you deal direct 


exempt issues. If you would like it, 
we will gladly put our experience 
to work for you in analyzing your 
present Municipal portfolio. 


For full information on how 
these services can benefit your 
bank, write Bond Department, 
Bankers Trust Company, 16 Wall 
Street, New York 15, N. Y. Tele- 
phone REctor 2-8900 when we can 
be of assistance. Our teletype num- 
bers are NY 1-3333 for Govern- 
ments and NY 1-850 for State and 
Municipals, 


BANKERS TRUST COMPANY 


Member Federal Deposit Insurance Corporation 
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Mosler Flush Type ‘‘Picture Window”’ for Drive-in Banking. Note how cover of deposit unit opens to 45° angle, allowing safe, easy access to customer’s hand. 
p 


RESULT: 


A definite line of distinction, now, between 


“PICTURE WINDOWS” and all others! 


You recall when it began—just four months ago on these very same pages—with the intro- 
duction of Mosler’s new “Picture Windows” for Drive-in Banking. Until then you might have 
bracketed all drive-in windows together in your thinking. But not any more—for plenty of reasons! 


It’s pretty obvious what first caused bankers Teller’s hands are free at all times. Her vision 
all over America to set “Picture Windows” apart is free and unobstructed, too. Customer reaches 
in their thinking. Your eye can hardly miss it. teller’s unit easily — even with large bag de- 


posits. There is no chance of fingers catching 
or money blowing away. For unit is 100% safe 
100% windproof. And any chance of em- 
barrassing errors in transactions is eliminated, 
because deposit receptacle is glass-covered and 
money is never out of customer's sight. 


But the really decisive factor seems to have 
been the ingenious mechanism behind this 
inviting, new “open” look which Mosler and 
Henry Dreyfuss created to harmonize with 
modern bank architecture and bring teller and 
customer closer together. 


Actually, it’s the only fully automatic mech- If your immediate or long range plans include 
anism of its kind in a drive-in w indow, today. modern drive-in facilities, you rl be interested 
One touch of a push button, and electricity in all the other new features built into these 
does the rest . . . sends the teller’s unit out... new Mosler units, too. Mail coupon for our 
opens its cover to an easily accessible 45° angle new “Picture Window” catalog. It'll show you 
. . . then retracts it automatically after 15 why these units have won such widespread 
seconds (or any interval you desire). acceptance, so quickly! 


Inside of new Mosler ‘Picture Window’’ is 
designed for split-second efficiency. Note glass 
lid of deposit receptacle, which is counter- 
balanced for effortless operation by teller. 
Money is never out of customer's sight. Speaker 
system permits easy conversations . . . leaves 
teller’s hands free. Two big cash and storage 
drawers are positioned for quick, easy access. 


New Mosler Bay Type ‘‘Picture Window’”’ for Drive-in Banking has same ‘‘open”’ 
look ... same ingenious mechanism as flush type. 


The Mosler Safe Company, Dept. 2. 

320 Fifth Avenue, New York 1, N. Y. . 
Please send me your new catalog which gives complete details and 
specifications for the new Mosler “Picture Windows” for Drive-in Banking. 


If it's Mosier... it's safe 


Mosler Safe 
Since we 
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World’s largest builders of safes and bank vaults . . . | 
| 
| 
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hand. 
NAME POSITION 
Mosler built the U.S. Gold Storage Vaults at Fort Knox and BANK 
the famous bank vaults that withstood the 
Atomic Bomb at Hiroshima ADDRESS 
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Let these specialists 


provide the information 


you need! 


In making commercial loans, you naturally want the 
most pertinent, up-to-date information available to 
help you reach sound decisions. That’s where we can 
help you. The man from The First can put you in 
touch with the greatest body of specialized informa- 
tion in the field. 

Thanks to our Divisional Organization, the lending 
officers of The First can provide you with intimate, 
firsthand knowledge about current trends, problems 
and markets in all industries. 

You see, our Commercial Department is composed 
of 10 Divisions, each serving a small group of spe- 


cific industries. The officers in each Division are 


specialists who, through years of close contact with 
their particular industrial fields, have an intensive 
knowledge and understanding of them. 

The services of these Divisional officers are avail- 
able to our correspondents through our Division F 
— whose responsibility it is to bring this specialized 
knowledge to you. 

This is just one of the many correspondent services 
of The First National Bank of Chicago. If you would 
like to talk over the advantages of a correspondent 
relationship with us, just write, wire or phone us 
today. A man from The First will call on you at 


your convenience. 


Epwarp E. Brown, Chairman of the Board 


James B. Forean, Vice-Chairman 
Huco A. AnpERSON, J ice-President 


Guy C. Kippoo, Vice-President 


Homer J. Livincston, President 


Wa ter M. Heymann, Executive Vice-President 
Gaytorp A. FREEMAN, Jr., Vice-President 


HerBert P. Snyper, Vice-President 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Main Street 


(CONTINUED FROM PAGE 32) 


Dr. JAMES A. CLOSE has been 
elected vice-president and _ invest- 
ment officer of the Merchants Na- 
tional Bank & Trust Company of 
Syracuse, N. Y. Dr. CLOSE is a guest 
lecturer at The Graduate School of 
Banking and is a member of the 
Bank Fiduciary Fund Committee of 
the Trust Division of the New York 
State Bankers Association. 


Mary B. MITCHELL was promoted 
to vice-president and cashier of In- 
dustrial National Bank of Miami, 
Fla. 


HAROLD G. PYLE is the newly 
elected president of Central Bank 
Company, Lorain, Ohio. He succeeds 
E. G. Cooper, who has retired after 
41 years with the bank. 


W. A. Derr, for many years trust 
officer and a director of the National 
Bank of Decatur, Ill., has resigned 
due to ill health. R. N. BurGEss suc- 
ceeds him as trust officer. 


Big Merger Planned 


ANKERS TRUST COMPANY and 

PUBLIC NATIONAL BANK & TRUST 
ComPANY, both of New York, have 
announced merger plans, subject, 
as this is written, to all necessary 
approvals. 

The combined institution would 
continue under the name of BANKERS 
TRUST COMPANY, and all personnel 
of both institutions would be re- 
tained. 

The merger plan was announced 
by S. Sloan Colt, president of 
Bankers, and E. Chester Gersten, 
president of Public. 


EDMUND T. KENNEDY, at the age of 
35, has been elected president of the 
National Bank of Commerce in Paw- 
huska, Okla. His late father once 
held the same position. He succeeds 
JOHN KENNEDY, who became chair- 
man of the board. 


EDWARD V. GEARY, estate plan- 
ning officer in the trust department 
of City National Bank & Trust Com- 
pany, Kansas City, Mo., has been ad- 
vanced to trust officer. JAMES R. 
BOcELL was named trust operations 
officer. 
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Plans have been announced to 
merge the First National Bank of 
Pomona and the California Trust 
Company into CALIFORNIA BANK, Los 
Angeles, which acquired during Feb- 
ruary the National Bank in Brea, 
Calif. 


LEE R. SEIFERT was promoted to 
vice-president of First National 
Bank of Mobile, Ala. 


MARK KLINGENSMITH was named 
president of The Union Banking 
Company, Columbiana, Ohio, suc- 
ceeding E. P. FUNKHOUSER, who has 
retired. Mr. KLINGENSMITH has been 
with the bank for 35 years. He is 
succeeded as cashier and secretary 
by C. W. FURNEY. 


Unique Realty Deal 
for Union Dime 


A 30-sTorY $15,000,000 office build- 
ing designed to house the UNION 
DIME SAVINGS BANK and several na- 
tionally known textile concerns is 
planned for the bank’s present site 
at the corner of 40th Street and the 
Avenue of the Americas in New 
York. 

The building, to be known as 111 
West 40th Street, will be erected by 
General Realty & Utilities Corp. on 
land leased from the bank. The bank 
in turn will lease the first, second, 
and third floors of the building for 
the period of the land lease. When 
the leases terminate, the building is 
to become the property of the bank. 

The bank will continue with busi- 
ness as usual on the site during con- 
struction. The first section of the 
new building will be erected on the 
41st Street front. When that sec- 
tion is completed to the fourth floor, 
it will be given a temporary roof. 
The bank will then move into the new 
section while its old quarters are 
demolished for the main part of the 
building. When the new building is 
completed, the bank will move back 
to the corner it has occupied for so 
long. 


LAURENCE K. PAUL was elected 
president of the South Norwalk 
(Conn.) Savings Bank, succeeding 
the late George L. Woodward. Mr. 
Paul has been a director since 1922 
and vice-president since 1936. ERIc 
H. JOHNSON was named vice-presi- 
dent and treasurer. WILLIAM F. 


BREIDENBACH became secretary and 
assistant treasurer; HARRISON T. 
RYDER, assistant secretary and as- 
sistant treasurer. 


A merger has been proposed of 
the HAMILTON CouNTY NATIONAL 
BANK of Wells, New York, into the 
MANUFACTURERS NATIONAL BANK of 
Troy. 


Officers Elected 


MCALLISTER was elected 
president of the San Francisco 
Clearing House Association. He’s 
president of The Bank of California, 
N.A. 

Vice-president is JAMES K. Loc- 
HEAD, president of American Trust 
Company; secretary is E. H. LE- 
MASTERS, president of Pacific Na- 
tional Bank of San Francisco. 

The Clearing House Committee is 
composed of the president, the vice- 
president, and: S. C. BEISE, presi- 
dent, Bank of America N.T. & S.A.; 
I. W. HELLMAN, president, Wells 
Fargo Bank; PAUL E. Hoover, presi- 
dent, Anglo California National 
Bank; and J. F. SULLIVAN, JR., presi- 
dent, Crocker First National Bank. 


C. Guy CAMPBELL, G. D. EAST- 
woop, and W. L. MCDONALD were 
named vice-presidents at National 
Bank of Tulsa. 


JAMES M. KEMPER, JR., was elected 
executive vice-president of Com- 
merce Trust Company, Kansas City, 
Mo. New vice-presidents are B. H. 
O’Hara and H. C. Evans. D. E. EL- 
STUN and DALE W. MCNEAL were 
named trust officers. 


Outp KENT BANK, Grand Rapids, 
Mich., has opened its 17th office, 
which features drive-in facilities. 


NELSON C. WoRKS, JR., is now vice- 
president in the banking department 
of The Northern Trust Company, 
Chicago. 


ROBERT M. LOVELL, vice-president 
of The Hanover Bank, has been 
elected president of the Corporate 
Fiduciaries Association af New York 
City. He succeeds WILLIAM H. GAM- 
BREL, vice-president of New York 
Trust Company. Vice-president is 
RoBeRT A. JONES, vice-president of 
Guaranty Trust Company of New 
York; KENNETH HACKLER, trust of- 
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ficer of City Bank Farmers Trust 
Company, was reelected secretary 
and treasurer. 


Max W. Hofmeister, Pres. 
Mobile-Home Agency 

Insurance Consultant To 
Mobilehome Finance Institutions PauL J. MILLER, assistant vice- 
president of the First National Bank 
of Poughkeepsie, N. Y., has also 
been named trust officer, in which 
position he succeeds ROBERT R. 


BECKER, retired. 


A Sound Insurance 
Program is the Backbone 
of Mobilehome Financing 


EDWIN J. DIKEMAN, JR., and WIL- 
LIAM N. HARTMAN were elected vice- 
presidents of Bankers Trust Com- 
pany, New York. JOHN H. Morris 


OBILE-HOME AGENCY offers 
Specialized Insurance Coverages to 


Combined Additional 


Representing major stock Specialty com- 
panies, we provide the flexibility and 
special experience to assure a sound in- 
surance program for clients who are dis- 


counting mobilehome paper. 


Complete coverages with nation-wide 
protection and claim service provide the 


Coverages 

Collision, including Trip 
Collision 

SKIP Coverages and Single 
Interest Collision 

Group and Individual Credit- 
Life, Accident and Health 


assurance of protection of your portfolio. 


Your inquiry concerning Mobilehome 
Financing-Insurance will receive our 


prompt attention. 


INSURANCE 


A GUARANTEE AGAINST LOSS 


Insuring Mobilehomes From Coast to Coast is our only business 


MOBILE-HOME AGENCY, INC. Keeler Building GRAND RAPIDS, MICH. 


HEAD OFFICE 
Ote-machi Chiyoda-ku, Tokyo, Japan 
BRANCHES: 185 throughout Japan 


OVERSEAS 
OFFICES : London, New York & Calcutta 


NEW HEAD OFFICE 
BUILDING in PHOENIX 


% is our best evidence of 


“&. FAITH in ARIZONA'S FUTURE! 


FIRST NATIONAL 
= BANK of ARIZONA 


HEAD OFFICE: PHOENIX, ARIZONA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


WHY PASS UP EXTRA COMMISSIONS? 


Leading passbook manufacturer now has 
territories open for aggressive 
1g on banks to sel! al! types of 

s and pocket check covers. Com 


n dasis 


WILLIAM EXLINE INC. 
ONTARIO BLDG. « CLEVELAND 13, OHIO 


advanced to deputy manager in the 
bank’s London office. 


CLIFFORD J. PETERSON was elected 
vice-president and cashier of First 
National Bank and Trust Company, 
Evanston, Ill. WILLIAM J. BROWN 
became a vice-president. 


BurTON A. SMEAD, JR., is now 
trust officer of the Denver (Colo.) 
National Bank. 


Harry B. MCDOWELL, JR., ad- 
vanced to vice-presidency at 
McDowell National Bank, Sharon, 
Pa. 


J. HuGH WATSON is now a vice- 
president of First National Bank, 
Shreveport, La. 


PAYNE BRISCO was elected chair- 
man of the executive committee, 
Max A. MANDEL became president, 
and RAMIRO SANCHES was named 
vice-president and cashier of the 
Laredo (Texas) National Bank. 


Promotions at the City National 
Bank of Winston-Salem, N. C., in- 
clude: EDWIN E. BOULDIN, senior 
vice-president; C. EDWARD SCOTT, 
JR., and CLYDE G. BARBER, JR., vice- 
presidents. 


THOMAS A. QUILLIN and FRANK 
V. WOLFE were promoted to vice- 
presidencies at Mercantile National 
Bank at Dallas. BEN J. KERRY, JR., 
and THAD BARRINGTON, JR., advanced 
to trust officer. 


ROBERT W. GATES is now vice- 
president of Old Kent Bank, Grand 
Rapids, Mich. 


CaRL V. E. BRANDEBURY was made 
a vice-president of Guaranty Trust 
Company, New York. 
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Remington. Fland 


BETTER BUSINESS METHODS 


The standard 5' length bank counter installation used at the G 


For 
Through 


Profits 
Costs 


Greater 
Lower 


= 


n Bank & Trust Co.,.can be easily rearranged. 


Another Bank Turns to Remington Rand for Efficient 
Layout and Operating Equipment 


The Groton Bank & Trust Com- 
pany of Groton, Conn., made a 
complete survey of sources of 
equipment and furnishings for 
the banking field. As a result, 
Remington Rand was chosen to 
supply complete counter installa- 
tions, office furniture, insulated 
cabinets and ledger desks, and 


Point-Of-Use Protection 
For Security and Accessibility 


Signature and ledger cards are 
housed in a new style Safe- 
Ledger Desk of 4,000 account 
capacity, which gives protection 
against fire for two hours. (Circle 
SC642.) 

In addition, on one side of the 
Checking Account Bookkeeping 
Machine is the Safe-Ledger File 
for ledger cards, on the other side 
the Safe-Check File unit for fil- 
ing checks — both certified insu- 
lated equipment. 

Remington Rand also supplied 
Groton with many other types of 
filing and indexing equipment, 
for example, the Variadex index 
system for signature cards, cor- 
respondence and credit files. This 
system permits unlimited file ex- 
pansion without waste. 
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the most efficient index systems. 
Mr. Charles E. Kendall, Treas- 
urer, says “Remington Rand 
studied our requirements and 
made recommendations which we 
adopted. Our subsequent experi- 
ence has indicated that these 
recommendations were sound.” 
“The counter is of the standard 


The two executive desks in the fore- 
ground have an overhang, which makes 
them ideal for customer contacts. 


YOUR EQUIPMENT NEEDS 
Whether you are considering 
building a new office or branch, or 
remodeling your present facili- 
ties, we can undoubtedly be of 
some help. Remington Rand can 
supply standard equipment that 
can be adapted to the specific re- 
quirements of any bank. What- 
ever your needs, get our recom- 
mendations (no obligation). 


type, (Circle X1440) consisting 
of six, five-foot teller stations — 
three for the commercial tellers 
and one each for savings teller, 
note teller and miscellaneous use, 
respectively. We have already re- 
arranged these flexible and inter- 
changeable units and can easily 
do so again as often as neces- 
sary.” (For Groton Case History 


—Circle CH972). 


Remington. 


+ Room 1348, 315 Fourth Ave., New York 10 
Kindly send literature circled: 
CH972 X1440 sce42 


Title. 


Firm, 


Address. 
City 
IDEAS For Business 
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Aluminum Portable 
Tellers’ Buses of 


Distinction 


(ON POSITION) 


ALL STANDARD BUSES 
NOW EQUIPPED 
WITH THE EXCLUSIVE 
NEW POSITIVE ACTION 
BRAKE CONTROL 


(OFF POSITION) 


© PORTABLE BUSES 


Standard and Custom 


¢ COIN STORAGE LOCKERS 
e ALUMINUM COIN TRAYS 


Ask for Catalogue 
“THE STOKES SYSTEM" 


Quality Products Co., Inc. 


P. O. Box 3214 
CHARLOTTE 3, N. C. 


How to Achieve Commercial-Mutual 
Understanding 


(CONTINUED FROM PAGE 47) 


profit to establish a certain reserve 
fund, when the restricted account 
becomes just an ordinary deposit. 
Like other types of cooperative 
ventures, control of the mutual banks 
is vested in the individual partici- 
pants who are entitled to govern 
their own affairs. Mostly the par- 
ticipants do not appear to appreciate 
their prerogatives, although at least 
one cooperative bank has staged a 
full-fledged election campaign. Tech- 
nically, mutual savings banks do not 
appear to be cooperatives because 
the control of their affairs is not 
in the members (depositors) but is 
in a group of “incorporators,’’ who 
are self-perpetuating. 

No doubt bankers, including mu- 
tual bank bankers, can be counted 
on to man the ramparts of the cita- 
del of capitalism. Yet if “collective 
ownership and democratic manage- 
ment of the essential means of the 
production and distribution of goods” 
is a fair definition of socialism, then 
the theory of mutual banks in a 
capitalist economy is a puzzle. 


The Difficulty Begins 


From 1698, or thereabouts, to 
1952, or thereabouts, there was no 
important conflict between stock- 
owned banks and mutual banks. 
They were not only brothers but 
sometimes the very same person, 
since one man could be, and in some 
states still can be, president of both 
the local commercial bank and the 
local savings bank. In many places 
it is common to find the shares of 
a commercial bank owned by a mu- 
tual savings bank, mutual insurance 
company, or other mutual institu- 
tions. When, and if, these banks 
begin to fight, it is interesting to 
ask, “Who is cutting whose throat”? 

“Our competitors,” says a mutual 
spokesman “are increasing their 
joint promotional activities.” 

“While our opponents,” says an- 
other, “accuse us of being recipients 
of special privilege, basically their 
attack is directed against the entire 
philosophy of mutual savings bank- 
ing.” 

Still another reports, “Our real 
opponents in this controversy are 
the large chain commercial banks 
with suburban branches.” 

Meanwhile a commercial bank rep- 


resentative refers to savings bank- 
ing as “that socialized system of 
banking.” 


Sins of Omission ... 


A search for the reasons under- 
lying this conflict discloses sins of 
omission, and sins of commission: 

(1) Many commercial banks 
were, and many still are, reluctant 
to provide the public with savings 
department services. 

(2) The commercial banks, and 
the mutual savings banks failed to 
note the need for and to provide for 
large-scale, low-rate, long-term, 
small-downpayment housing. This 
permitted the Federal savings and 
loan associations to get their nose 
under the tent. 

(3) The invention of deposit “‘in- 
surance” eliminated the importance 
of capital stock as a factor of se- 
curity. 

Note: It is doubtless true that 
some of the insurance “agencies” 
could not withstand a 1930 type 
financial hurricane. But it is like- 
wise doubtless true that the public 
belief is so unanimous that deposit 
insurance, whether Federal or state, 
is government insurance that, should 
such a storm develop, legislators 
would feel morally, or anyway 
politically, bound to underwrite 
with tax money any insurance fund 
deficit. 

(4) Some of the more aggressive- 
ly managed mutuals have _ en- 
croached on what is usually con- 
sidered commercial banking pre- 
serves by offering such services as 
trust departments, bank money or- 
ders, and consumer credit loans. 

It is natural to find the conflict 
starting in the well banked East, 
since banks, like other businesses, 
must grow if payrolls are to in- 
crease, rising costs be met, and divi- 
dends be kept at least constant. It 
is inevitable in multiple-banked 
communities that sooner or later 
two banks will solicit the same de- 
positor’s dollar, or loan. 

Where this conflict already exists, 
the fierceness of the hostilities 
varies inversely with the size of the 
bank. There is practically no an- 
tagonism toward mutuals among the 
very large banks. There is a seri- 
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ous problem, sometimes involving 
survival, for the small bank if a 
large percentage of its deposits con- 
sist of ‘‘time’’ deposits, and there 
are many more of the smaller banks 
with substantial time deposits than 
large banks or small banks with no 
time deposits. 

In the First Federal Reserve Dis- 
trict, for example, about 119 banks 
have less than 25% of deposits in 
time deposits, but 141 banks have 
more than 25% in time deposits, 
and 48 of the latter have more than 
50% in time deposits. These 
smaller banks with large time de- 
posits could not exist without such 
deposits, and they must not only 
hold their time deposits but pay in- 
terest on them at a sufficiently low 
percentage that there remains a 
profit to cover overhead in other 
departments, and return something 
to shareholders. Competition for 
these deposits is therefore feared. 
One easy escape for any small bank, 
assaulted by mutual competition, is 
merger with a larger bank, since the 
time deposit percentage of total de- 
posits drops immediately and pro- 
portionately. 


Checking Accounts 


Concern, right now, is not limited, 
however, to small banks, because 
broadening powers for mutuals can 
easily provide competition in still 
more commercial bank functions 
than just issuing money orders and 
making consumer credit loans. It is 
not a very long jump for a mutual 
to go into the checking account 
business. Right now any one who 
owns a savings acount in any kind 


“I’ve come to a bridge I can’t cross!” 
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Millions of customers— 
thousands of banks 
register approval of Todd 


GIST 
RE CHECK 


Personal Money Orders 


Todd Register Checks are breaking records all over the 
country. This insured remittance service is bringing 
hundreds of thousands of new customers into banks 
everywhere. North, east, south, west—profits, sales, 
good will are mounting. 

Register Checks are as popular with bank officers 
and personnel as they are with bank customers. A 
Register Check can be issued in less than 15 seconds. 
No officer signature is required. Snap-apart, triplicate 
forms eliminate detail work and record-keeping for 
busy bank employees. 

Get the time-saving, money-making facts by mail- 
ing the coupon. 


THE TODD COMPANY, Inc., 
Dept. B, Rochester 3, N. Y. 
Please give us full information regarding your Register 


Check Insured Personal Money Orders. No obligation, 
of course. 


Name 


COMPANY, INC. 
Todd 


ROCHESTER 
® PRINCIPAL CITIES 


NEW YORK 
SALES OFFICES IN 
DISTRIBUTORS THROUGHOUT THE WORLD 
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ARE OF 
SAME WIDTH 
AND HEIGHT 


for NESTING 


BUT WITH VARYING 
DEPTHS for DIFFERENT 
SIZE COINS... 


With “‘Steel-Strong’’ Coin Trays, Teller merely 
counts number of filled trays ond top rows of un- 
filled trays...giving him an accurate total of wrap- 
ped coins. Saves time, saves errors. 


STEP BLOCKS, EXCLUSIVE 
FEATURE of “Steel-Strong” Coin Trays 
loading of routeaus in Trays, limiting 
the exact amount of the coin total as shown = 
colored end labels, which always match” “the color “= 


of the coin wrappers for easy identification of the 
coin denomination. 


LIFT PANS FOR COIN TRAYS 


“Steel-Strong’’ Lift Pans serve to accommodate 
filled Coin Trays in the cage and become a con- 
venient carrier to and from the vaults for night 
storage. Illustration also shows Pan filled with 
loaded Coin Trays and the great advantage of all 
trays being the same length and width. This per- 
mits secure stacking and perfect nesting. 


5-DAY FREE TRAIL! 


The L. DOWNEY CO. 


DEPT. N HANNIBAL, MO. 


Please send us, prepaid, for trial ........ Coin Trays 
Lift Pans for demonstration. We will 
return same for credit if found unsatisfactory. 
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of a bank may draw a draft on that 
bank and proceed to collect the 
draft through another bank. Since 
a check is nothing but a draft, it is 
necessary only to eliminate the re- 
quirement that the passbook ac- 
company the draft—nothing more 
difficult than that—and, presto, we 
behold a checking account! Cana- 
dian banks already allow limited 


checking privileges on savings ac- 
counts. 


SOME POSSIBILITIES 


Most bankers agree that banking’s 
internal strife should end. As in 
all wars, in the final analysis no- 
body will win. Likewise, most 
bankers agree that the terms of the 
truce are not easy or simple to write, 
or even readily apparent. 

One fact is apparent. If a mutual 
bank and the savings department of 
a stock-owned bank compete on the 
same basis for the same type of 
business offer identical services, pay 
depositors the same interest, pay 
equal salaries and taxes and oper- 
ating expenses and build up the 
Same reserve accounts, then the 
stock-owned bank will pay no divi- 
dend to stockholders. 


Taxation 


Equal taxation is often suggested 
for a solution, yet it is no solution 
if both a mutual and a stock-owned 
bank are to pay a tax at the same 
rate on net profits after payment of 
interest to depositors. The mutual, 
being a mutual, must pay all its 
profits to its depositors and thus 
would pay no tax. The _ stock- 
owned bank could pay all its profits 
(i.e. savings department income less 
expenses) to its depositors and thus 
pay no tax either. But if the stock- 
owned bank wished to provide— 
from its savings department—some- 
thing for its stockholders in the way 
of dividends it would have to pay 
less than “all” to depositors, pay a 
tax on what was not paid to de- 
positors, and pay what was left, af- 
ter taxes, to stockholders. 

Creating reserves does not alter 
this picture because in any fair ar- 
rangement both stdck-owned and 
mutual banks would presumably be 
allowed to build up reserves of simi- 
lar proportions before taxes. Tax 
equality might be achieved by a 
system whereby a stock-owned bank 
would pay a tax on its net income 
after interest to savings depositors, 


after a reasonable addition to re- 
serves, and also after payment of a 
dividend to shareholders. But it 
would probably be easier to get the 
camel through the needle’s eye than 
te get this legislation passed. Or, 
turned around the other way, the 
mutual bank might be taxed on the 
net income before payment of in- 
terest, on the theory that, since the 
mutual is owned by its depositors, 
the interest is really a dividend (and 
indeed is so-called by most savings 
banks), and this would likely be 
just another camel. 


Mutual Commercial Banks 

Possibly equally impractical is 
the suggestion that stock-owned 
banks be permitted to convert to 
mutuals. There may be something 
peculiar about the financial system 
which makes it possible to operate 
successfully on a mutual basis, with- 
out sociological complications. In 
many ways the financial industry is 
different from manufacturing, dis- 
tributing, selling, or servicing in- 
dustries. We frown on cooperatives 
in most industries, but cooperative 
banking has been honored for years. 

A mutual commercial bank would 
not be difficult to arrange. Checking 
accounts would be subject to analysis 
just as at present and charged for 
service on an actual cost basis rather 
than an actual cost plus a fair profit 
basis. Cooperative loan accounts 
would be equally easy to oper- 
ate. The normal interest would be 
charged, but at the end of the year 
the interest could be totaled, ex- 
penses deducted, a reserve for loss 
provided, and the surplus returned 
to borrowers like any cooperative 
dividend. 

The bank stockholder might do 
worse than to enter into an agree- 
ment whereby he would convert his 
stock investment to a deposit, even 
if, like the mutual incorporator, his 
deposit would be frozen until the 
time when reserves could be ac- 
cumulated up to a certain amount, 
thus thawing out the frozen funds 
for the purpose of investing in some 
other industry. In the meanwhile 
his mutual “dividend” might well 
equal his present stock dividend. 
Most bank stocks sell for less than 
liquidating value so this might be 
a way to come out even. 

Industrial stock averages, after 
all, have recently broken through 
1929 highs, while the bank stocks 
which sold at 228 in 1929 are still 
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dragging along in the 60’s. Even 
in the 1954 bull market, bank stocks | CULE — 
advanced only 12.3%, placing them 


in 30th place out of 33 industries O N S U M R R D T 


listed by U. S. News and World Re- 


port. So the transfer might not be c E N T R A L F | L E 


too bad for the stockholder. 


Direct Competition C H E C K F i L E 


Direct competition has also been 


suggested as a solution. This pro- and many other active 
posal usually specifies that various bank record handling costs— 


types of banks should operate under 
the same regulations and codes. To- 
day the commercial banks’ savings 
departments are controlled by quite 
different regulations from mutual 
savings banks. In turn, mutual sav- 
ings banks do not have the same 
regulations as Federal savings and 
loan associations. Loan restrictions 
vary, investment regulations are dif- 
ferent, liquidity requirements are 
not the same, and reserve require- 
ments are by no means uniform. 
Some types of banks may borrow 
to provide for depositors’ withdrawal 
demands, other type banks may not. 
Insurance fund requirements vary, 
and so do restrictions of investment 
in bank buildings and real estate. 

To adjust state and Federal regu- 
lations so that all “thrift” institu- 
tions, including savings departments 


of commercial banks, would operate 
under the same set of rules and 
regulations would be quite an ac- 


vcmplishment. since bunks camo | Records roll—to the seated operator ! 
even agree on a “Commercial Code.”’ ROL-DEX workin g-level-files 


Those who suggest this solution 


apparently imagine all types of : 
banks playing under the same rules, in which all required records, 


restrictions, and regulations. Stock- forms and auxiliary a 
owned banks, mutual banks, cooper- are at desk level within reac 
atives, credit unions, and so on— of the seated operator. 


all with the same number of men The flexible design of ROL-DEX 
on the field, same penalties and scor- equipment oiuuss ide application 


ing system, and so on. Theoretically . 
this would provide a wonderful and to any type of active record 


enlightening experiment in sociology, handling (a flexibility possible : 
since it would, presumably, demon- in no other equipment), enabling : 
strate the relative productiveness of new time-saving procedures, speeding 
men operating under free enterprise service, increasing efficiency and 
(stock-owned) incentives and non- cutting costs! 
profit (mutual) cooperative opera- 
ton. WATSON MANUFACTURING CO., Inc. 

A most interesting experiment Rol-Dex Division, Dept. B-2 
could be conducted if some state| | * @ Jamestown, New York 
banking association would survey a Please send a copy of "How Banks Cut Record Keeping Costs.” 
banking laws and prepare a chart COMPANY... 
showing in columns under the head- ' 
ings ‘national banks,” “state banks,” 
“Federal savings and loans,” and so BE iy rm 


WATSON (established in 1887) also builds standard and custom built bank counter equip- 
tions and tax rates. Subsequently, ment, as well as a complete line of filing cabinets, courthouse and hospital equipment. 


legislative efforts could be made to 


provide organized work centers 
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equalize, so that eventually all would 
operate upon a comparative and 
competitive basis. Who would come 
out on top? 


The Liquidity Theory 

As a final suggestion, let us ex- 
amine the theory of bank liquidity, 
the one essential and fundamental 
difference which easily distinguishes 
the different types of banks. Surely 
many bankers believe that this li- 
quidity differential should continue. 
The liquidity theory would not only 
eliminate, as a solution, any effort 
to make banks all alike but would 


Liquidity Table 


Percent of Assets 
in Cash & Governments 
50% to 55% 
33% to 40% 
10% to 15% 


Type of Bank 
Commercial 
Mutual savings 
Federal savings & loan 


substitute and make important the 
essential difference. 

At the present time the liquidity 
differences are typically about like 
the figures in the table above. 


.. when customers ask your 


advice on expansions or investments 
in a vigorous segment of the 
American economy. 

Among others, the METALS 
processing and fabricating industries 
are making notable contributions 

to the area.. 
potentials in materials, markets 
and earnings. 


Look to Texas National Bank 


. for rapid and conscientious 
execution of your correspondent 


. providing new 


requirements in this area. The 
bankers’ bank in Houston since 1886, 
Texas National’s industrial and 
correspondent departments are well 


acquainted with this area and 


are at your service. 


TEXAS BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORP. 
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Percent of Assets 
in Mortgage Loan 
6% to 10% 
25% to 30% 
75% to 80% 


Withdrawal Privilege 


If we deny the proposition that 
deposit insurance elminates the need 
for bank capital, and if we assume 
that to create the ability to borrow 
from central banks for the purpose 
of meeting withdrawals is not sound 
banking, then we can proceed in 
the opposite direction and couple 
with liquidity the withdrawal privi- 
lege. Something like this: 


Minimum 
time required 
for notice of 

withdrawal 


Minimum liquidity 
for type of bank 

50% or more Demand to 1 month 
25% to 50% 1 to 3 months 
Under 50% 3 to 6 months 


The rate of interest paid to de- 
positors would naturally follow the 
schedule, as it should, but the strict 
limitation of withdrawal privilege 
should result in separating the 
sheep who have temporary cash 
available from the goats who have 
permanent investment funds. Es- 
sentially it is the same system as 
Treasury Savings Bonds _ interest 
payments, which increase commen- 
surately with the length of invest- 
ment time. Some goats would, of 
course, get into the sheepfold, but 
their “emergencies” could be ac- 
commodated by a _ provision for 
loans with a penalty interest rate 
sufficiently larger than the interest- 
allowed-on-deposit rate to keep the 
scales in balance. 


Committee: A group of persons 
appointed to complicate and confuse 
simple matters. 


Competition is a battle in which 
incompetence dies. 


Russia has her purges now, but 
wait until she has one automobile 
for every three pedestrians. 


The world would be pretty bad if 
the teenagers didn’t have any more 
sense than we sometimes think they 
have. 
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Tomorrow’s Bank Executives 


(CONTINUED FROM PAGE 59) 


answering credit inquiries, or prep- 
aration of special reports. 

With the exception of the depart- 
ment head, the consumer credit de- 
partment is likewise run by trainees. 
The normal period of training in 
this department lasts from nine to 
1§ months, during which time ex- 
perience is gained in credit investi- 
gation, collection, and even lending. 

Some men in the program may 
be selected for further training in 
the economics and investment an- 
alysis department or the factoring 
division. Placement in the former 
department is usually for approxi- 
mately one year, and provides ex- 
perience in investment of trust 
funds. Assignments include analysis 
of stocks, bonds, and other invest- 
ments, and the preparation of in- 
vestment programs. Experience in 
the factoring division includes set- 
ting up and analyzing financial state- 
ments, passing on credits, and gen- 
eral operations of the department. 
This training normally lasts from 
six months to one year. 


Thus the trainee, after an intro- 
ductory observation period of sev- 
eral weeks in each operational de- 
partment, may expect to enter a 
program of working experience in 
the major departments, extending 
over a period of one to three years. 

The Trust Company of Georgia is 
cne of the smallest banks surveyed. 
Its program is as informal and as 
flexible as any covered in the study. 


AMERICAN TRUST COMPANY— 
(Charlotte, N. C.—310 em- 
ployees; five local branches) 


Tue American Trust Company is 
the smallest bank included in the 
study, and has a program designed 
for adding each year an additional 
one or two college graduates as 
trainees. Training is conducted on 
an informal basis, and trainees re- 
ceive considerable individual at- 
tention. 

The program is not designed as 
an “18-months” training course as 
some banks may have, but rather a 


long period of guided progression 
through the bank which will give 
the firm at the end of approximately 
five years a young man well trained 
in banking. By that time it is ex- 
pected that he shall have moved to 
the administrative level. 

Trainees begin with the most 
routine work of the bank and move 
gradually upward in greater respon- 
sibility as they are shifted among 
departments. In this manner the 
trainee is expected to learn the op- 
erations of all departments and their 
interrelations. After completing an 
initial introduction to the bank’s 
operations, the trainee’s area of con- 
centration in the later stages de- 
pends upon his own interests and 
the bank’s needs. 


Long Strides Taken 


In conclusion, we can see that to- 
day’s leading banks have taken great 
strides in providing a comprehen- 
sive, and indeed sometimes quite 
extensive, means of training its 
future executives. The well qualified 
college graduate with an eye towards 
this field can see much offered him 
that is indicative of opportunity in 
management. 


@cTOSER NOVEMBER DECEMBER 


The Critical Period for Mortgage Loans 


The loss of the head of a household cannot be measured in terms 

of affection. But the cold logic of statistics proves that the 12 months 
after his death constitute a critical period as to the very home itself. 
The family doesn’t know whether to keep or sell the house. 

The sudden reduction of income endangers payments due — unless 
the head of the household, and the lender, were thoughtful 

enough to provide Old Republic Credit Life Insurance, covering 

the amount of payments during the critical period. 


for the family 


ee ee 


for the lender 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 


March 1955 


The same period is a critical one for the lender. Individual and 
community good will accrue if credit life, accident and health 
protection was provided. Unwarranted bad feeling can result if it was 
not. While the lender’s ultimate security is not affected, the 
uncertainty, delays and time required for details add up to an actual 
financial drain. If issuance of Old Republic’s Critical Period Plan 

is standard practice with every consumer loan, the dangers of 

the critical period may be largely eliminated. 


James H. Jarrell, President 


CREDIT LIFE INSURANCE COMPANY 


HOME OFFICE: 307 N. MICHIGAN AVENUE, CHICAGO 1, ILLINOIS 
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Steers are a good place to start gathering in- 

formation. But there are many more facts 

needed before a banker can make a feeder 

loan. There’s the character of the farmer him- 

e self .. . his experience and reputation. Present 

the b a n ke r sa | d ° market conditions. Equipment. And, most im- 
portant, the feed supply and the borrower's 

ability to get the most out of it. There is one 


] thing a banker always wants: information 
i CAN T MAKE A and facts. 


The next time you’re called on to make a 
feeder loan we hope the following information 


and facts are helpful in evaluating feed supply. 
F D R L OA a BAS 0 T Farm Feeds: Modern farm animals are bred 
for faster growth and greater production. This 
has increased the nutritional demands on feed. 
Farm feeds cannot meet these demands. Farm 
LOO K 0 T ST RS feeds are rich in energy substances (fats, sugar, 
starches) but they are short in essential 
proteins, minerals and vitamins. A ration de- 
ficient in only one necessary nutrient wastes 
feed dollars. 
For Example: If only protein is short in the 
ration, growth is slowed—feed is wasted. 


If only the mineral phosphorous is missing 
from the ration, cattle go off feed—feed 
is wasted. 

If only the vitamin A is missing from the ra- 
tion, eye trouble and colds result—feed is wasted. 


Lower Feed Costs: Farmers who balance up 
their home grown grains and roughage with 
MURPHY’S CONCENTRATES feed a com- 
pletely balanced ration. 

MURPHY’S CONCENTRATES are a con- 
centration of protein substances, mineral sub- 
stances and vitamin substances. All the nu- 
trients known to be essential for fast growth 
good health, and good production are econom- 
ically supplied when a farmer feeds his 
own grain and roughage plus MURPHY’S 
CONCENTRATES. 


Feed Supply: Next time you are called on 
to make a feeder loan give an extra thought 
to what the farmer needs to convert feed 
supply into economical and completely bal- 
anced rations. 

Farmers Who Feed Murpny’s... 
Feed Completely Balanced Ra- 
tions. MURPHy’s Guarantees 


Lower Feed Costs. 


Burlington, Wis. 
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Financing Irrigation 
Equipment 


(CONTINUED FROM PAGE 61) 


unit, pipes, and sprinklers will usu- 
ally provide sufficient security. A 
loan to purchase irrigation equip- 
ment may be part of the over-all 
farm-financing program, and the 
downpayment policy should be al- 
tered to meet individual conditions. 
In some instances, it is necessary to 
obtain a chattel mortgage on other 
machinery, livestock, or a real estate 
mortgage in order to obtain ade- 
quate collateral security for larger 
installations. Average life of irri- 
gation equipment is five years for 
the power unit and 15 years for the 
pipe. The borrower should be en- 
couraged to maintain equity well 
above the resale value of the equip- 
ment. 


Summary 


To summarize briefly the major 
questions to answer before financ- 
ing irrigation, in addition to the 
usual credit worthiness of the ap- 
plicant, are as follows: Is the water 
supply adequate? Is the equipment 
to be used on intensive, high-yield- 
ing enterprises? And was the system 
designed by an experienced irriga- 
tion engineer and purchased from 
a reputable dealer who can service 
the equipment? 


George Beardsley, vice-president, 
The Exchange National Bank of 
Colorado Springs, left, and Mrs. 
Al Atchison, member of the Colo- 
rado Cow Belles State Beef Pro- 
motion Committee, who support the 
“Eat More Beef” campaign by pre- 
senting ‘Beef Cookery” to James 
McCullough. right, owner of a vil- 
lage inn, and his chef, Fred Mar- 
tinez. Exchange National has dis- 
tributed a number of the recipe 
books featuring beef dishes to Col- 
orado Springs restaurants 
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You can’t your bank 
for hidden embezzlements! 


Too bad you can’t—it would simplify things a lot! But 
the plain facts are that you never know when an embezzlement 


may be discovered nor how large it may be! 


During the year ended July 31, the FBI investigated 1,103 
embezzlements . . . a substantial increase over the previous year! 
One out of every thirteen banks in the country suffered an 
embezzlement! But what’s more—no one knows how many 
shortages are still concealed . . . shortages that are getting 


bigger and bigger every day! 


In view of these facts, wouldn’t it be a good idea to check 
your Blanket Bond now? Our nearest agent* can arrange for 
one of our Bank Specialists to help review your coverage 
—and make sure it’s in line with your present-day operations. 


Call him now! 


* If you're not sure of his name . . . just write our Agency 
& Production Department—we'll supply it promptly. 


SERVING BANKERS FOR OVER 70 YEARS 


AMERICAN SURETY 


COMPANY FIDELITY °* SURETY * CASUALTY * INLAND MARINE 
HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 
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News for Country Bankers ; 
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(CONTINUED FROM PAGE 64) 


Cleveland, over Station WGAR. “In 
order to apprise accurately the 
management ability of the borrower 
and to offer advice for improvement, 
a growing number of lenders now 
find it profitable to add an agricul- 
tural college graduate to the staff,” 
he stated. 

Continuing, Mr. Hoover said that 
“keeping well informed on economic 
trends in agriculture is accepted by 
farm lenders as an essential respon- 
sibility. The philosophy of forward- 
looking lenders is that accepting a 
farmer’s business carries with it the 
obligation to see him through a pe- 
riod of temporary stress which may 
be beyond the farmer’s power to 
control. 

“Lenders in the United States to- 
day probably offer the best and 
most complete credit service to 
farmers of any country in the world. 
Yet, as time goes by, farm financ- 
ing is found to be a fertile area 
for still more improvement. When 


PRINCIPAL MACHINES ON FARMS, 
1940 AND 1954 


TRACTORS 


AUTOMOBILES 
TRUCKS 


MILKING MACHINES 


175 THOUS. 
730 THOUS, 


COMBINES 
190 THOUS. 
AY ~ 950 THOUS. 
MECH. CORN PICKERS 
110 THOUS. 
640 THOUS. 
U. S. DEPARTMENT OF AGRICULTURE 


essential agricultural needs 10 or 20 
years hence are considered, there is 
little doubt that credit needs will 
be vastly increased and will have 
to be satisfied. If existing lending 
institutions do not meet the chal- 
lenge, then the taxpayer may expect 


$4(9)-907 AGRICULTURAL RESEARCH SERVICE 


to play the part of a lender to a far 
greater degree than his role of to- 
day.” 

Mr. Hoover’s remarks were sub- 
sequently published in Business 
Trends, published by the Cleveland 
Fed. 


Vice President Evans believes that visits 
with bankers in other localities are essen- 
tial. We asked him why, and he replied, 
“When you can think of your correspond- 
ents as people instead of letterheads, you 
do a much better job for them.” And he 
added, “Every service we offer benefits by 
personal contact.” This philosophy is not 
new, of course, but perhaps it will prove 
so in your case. 


THE FIRST NATIONAL BANK 
OF PHILADELPHIA 
PHILADELPHIA 1, PA. 


Harry C. Carr, Chairman of the Board 
B. Waker, President 


Member Federal Deposit Insurance Corporation 
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Hundreds of National Home Owners 


Were Asked, by Impartial Interviewers — 


“Would You Recommend a National Home to Friends 2” 


...and 95% answered “YES!” 


The acid test of any product’s merit is whether or 
yp 


NATIONAL HOME 
MORTGAGES ARE 


not a buyer would advise his friends to purchase it. 
Recently National homes were put to this test. 
SOUND LONG-TERM In an unbiased survey several hundred owners 
INVESTMENTS answered the question, ‘‘Would you recommend a 
National home to your friends interested in 
buying a new home?” with an overwhelming “Yes!” 
from 95% of the total. Owner loyalty is another 
one of many reasons why National home mortgages 


are sound long-term investments. 


NATIONAL HOMES CORPORATION - Icfayette, Indiana 


Be sure to read the feature article 
on National Homes in March 
““Woman’s Home Companion” 


ONE OUT OF EVERY 
48 HOMES BEING BUILT 
IN AMERICA TODAY 
iS PRODUCED BY... 


National Homes builder-dealers everywhere are holding Open House showings 
of the all-new 1955 designs this month. You are most cordially invited to visit 
the one nearest you and judge National homes quality for yourself! 


©1955 N.H.c. 
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NORTH CAROLINA 
BANK OFFICERS 
PLEASED... 
AMAZED WITH 
SCHOOL THRIFT 
SUCCESS 


Mr. M. B. Fowler, Vice President 
The Fidelity Bank 
Durham, North Carolina 


Latest testimony to the effectiveness of 
School Thrift School Savings Programs 
was received in a letter from Mr. Fowler - 
“The Officers and Directors of our 
bank are not only pleased but ac- 
tually amazed at the success of 
our School Savings Program. We 
find that the School Thrift Inc. plan 
works well from both practical 
and educational viewpoints." 

The Fidelity Bank was established in 
1888 and has served Durham contin- 
uously since that date. It services 
more than 10,000 checking accounts 
and 6,000 regular savings accounts 
in addition to 6,500 School Thrift and 
2,000 Christmas Club accounts. 

School Savings Programs through 
School Thrift are simple . . . effective 

- inexpensive. It is the system that 
has eliminated teacher detail. 


Write Dept. B-3 today 
Learn how you, too, can 
benefit from 


SCHOOL SAVINGS 
thru 


SCHOOL 
THRIFT 


INCORPORATED 


COMPLETE 
SYSTEMS 


* Bank and School 
forms 


* Promotional material 


* Personal installa- 
tion, guidance and 


326 South Broadway, Yonkers, N. Y. 


THE TEXAS COMPANY 
210th 


Consecutive Dividend 


A regular quarterly dividend of 
seventy-five cents (75¢) per share 
on the Capital Stock of the Com- 
pany has been declared this day, 
payable on March 10, 1955, to stock- 
holders of record at the close of 
business on February 4, 1955. 
The stock transfer books will re- 
main open. 
S. T. CrossLanp 

January 28, 1955 Vice President & Treasurer 


How to Attract New Industries 


HE banker is a key figure in de- 
cisions affecting branch plant lo- 
cations, says Kendric B. Morrish, 
president of the Oakland, Calif., 
Chamber of Commerce and vice- 
president of the American Trust Co. 
As an example, Mr. Morrish points 
out that facts supplied to a New 


| York manufacturer by the Metro- 


politan Oakland Area Committee at 
the request of a local banker, act- 
ing for his eastern correspondent 
bank, resulted recently in the loca- 
tion of a $2,500,000 branch plant in 
the area, which includes all of Ala- 
meda County, California. 

“This and similar experiences 
show that the banker performs two 
important functions in the choice 
of branch plant locations,’’ Mr. Mor- 
rish says. “First, his clients seek 
his advice as to whether they should 
expand through branch plant oper- 
ation. Then, if the decision is favor- 
able, the banker is asked to help in 
the selection of the area in which to 
locate the branch. 


his correspondent 
banks, the eastern or midwestern 
banker can get specific and unbiased 
information very quickly. Such in- 


| formation is highly valuable in mak- 
| ing a final decision. 


“Members of the Oakland Clear- 
ing House Association have long 
felt that additional data about the 
area would be helpful to our corre- 
spondent banks in the east, by giv- 
ing them general factual informa- 
tion they can use for the benefit of 
their clients and in asking for addi- 
tional specific information from 
their correspondent banks here. 

“As the result of our suggestions, 
the Metropolitan Oakland Area de- 
veloped a special ‘factfile’ for distri- 
bution to bankers throughout the 
country. It contains a series of data 
sheets and other printed material 
dealing with climate, labor supply, 
living conditions, shipping time and 
costs, size of the market, etc. 

“A special data sheet outlines the 
services and information available 
through what we call the Industrial 
Survey. This is an extensive file of 
information kept up to the minute 
through daily entries. From it, spe- 
cial reports are prepared on request, 
covering subjects ranging from spur 
track facilities to local zoning ordi- 


WILL-YUM 


“If I ask for a larger allowance, will 
vou increase the length of your lecture 
on how to save money?” 


nances or the cost of individual 
plant sites.” 

Mr. Morrish says the Metropolitan 
Oakland Area’s industrial promo- 
tional activities are among the old- 
est in the nation, having been car- 
ried on continuously since 1936. 
Alameda County and the City of 
Oakland supply the funds for the 
program, which is administered by 
the Oakland Chamber of Commerce. 

“Factfiles” are mailed or delivered 
in person to any banker interested. 
The Metropolitan Oakland Area 
Committee, to which requests should 
be addressed, is in the Chamber of 
Commerce Building, 1320 Webster 
Street, Oakland 12, Calif. 


Safe Deposit Talk 

An informative address by 
James A. McBain, second vice- 
president of The Chase National 
Bank of the City of New York, 
on various aspects of the safe 
deposit business, delivered at 
the Vermont-New Hampshire 
Bankers School in Hanover, 
N. H., has been very much in 
demand. 

Mr. McBain is an outstanding 
authority on the operations of a 
safe deposit department. Copies 
of his address may be obtained 
by writing directly to Mr. Mc- 
Bain or to the Committee on 
State Legislation of the Ameri- 
can Bankers Association, 12 E. 
86th Street, New York 16, N. Y. 
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THERE’S NEW BUSINESS 
FOR YOUR CUSTOMERS 


in the 

biggest workshop 

in the world 

—the Delaware Valley 


and 

The Philadelphia National 
can help you 

get it for them. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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... that the more experience a company has 
in the underwriting of Bankers Blanket 
Bonds, the greater the degree of reliance that 
can be placed in its recommendations as to 
the form and amount of such coverage a bank 
should carry. 

F&D has specialized in meeting the 

bonding and insurance needs of banks for 
more than 60 years. 


H 


Fipenity AN ap POSIT COMPANY 
Baltimore 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 


Banking and the 
Public Welfare 


oe community has entrusted banks 
with powers to perform a wide range 
of financial services for the benefit 
of its members; as bankers, it is 
our privilege and responsibility to 
perform these services to the best 
of our ability, Dr. E. Sherman 
Adams, deputy manager of the 
American Bankers Association, said 
in an address before the mid-winter 
meeting of the Ohio Bankers Asso- 
ciation in Columbus last month. 

“Since banking activities so 
closely affect the health of our 
economy,” he said, “we must at 
all times bear in mind the general 
good. Moreover, being citizens as 
well as bankers, we inevitably have 
a broader responsibility to contribute 
what we can to the solution of the 
problems of the community as a 
whole.” 

Continuing, Dr. Adams said that 
“bankers have special responsibil- 
ities with respect to monetary man- 
agement. It has been demonstrated 
in recent years that Federal Reserve 
policies can contribute substantially 
to the stability of our economy. It 
has also been demonstrated that it 
is important from the standpoint of 
the broad public interest that the 
Reserve System should not be sub- 
servient to the dictates of political 
expediency. Also, over the long run, 
the independence of the Reserve 
System is essential to the independ- 
ence of our private banking system. 


Bankers Vitally Concerned 


“Bankers are vitally concerned 
with maintaining and strengthening 
a flexible monetary policy and help- 
ing to preserve the independence of 
the Federal Reserve System. We 
are concerned with these problems 
both from the standpoint of the 
welfare of banking and also from 
the standpoint of the welfare of the 
economy as a whole.” 

Dr. Adams also said that “bankers 
have an opportunity and responsi- 
bility to contribute to the formulation 
of public policies in other areas. 
In this country, public policies are 
determined to a very large extent 
by the attitudes of various economic 

(CONTINUED ON PAGE 136) 
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Christmas Club a Corporation 


1s pleased to announce 


Lhe Winners 


in the 
Herbert F. Rawll Memorial Awards Competition 


a program of Christmas Club a Corporation to promote 
a better public understanding of the services you 
render to your community. 


Awards totaling $10,500.00 were made to 
Christmas Club members who in the opinion of independent 
judges wrote the best letters on the subject 
“How I use my Christmas Club Funds” 


ist award $2500.00 was made to Frank C. Presveyc 


Christmas Club member at The Howard Savings Institution, Newark, New Jersey 


2nd award $1500.00 was made to Mrs. Evelyn Hayes 
Christmas Club member at Bankers Trust Company, New York City, N. Y. 
3rd award $1000.00 was made to 
Vy. Rev. Msgr. Franklin M. Kelliher 


Christmas Club member at The Marine Trust Company of Western New York, Buffalo, N. Y. 


167 other cash awards, ranging from $100.00 
to $20.00 were made to people in practically 
every walk of life. 


Christmas Club a Corporation is proud to 
have made these awards and thanks the thou- 
sands of financial institutions whose interest 
helped to make our 1954-1955 award compe- 


tition so popular. 


The many thousands of letters submitted 
from coast to coast and border to border of the 
United States as well as from Puerto Rico and 
Hawaii clearly indicate that thrift as practiced 


by Christmas Club members forms the backbone 
of our economy. These people are saving and 
building for individual financial security; they 
are building character for themselves, their 
families and their community and they are 
building business for financial institutions. 

Why not have a staff representative of 
Christmas Club a Corporation call on you? He 
has every system for efficient operation and 
wide variety of proven advertising material 
with which to build a profitable program to 
meet your individual needs. There is no obliga- 
tion, of course. 


VACATION CLUBS e SCHOOL SAVINGS e ALL PURPOSE CLUBS e TAX CLUBS 


Christmas 


“PAY MENT 


N 3 


Torporation 


FOUNDED BY HERBERT F. RAWLL 


230 PARK AVENUE, NEW YORK 


DUE THIS WEEK 


STAFF MEMBERS THROUGHOUT AMERICA 
BUILDS CHARACTER e BUILDS SAVINGS e BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 
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(CONTINUED FROM PAGE 134) 
groups. There is danger that the 
public interest may suffer unless 
these various groups learn to work 
together for the common good. 

“New codes of social conduct are 
needed. Individuals and groups must 
develop a sense of social responsi- 
bility. This is not Sunday School 


WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 
A Job To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The National Shawmut Bank , i 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 


ANGLEND COIN WRAPPERS 


are inexpensive, 
easy to store — for 
more than 50 years 
a favorite wrap- 
per. Size, angles 
and colors are 
standard. 


HALYES 


jandard Paper Goods Mtg Co 
ster, Mass, 


May be imprinted — 
Heavy duty Kraft 


Write 


today 25¢, 50¢ — Pennies, Red 
for $1, $2 — Nickels, Blue 
colorful $2, $3, $5 — Dimes, Green 
catalog. $5, $10 — Quarters, Orange 
$10, $20 — Halves, Brown 


(Ss) $20 — Dollars, Brown 
> STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 


stuff; it is the first law of modern 
technology. 

“The quality of responsibility is 
to some extent a matter of long- 
range, enlightened self-interest; a 
realization of the imperative neces- 
sity of working together. We live 
in an age of economic interdepend- 
ence. The welfare of every group 


HORACE 
was almost 
right! 
... he said “Go West” 


and the young-in-heart 
went SOUTH west! 


Arizona’s Population 


VALLEY 


NATIONAL 
BANK 


ARIZONA'S STATEW! 


MEMBER FEDERAL OEP 


OFFICES 


depends upon the continued well- 
being of the whole economy. 

“But social responsibility is more 
than intelligent self-interest. It im- 
plies a conscience, a citizen’s con- 
cern for the public welfare, a recog- 
nition of the moral obligations of 
all individuals and groups to con- 
tribute to the common enterprise. 

“Here is the great opportunity 
and responsibility for bankers. If 
they will, bankers can exert con- 
structive leadership in public affairs, 
In order to do so, they must main- 
tain a responsible, objective approach 
to public problems.” 


E. L. Bittner Is Chairman, 
Institute's PR Committee 


Edward L. Bittner of The First 
National Bank, Kansas City, Mo., 
has been appointed chairman of the 
National Public Relations Committee 
of the American Institute of Bank- 
ing for the remainder of the current 
Institute year, according to Alvin 
E. Roemershauser, Institute presi- 
dent and assistant vice-president, 
The Whitney National Bank of New 
Orleans. The A.I.B. is the educa- 
tional section of the American 
Bankers Association. 

Mr. Bittner, who was a member 
of the Committee for 1954-55, takes 
the place vacated by the resignation 
of Mrs. Bessie P. Faddis of the 
Union National Bank, Pasadena, 
Calif. As chairman of the A.LB. 
Public Relations Committee, he will 
also serve as a member of the Pub- 
lic Relations Council of the American 
Bankers Association. 


“Our new curb-teller doesn’t sink; it 
folds like an accordian!”’ 


AL BANK 
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for each installment, including 
balance after payment, is right 
on the customer’s coupon. That’s how 
Burroughs Coupon-Ledger Plan 
stimulates mailed-in payments. Man- 


each legible information 


chester Trust Company, Manchester, 


* 
Conn., found their mail payments 
increased more than 50% when they 
—— to this exclusive plan for 


installment loan accounting with a 
Burroughs Sensimatic. 


The protection and convenience of 

ai this a are especially important. 

On the versatile Sensimatic the con- 

tinuous strip of coupons and the 

ledger are pre-scheduled simultane- 

‘ ously, assuring identical figures. Each 

i posting of a paid coupon is proved 

Or Ins 2) men oan 9ccoun Ing on the Payment Journal. The amount 
of any error is printed, localized for 


quick correction. Partial payments 
_are handled with ease. 


Better customer service actually costs 
less, too. The Manchester Trust 
Company finds that five customers 
are now being served in the time it 
formerly took for one. Three tellers 
do the work that used to require 
four, and these three can still handle 
a 50% increase in regular work load. 


Here are all of the advantages of a 
coupon installment plan, without the 
disadvantages. Ask your Burroughs 
man to explain it in detail. He’s listed 
in the yellow pages of your telephone 
directory. Or write Burroughs Corpo- 
ration, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


PLAN FOR 
OUPON-LEDGER COUNTING 


NES 
MACHI 
SENSIMATH 
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Tensions in Business People 


The new style executive is relaxed rather than tensed 


show that business ex- 
ecutives are much more likely to 
be tense and unable to relax than 
other people. Out of a hundred 
major executives who earn $35,000 
or more a year, 57 have been found 
to be usually tensed. Contrast that 
with the 31 out of a hundred who 
are tensed in the general population. 

These tensed executives were 
found to devote long hours to work 
—from 69 to 112 hours a week at 
the office. Longer hours when they 
travel on business. 

Three nights a week these stem- 
winders have business appointments 
that take them out to dinner. When 
they are at home evenings, they 
usually bring work home with them. 
They seem to have an unlimited 
supply of interest in their jobs. 


DONALD A. LAIRD 


They have the income to live well. 
But the tense executive’s hurry and 
worry for business often does not 
give him the time, or the mood, to 
let down and enjoy home life. 

Many of the wives of tense ex- 
ecutives advise their daughters to 
marry less ambitious men. The di- 
vorce rate is sky high among these 


usually tensed businessmen, mostly 
because they are more devoted to 
their jobs than to their families. It 
is easy for the wife of a high- 
powered executive to feel she is a 
business widow—home may be just 
a place for him to park overnight. 

One woman who read the report 
about tensed executives sputtered, 
“they are not merely ambitious, they 
are selfish, inconsiderate, injudi- 
cious; in short, extreme egoists.” 

Apparently she caught some of 
their tenseness by merely reading 
about them. It reminds us of that 
old saying “an executive is a man 
who goes around with a worried look 
on the face of his assistant.” 

The modern corporation is begin- 
ning to move away from the stem- 

(CONTINUED ON PAGE 140) 
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require a particular 


For years, leading financial 


institutions have found the answers to their insurance 
requirements in the specialized services furnished by 


NATIONAL SURETY 


CORPO RAT 


one of America’s Foremost 
surety companies 


A MEMBER OF THE FIREMAN'’S FUND INSURANCE GROUP 


ONVISIBLE ARMOR 
This symbol on your bond or policy guarantees satisfaction . 
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for adventure in the exciting corners of the world... 


THEY WATCH “THE FALCON’ 


Millions of TV viewers are watching Charles McGraw in his starring role in 
“Adventures of THE FALCON”, NBC Film Division’s great half-hour series. Millions of 
movie fans are now acclaiming this fast-rising young star in “The Bridges at Toko-Ri” 
and thousands jam-packed his triumphal coast-to-coast personal appearance tour. 


and in every corner of America... against any competition... 


THEY WATCH “THE FALCON’ in city after city, “re ratcon” has 


won top ratings for his sponsors—even against strong competition. Here are the latest ARB figures: 


e In Memphis “THE FALCON” outrated “Make Room For Daddy” 22.9 to 18.8 
e In St. Louis “THE FALCON” outrated “Willy” 25.2 to 7.8 
e In Springfield, Mo. “THE FALCON” outrated “Break The Bank” 30.4 to 27.2 


e In San Francisco “THE FALCON,” featured as a strip show, sold out Monday 
through Friday at 11 p.m. It topped the feature films previously run at that 
time by 129% and rated 4 times higher than its nearest competitor. 


before you buy a syndicated television program... WATCH “THE FALCON" 


Your NBC Film Division salesman will be glad to arrange a private screening. Call him today. - 


NBC FILM DIVISION 27035172" 
serving all sponsors 
30 Rockefeller Plaza, New York 20,N. Y. * Merchandise Mart, Chicago, Ill. * Sunset & Vine Sts., 


Hollywood, Calif. * In Canada: RCA Victor, 225 Mutual Street, Toronto; 1551 Bishop Street, Montreal 
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HERE'S 


THE 


STORY! 


CLAIMS LIKE THIS 
EXPLAIN WHY BANKERS 
AND THEIR BORROWERS 
APPRECIATE THE 
PROTECTION OFFERED 


BY 


COLORADO CREDIT LIFE 


NEW LONDEN, MISSOURI .. . 


When Mr. of New Londen, Missouri, borrowed 
$5,000 on a six month term from the Ralls County 
State Bank he had his debt insured with a Colorado 
Credit Life Level Term policy. In December 1954, 
Mr. was involved in an automobile accident 
caused by icy roads, and he died as a result of 
the accident. At the time of his death, he had 
repayed $3,000 of his loan, but there was still $2,000 
outstanding. Colorado Credit Life paid off the exist- 
ing indebtedness of $2,000 and paid $3,000 into 
Mr. "s estate. 


PAID within 5 workiNG 


RATS... 


Only 5 working days after this claim was 
received by the Colorado Credit Life home 
office, the president of the Ralls County 
State Bank received a check for $2,000 
from the resident vice-president of the 


Colorado Credit 


Life, and a check for 


$3,000 was presented to the executor of 
the estate. The checks were sent AIR MAIL 
SPECIAL DELIVERY to assure immediate 


delivery 


Colorado Credit Life pays 


when your borrowers can't .. . PAYS IM- 


MEDIATELY! 


We invite your questions and requests for 


information concernin 
insurance protection. 


our many forms of 
ire or call collect to 


the Colorado Insurance Group home office in 
Boulder, Colorado. 


CREDIT LIFE INSURANCE 


DEBT CANCELLATION 


FIRE INSURANCE Ry, 


AUTOMOBILE INSURANCE 


COLORADO CREDIT LIFE 


COLORADO 
INSURANCE COMPANY 


COLORADO CREDIT 
LIFE UNDERWRITERS 


Tensions in Business 
People 
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winder executive who single-hand- 
edly keeps things humming at a 
hair-shedding pace. The tensed ex- 
ecutive is now in bad repute in the 
leading companies. 

Many firms are using training spe- 
cialists to develope low - pressure 
work habits among the lower levels 
of executives. This is grooming a 
new style of executive to replace the 
too hard-driving ones now near the 
top. 

One reason for this shift is that 
production records usually show 


there is greater worker output un- 
der a low-pressure boss. Fewer ac- 
cidents when the boss is low-pres- 
sure. Also better company morale 
and less employee turnover. 
Another reason is that the re- 
laxed executive is less likely to be 
forced out prematurely by stomach 
ulcer, or to drop over from heart 
failure. The relaxed executive is also 
less likely to have his higher mental 
powers — learning, memory, judg- 
ment—weakened as he grows older 
from the accumulated effects of 
blood pressure changes in his brain. 
Although the trend is definitely 
to give relaxed executives the top 
spot, it must be admitted that the 
majority of high executives are still 
of the immediately-if-not-sooner and 
make-it-snappy varieties. Autocratic 
rather than democratic, tensed 
rather than relaxed, they often 
make their employees feel pushed 
and thus spread tenseness down the 
line to the work force. 
Observations show that those who 
have come to the top most rapidly 
in the past are likely to be of the 
tensed variety. That is understand- 
(CONTINUED ON PAGE 142) 
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UNION CARBIDE 


AND CARBON CORPORATION 


1954 Annual Report Summary” 


CONDENSED INCOME STATEMENT 
1954 1953 


$923,693,379  $1,025,833,041 
946,174,299  1,048,157,344 


Cost of Goods Sold, Selling, General, and 


Administrative Expenses 


668,418,442 733,528,658 


Depreciation and Amortization 93,712,849 75,351,702 
Interest on Promissory Notes 11,913,750 11,517,083 
Net Income Before Federal Income Taxes and Renegotiation. . . . 172,129,258 227,759,901 
Provision for Federal Income Taxes and Renegotiation 82,349,987 124,976,459 


Net Income 


Net Income per Share 


Dividends Paid 


89,779,271 102,783,442 
3.10 3.55 
72,381,985 72,235,535 


CONDENSED BALANCE SHEET 
Assets 


Total Current Assets $553,594,053 $510,399,171 
Fixed Assets After Accumulated Depreciation and Amortization 675,518,610 658,392,229 
Investments in Affiliates and Foreign Subsidiaries 15,862,794 15,699,522 
Deferred Charges 6,660,502 6,101,408 
Patents, Trade-Marks, and Goodwill 1 1 


$1,251,635,960 $1,190,592,331 


Liabilities 
$156,946,120 $207,130,929 
120,000,000 130,000,000 
300,000,000 200,000,000 
6,381,098 
Capital Stock— 
28,388,894 shares (28,320,919 shares in 1953) 212,662,021 210,173,350 
563,900 shares (631,875 shares in 1953) held by the 
Corporation as collateral under the Stock Pur- 
chase Plan for Employees 23,775,439 26,264,110 
28,952,794 shares 236,437,460 236,437,460 
Less present amount of Agreements 23,419,484 25,966,255 
213,017,976 210,471,205 
Earned Surplus ~ 461,671,864 436,609,099 
$1,251,635,960  $1,190,592,331 


*Copies of the complete 1954 Annual Report of Union Carbide and 
Carbon Corporation will be furnished on request. Included with the 
report is an illustrated booklet that describes the Corporation’s products 
—Alloys, Carbons, Gases, Chemicals, and Plastics—and how they 
are produced from nature’s raw materials. For copies of the report 
and booklet, please write to the Secretary, Union Carbide and 
Carbon Corporation, 30 East 42nd Street, New York 17, N. Y. 


UCC’s Trade-marked Products include——_——c— 


BAKELITE, VINYLITE, and KRENE Plastics «¢ Dynel Textile Fibers ¢ Pyrorax Gas + AcHESON Electrodes + LinpE Oxygen 
Evereapy Flashlights and Batteries Union Carbide LinDE Silicones ¢ PRESTONE Anti-Freeze Nationa Carbons 
SYNTHETIC ORGANIC CHEMICALS ELEcTROMET Alloys and Metals e Haynes Alloys Prest-O-LiteE Acetylene 
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COLOMBIA 
MEANS BUSINESS 


LET US HELP YOU INCREASE YOURS 


O PPORTUNITIES in Colombia for U. S. business are increasing 
every year. Trade connections are becoming more profitable. With 
an eye on your business future there, why not let us assist you 


with your collections and letters of credit? 
For instance in making collections, we have an 


outstanding 


record of combining efficiency with tact, courtesy with results— 
a proven faculty for settling unpaid accounts quickly and retaining 


good-will. 


As for letters of credit, consider the convenience of our 32 offices 
located in every important commercial centre in Colombia. This 
exceptional coverage is a great advantage too in furnishing current 


and comprehensive trade information. 
In fact whatever your requirements, we have special 
handling every phase and facility of banking. 


departments 


More and more 


progressive U. S. banks and business firms are making use of our 


extensive organization established for over 40 years. 


We invite your inquiries. 


BANCO COMERCIAL ANTIOQUENO 


Established 1912 
Cable address for all offices — Bancoquia 
Capital pald-up 
Legal reserves 
Other reserves 


General Manager: Antonio Derka 


$20,815,000 — Pesos Colombian. 
$17,694,300 — Pesos Columbian. 
$6,726,000 — Pesos Colombian. 


Office: MEDELLIN, CoLomsiA, SouUTH AMERICA 


CHES: Armenia (C), Barrancabermeja, Barranquilla (2), 


BOGOTA (8), Bucaramanga, Cali (2), Cartagena, Cartago, 
Girardot, Ibagué, Magangué, Manizales, Medellin (2), 
Neiva, Palmira, Pasto, Pereira, Puerto Rerrio, San Gil, 
Marta, Sincelejo, Socorro, Vélez (8). 
New York Representative—Henry 40 Exchange 
New York 56, N. 


Place, 


CAST BRONZE on Special! 


NOW —at these down-to-earth 
prices make this your opportunity 
to install these incomparable, gen- 
vine bronze or aluminum signs. A 
wide selection of other styles and 
sizes is also available. Send for full 
information — no obligation. 


LARGER SIZES LOW-PRICED, TOO! 
No. B-186 — BRONZE OR ALUMINUM 


Size 18" x 24” 
Size 24° x 28” 
Size 32” x 36” 
All shipments f.o.b. factory. 


No. B-186 
Size 12'° x 18 


Horizontal or Vertical 


$7850 


f.o.b. Factory 


Price includes formal 
institutional name and 
Federal Insurance word- 
i ig. if desired. When 

ering please specify 
or vertical 
tablets. Hardware for 
easy installation and 
decorative rosettes to 
cover screw-heads fur- 
nished with each tablet. 


BANTHRICO INTERNATIONAL - 17 N. DESPLAINES ST., CHICAGO 6, ILL. 
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People 
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able, for they had to drive to push 
themselves upward, and to push 
others out of their way. 

It is understandable, too, that 
many business people who are on 
the tensed side of life imagine it is 
a normal condition. They believe 
there is something wrong with the 
chap who is serene and not restless 
for action. 

But there are tensed executives 
who realize full well their tensions 
are getting them down. Many of 
these are reluctant to try to let 
down, since they believe their ex- 
cessive activity is the quality that 
makes them valuable as_ business 
leaders. They believe they have to 
set an example of hard work, so the 
rank and file will also work hard. 


Some are conceited enough to be- 
lieve that they must do more than 
their share of the work, because 
they have more skill than others. So 
they hesitate to delegate responsi- 
bilities to others and become more 
involved than an amateur one-man 
band. 

Before people can become relaxed 
it seems they have to realize their 
tensed condition, and to want to 
swing to the relaxed side. This is 
similar to the drunkard who can’t 
quit drinking until it dawns on him 
that he has become an alcoholic. It 
is often necessary to stand back and 
take a good look at oneself to get a 
perspective that enables one to start 
letting down. 


We wish some enterprising busi- 
nessman would start manufacturing 
parking places. 


On the highways the liberty lov- 
ing Americans are hard-pressed by 
the liberty-taking Americans. 
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GOVERNMENT BONDS 


(CONTINUED FROM PAGE 57) 


sistance of the dealer fraternity. It 
was essential that some intermedi- 
ary exist to facilitate such transfers 
of ownership and to bring together 
buyers of this and sellers of that 
without undue disturbance of market 
prices. 

Moreover, it is generally under- 
stood that some of the buyers of the 
long-term 3% bonds did not have 
enough current funds for the 
amounts which they were willing to 
add to their portfolios. In these 
cases such buyers were willing to 
make commitments for delivery on 
future dates, some weeks or months 
ahead. Here the dealers were in a 
position to confirm such transac- 
tions and to carry the bonds in the 
interim; in short, to assure a some- 
what greater absorption of the long 
bonds than would otherwise have 
been possible. 

As stated by Secretary Humphrey 
in announcing the final results of the 
offerings: “The banks, the Govern- 
ment security dealers, and the entire 
financial community gave magnifi- 
cent cooperation in supporting the 
$15-billion refunding operation.” Be- 
cause of this cooperation about 
$1,917,000,000 of the new 40-year 
3% bonds were taken, an amount 
much greater than could have been 
forecast in advance. 

The value of the Government bond 
dealer fraternity has seldom been so 
clearly demonstrated. 


Market Adjusts Prices 


In the week during which the sub- 
scription books for the exchange 
were open, from Tuesday to Wednes- 
day inclusive, only the longest-term 
of the previously outstanding longer 
bonds showed declines of from 8/32 
to 12/32. Bonds, due or callable 
from 1957 to 1962, actually regis- 
tered a slight price improvement as 
the threat of a new competing issue 
was removed. Even the longer issues 
were marked down rather than sold 
down. 

Once the true effect of the new 
long-term issue had been grasped, 
prices were marked up in the follow- 
ing week. After all, the 214% bonds 
maturing from 1963 to 1967 are a far 
cry from 1995 and get shorter every 
year. 

To a large extent the new 3% 
bonds have been bought to keep. 
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There may well be continual absorp- 
tion of that issue from investment 
funds. If so, lack of supply might 
well have the result of increasing 
their market value. 


OMC Sells Bills 


From December 22, 1954, to Jan- 
uary 26, 1955, the Open Market Com- 
mittee disposed of about $1,214,000,- 
000 of Treasury bills, largely as an 
offset to a decline of $1,194,000,000 
in money in circulation for the same 
period. This squeezed the money 
market somewhat, as on January 26 
the “free reserves” of the member 
banks had dropped to only $9,000,- 
000. 

In the following week, however, 
the OMC bought $252,000,000 bills. 
Even then the amount of “free re- 
serves” remained at a minimum. 

This is quite a different picture 
from that when the Federal Reserve 
policy seemed to be to maintain an 
average of “free reserves” in the 
neighborhood of $500,000,000. The 
present policy still seems to be that 
of “watchful waiting.” Enough 
credit will be supplied to meet legit- 
imate needs for increased production, 
but anything of a speculative or in- 
flationary nature can readily be 
discouraged. 


Bill Rates Fluctuate 


There was a good deal of fluctua- 
tion in the cost of the weekly roll- 


over of Treasury bills during Jan- |. 


uary. The average cost on January 
3 was about 1.05%. Two weeks later 
it was about 1.41%. By February 7 
the rate had declined to just below 
1.10%. Then a good demand showed 
up and the market rate for the 
longest bills dropped to about 1.06% 
bid, offered at 0.99%. 

There are about $29.5-billion bills 
outstanding, of which the Federal 
Reserve owns only about $1,180,- 
000,000. The reporting member banks 
had a few more than $2-billion. It 
is clear how fortunate it is for the 
Treasury Department that large 
corporate funds continue to be avail- 
able and find Treasury bills just 
what the doctor ordered for their 
requirements. 


Some persons are willing to be- 
lieve anything but the facts. 


Common and 
Preferred Stock Dividends 


The Board of Directors of Safe- 

way Stores, Incorporated, on 

Feb. 8, 1955, declared the 

following quarterly dividends: 
60¢ per share on the 
$5.00 par value Com- 
mon Stock. 


$1.00 per share on the 
4% Preferred Stock. 


$1.0714 per share on 
the 4.30% Convert- 
ible Preferred Stock. 
Common Stock dividends and 
dividends onthe 4% Preferred 
Stock and 4.30% Convertible 
Preferred Stock are payable 
April 1,1955 to Stockholders 
of record at the close of busi- 
ness March 16, 1955. 
MILTON L. SELBY, Secretary 
February 8, 1955 


SERVICE 


imitation leather or plastic 

commercial passbooks and 
pocket check cases 

SAMPLES AND PRICES ON REQUEST 


WE WILL SEND YOU 


the next five monthly issues of 
BANKING’S NEWSLETTER for only 
$1. $5.00 a year). You 
— Ry: mail your name, address 
an 


BANKING'S NEWSLETTER 


12 East 36th St. New York 16, N. Y. 
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BANK SIGNS 


Picture the name of your bank in en- 
during bronze and aluminum. . . the 
names of your personnel in handsome 
desk plates of the same dignified metal. 
Let us show you how we can give 
you the very finest signs, desk plates 
and bulletin boards to suit your every 
need . . . at most economical prices. 
Send for free illustrated catalog 


DESK NAMEPLATES 


2'*x10°" one line of copy $7.50 
2¥2*'x10"* two lines of copy $9.00 
en bronze easel—other styles avaliable 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway Dept. B New York 12, 


New Improved 
Tellers’ Vault Truck 


New streamlined tubular steel frame- 
30” high 
New heavy gauge metal shelves - 
18” x 31” 


New large, smooth-rolling wheels 


Best for busy banks. Exclusive, im- 
proved features. A teller’s cash books 
and materials go easily and all at once 
into the vault. Saves timc... promotes 
efficiency. Shelves have 1%” raised edge 
to prevent spilling. Rear wheels swivel. 
Has hard-wearing, soft-tone aluminum 
finish. 
Shipped assembled - $49.50 
Order direct today from 


North Branch Chair Company 
10 Brown Street North Adams, Mass. 
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Auditors and Comptrollers 
Hold Four Regional Conventions 


OUR regional conventions of the 
National Association of Bank 
Auditors and Comptrollers will be 


| held during April and May to discuss 
| internal bank operating problems. 


At the 20th Eastern Regional 
Convention, which will be held at 


| the Hotel Casey in Scranton, Pa., on 


April 24-27 the program will in- 
clude a discussion of the following 
subjects: 


“Fraud Prevention”; ‘Current 


| Problems in Audit and Control,” with 


four panel members talking on these 
subtopics: ‘Control of Safe Deposit 
Operations,” ‘Audit Control of 
Charged-Off Assets and Recoveries,”’ 
“Audit and Control of Commercial 
Tellers,’ and “Keeping an Audit 
Program Up to Date’; ‘Accounting 
for Common Trust Funds’; ‘“Im- 
proved General Ledger Accounting” ; 
and “Improved Tellers’ Efficiency 
Through Better Cage Design.” 
Also, “Electronics for Bank Ac- 
counting”; ‘“What’s Wrong With 
Direct Verification?” ; “Bouquets and 
Brickbats,” with panel members 


discussing these subtopics: “What 
I Expect from My Bank as a Cus- 
tomer,” ‘What I Don’t Understand 
About a Bank,” “What a Bank Di- 
rector Expects from Management,” 
and “Community Problems and the 
Banker.” 

Three panel members will speak 
on the subject ‘Control of Bank 
Records,” each one developing a 
different theme. These talks will 
cover “Control of Forms,” ‘Protec- 
tion Against Hazards,” and “Reten- 
tion and Destruction.” 

In addition to the business ses- 
sions, an entertainment program has 
been arranged for delegates and 
their wives. 

The other regional conventions 
have been scheduled as follows: 


April 3-6—6th Southern Regional, 
at Broadview Hotel, Wichita, Kan. 


April 17-20—6th Northern Re- 
gional, at French Lick Springs Hotel, 
French Lick, Ind. 

May 23-25—9th Western Regional 
at Hotel Utah, Salt Lake City. 


Chairmen of the various committees making arrangements for the 20th Eastern 
Regional Convention of NABAC in Scranton, Pa. Seated, left to right, R. S. Long, 
vice-president and cashier, Scranton National Bank; Elizabeth Vickers cashier, 
Citizens Bank of Parsons, Wilkes-Barre; General Chairman G. J. Kearney, assis- 
tant treasurer, Miners Savings Bank, Pittston; Vice-general Chairman R. G. Kreis, 
vice-president, First National Bank, Scranton; Mildred Whitby, assistant vice-presi- 
dent, National Bank of Olyphant; J. F. Murphy, vice-president, First National 
Bank, Scranton. Standing, G. J. DeGutis, auditor, Third National Bank and Trust 
Co., Scranton; Walter Kramer, assistant vice-president, First National Bank, Scran- 
ton; R. W. Hortman, cashier, The Berwick Bank; H. L. Glidden, assistant cashier, 
Forty Fort State Bank; R. J. Boyle, assistant cashier, Wilkes-Barre Deposit & 
Savings Bank; G. H. Snyder, vice-president, Markle Banking and Trust Co., Hazle- 
ton; H. E. Hall Jr., cashier, The Green Ridge Bank, Scranton; G. H. Koehler, 
cashier, Farmers and Merchants Bank, Honesdale; H. E. Kramer, cashier, First 
National Bank, Wilkes-Barre; and H. B. Moyer, comptroller, Miners National Bank, 
Wilkes-Barre 


(THE BANK! 
Founded 17 
| 
| 
| FRANK J. BRADFORI 
ES 
|_| BANKING 


* THE HOME * 
Susurance Company 


AUTOMOBILE 


MARINE 


and THE HOME INDEMNITY COMPANY 


pci leis THE HOME INSURANCE COMPANY December 31, 1954 


ADMITTED ASSETS 

United States Government Bonds 

Other Bonds . é 

Preferred and Common 

Cash in Office, Banks and Trust Companies 

Investment in The Home Indemnity 
Company... 

Real Estate . ¥ 

Agents’ Balances or Unc allowed Prousiame, 
less than 90 days due 

Other Admitted Assets 


Total Admitted Assets 


NOTE: Bonds carried at $5,936,585.11 amortized value and cash $82,500.00 in the above balance sheet are deposited as required by law. All securities have been 


- $ 81,571,962.52 
94,561,406.92 
199,039,024.72 
23,895,857.61 


20,031,763.00 
7,169,468.45 


21,077,696.08 
5,255,993.62 


$452,602,732.92 


LIABILITIES 


Reserve for Unearned Premiums . 


Unpaid Losses and Loss Expenses 
Taxes Payable . 

Reserves for Reinsurance 
Dividends Declared . 

Other Liabilities . 


Total Liabilities . 
Capital 
Surplus 


Surplus as 


Total . 


valued in accordance with the requirements of the National Association of Insurance Commissioners. 


$175,675,958.00 
43,281,009.63 
5,675,000.00 
1,810,986.40 
2,000,000.00 
4,647,561.32 


- $233,090,515.35 
20,000,000.00 
199,512,217.57 


- $219,512,217.57 
$452,602,732.92 


| 


iliniinsaeiiiad THE HOME INDEMNITY COMPANY December 31, 1954 


ADMITTED ASSETS 
United States Government Bonds 
Other Bonds ... . 
Preferred and Common 


Cash in Office, Banks and 
Trust Companies. . . Sete 


Agents’ Balances or Premiums, 
less than 90 days due 


Other Admitted Assets 
Total Admitted Assets 


- $ 20,981,611.72 
17,898,690.96 
14,322,398.00 


2,141,817.14 


4,184,519.99 
937,814.99 


LIABILITIES 


Reserve for Unearned Premiums . 


Unpaid Losses and Loss Expenses 
Taxes Payable . 3 
Reserves for Reinsurance 


Other Liabilities . 


Total Liabilities 
Capital 
Surplus 


Surplus as 


Total . 


- $ 17,408,676.00 
22,011,128.00 
770,000.00 
52,606.00 
176,444.17 


$ 40,418,854.17 
1,500,000.00 
18,547,998.63 


- $ 20,047,998.63 
- $ 60,466,852.80 


NOTE: Bonds carried at $1,105,000.00 amortized value in the above balance sheet are deposited as required by law. All securities have been valued in accord- 
ance with the requirements of the National Association of Insurance Commissioners. 


V. Situ, Chairman of the Board 


KENNETH E. Buiack, President 


Lewis L. CLARKE 
Banker 


Harotp V. SmitH 
Chairman of the Board 


Freperick B. ADAMS 
Chairman of 
Executive Committee, 
Atlantic Coast Line 
Railroad Co. 


Rosert W. Dow Linc 
President, 
City Investing Co. 


Grorce Gunp 
President, 


The Cleveland Trust Co. 
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DIRECTORS OF THE HOME INSURANCE COMPANY 


Harotp H. Hetm 
President, President, 
Chemical Corn Exchange Atlantic Coast Line 
Bank Railroad Co. 


Cuartes A. LoucHIN 
Vice President & 
General Counsel 


Warren S. JoHNson 
Investment Counselor, 
Peoples Savings 
Bank & Trust Co. of 


Ivan Escott Wilmington, N.C. 


New York City 


Henry C. Brune 
President, 
Empire Trust Co. 


Percy C. Mapeira, Jr. 
Chairman of 
Executive Committee, 
Tradesmens Land Title Bank 

& Trust Co. Harsin K. Park 
Chairman of Board, 
The First National 
Bank of 
Columbus, Ga. 


G. Harrison 
Schnader, Harrison, 
Segal & Lewis 


HOME OFFICES: 59 MAIDEN LANE, 


Cuampion McDoweE tt Davis 


Boykin C. Wricut 
Shearman & Sterling 
& Wright 


Leroy A. LincoLn 
Chairman of Board, 
Metropolitan Life 
Insurance Co. 


Tuomas J. Ross 
Senior Partner, 
Ivy Lee and T. J. Ross 


Henry C. Von Etm 
Honorary Chairman 
of Board, 
Manufacturers Trust Co. 


Joun M. FRANKLIN 


President, 
United States Lines Co. 


NEW YORK 68, N.Y. 


Lou R. CRANDALL 
President, 
George A. Fuller Co. 
Kenneth E. Brack 
President 
Leonarp PETERSON 
Vice President 


Hersert A. Payne 


Vice President & Secretary 


J. Eowarp Meyer 
President, 


Cord Meyer Development 


Company 


ArTHuR C. Basson 
Vice President, 
Babson’s Reports, Inc. 


Rosert G. GoeLet 
Real Estate 
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YOU CAN BANK ON 


to help you win and hold 


checking account customers 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


check sets in the field . . 


. and still cost less. 


Judge for yourself. Write for sample check set. 


We help you 
FIND 
» customers 


with newspaper ad mats, car cards 
and radio spot announcements. 


We help you 
SERVE them 


We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 


(% We help you 
SELL them 


with counter and lobby 
posters, folders and 
illuminated displays. 


Vv No initial outlay for operating 


forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


V Personalized plans that feature 


top quality imprinting. 


More popular with Customers 


400 MADISON AVENUE, NEW YORK 17, N.Y. 
NAPERVILLE, ILLINOIS 


precision-made 
machine and 
hand posting 


passbooks 


FIGHT 
COMMUNISM 


“TRUTH DOLLARS” 


New Books 


MoBILE HOMES — THE GROWTH 
AND BUSINESS PRACTICES OF THE 
INDUSTRY. By Taylor W. Meloan, 
D.B.A. Richard D. Irwin, Inc., Home- 
wood, Ill. 143 pp. $3.50. 

Mr. Meloan, who is assistant pro- 
fessor of marketing, Indiana Univer- 
sity, states that the historic covered 
wagon represented the first mobile 
homes in the United States. 

Included in this study of the mo- 
bile home industry, the author re- 
views its early history, manufac- 
turing, marketing, and financing 
practices, regulations and conclu- 
sions, and, in an appendix, gives 
detailed information on size restric- 
tions, special equipment provisions, 
standards for trailer courts, etc. 

In the chapter on mobile home 
financing, the author discusses the 
financing of manufacturing, dealer 
financing, consumer financing, and 
various aspects of financing arrange- 
ments. Three Grand Rapids, Michi- 
gan, banks “were reported to be 
holding approximately 15% of all 
mobile home paper.’’ These banks 
were listed as the Union Bank of 
Michigan, Michigan National Bank, 
and Old Kent Bank of Grand Rapids. 


FINANCIAL PUBLIC RELATIONS: 
For the Business Corporation. By 
Herman 8. Hettinger. Controllership 
Foundation, Inc., New York City. 
44 pp. $1. This is a digest of a book 
published by Harper. 


1955 INCoME Tax GuIDE. By S. J. 
Lasser, CPA. Fawcett Publications, 
Inc., New York, N. Y. 192 pp. 75 
cents. 

This book is claimed to be of es- 
pecial help to the self-employed 
business or professional man. It in- 
cludes a blueprint for completing 
income tax forms, arranged in 21 
steps showing the section of the tax 
form to which the guide refers. 


AMERICAN HERITAGE, Vol. I, No. 
2, American Heritage, New York, 
N. Y. Single issue, $2.95; annual 
subscription, $12. 

This is the second issue of the 
“magazine of history” in hard-cover 
book format. Almost all articles 
are lavishly illustrated in black and 
white or color, including reproduc- 
tions of rare prints and paintings. 


BANKING 


| 
ar 
| OS 
( 
| 
| 
do 
OU | 
SAMPLES AND PRICES ON REQUEST =, SA | 
WILLIAM EXLINE INC: | 
146 


March 1955 


Your-best buy 
Protection 


is insurance sold in your 


community by a local agent 
who is qualified by 


training and experience. 


He is advisor without 


prejudice in a field requiring 


specialized knowledge. 


Rely on your 
Local Agent 


for advice on insurance for your home, 
insurance for your car, and insurance 
for your business. Ten thousand local 
U.S.F. & G. agents provide this 

service throughout the United States 


and Canada. 


Consult your insurance agent 
as you would your doctor or lawyer 


CASUALTY-FIRE-MARINE INSURANCE 
FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Company 
Baltimore 3, Maryland 


Fidelity Insurance Company of Canada 
Toronte, Ontario 


H 
n, 
| 
S YY 
| GY 
{ 
| 
i 
3 
| 
| | y.5-F-&S: AGENTS 
This is of series of 
an TIME, pusiNess WEEK, 
WEEK and nation’s pusiNess: 
designe? to help yncrease your business: 
147 


We invite you to 
ASK THE BANKER 
WHO HANDLES 


OUR PAPER! 


Holland, world’s largest installers of home 
heating equipment, is the only company in 
the industry that retails its equipment! This 
means... 


Holland maintains its own sales outlets, 
which means Holland controls the end 
use of its products! 


Holland guarantees heating comfort, 
and effectively backs up that guarantee! 


Over 5000 Holland men in over 500 
factory branches and sub-branches are 
ready, 24 hours a day, to serve the 16 
million Holland customers! 


At present, more than 700 banks and financ- 
ing companies are handling Holland install- 
ment loan paper on a non-recourse basis. You 
are cordially invited to consult our local 
manager on availability of paper for your 


bank. 


HOLLAND 


FURNACE COMPANY 


World’s Largest Installers of 
Home Heating Equipment 


MAIN OFFICE and PLANTS at HOLLAND, MICHIGAN 


BANKING’S ADVERTISERS 
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Air Reduction Company, Incor- 
porated 

Allied Radio Corporation ... 

Allis- Chalmers Manufacturing 
Company 

Allison Coupon Company, Ine. 

American Appraisal Company, 
The 

American Automatic Typewriter 
Company 

American Bankers Association 
(The Family Dollar) 

American Express Company . 

American Surety Company . 

American Telephone & Tele- 
graph Company 

Asbestos-Cement Products Asso- 
ciation 


Banco Comercial Antioqueno.. 142 

Bank Building & Equipment 
Corporation of America .. .33-36 

Bankers Security Life Insurance 
Society 

Bankers Trust Company 

Bank of Montreal 

Bank of Nova Scotia, The ... 

Banthrico International 

Bower Manufacturing Company, 
The 

Burroughs Corporation 


Cascade Paper Company 

Celotex Corporation, The . 

Chase National Bank of The 
City of New York, The .... 

CheckMaster, Inc. 

Christmas Club, A Corporation 

Chrysler Corporation (Airtemp 
Division) 

City National Bank and Trust 
Company of Chicago 

Colerado Insurance Group 

Commerce Clearing House, Inc. 

Continental Bank & Trust Com- 
pany of Salt Lake City .... 

Continental Illinois National 
Bank and Trust Company of 
Chicago 

Craig Machine, 

Crusade for Freedom 

Cunneen Company, The 

Curtis 1000 Ine. 


Delbridge Calculating Systems, 
Inc. 

DeLuxe Check Printers, Inc. .. 

Douglas - Guardian Warehouse 
Corporation 

Downey Company, The C. L. .. 

Duplex Plan, The 


Educational Thrift Service, Inc. 
Electric Time Company, Inc. .. 
Exline, Inc., William 

112, 120, 143, 


Life & Casualty Com- 


Fidelity and Deposit 
of Maryland 

First National Bank of Arizona 120 

First National Bank of Chicago, 
The 11 

First National Bank of Philadel- 
phia, The 

Foremost Insurance Company. . 

Fowler and Associates, Dick... 

Fuji Bank, Ltd., 


Company 


Gilbert, O. Rundel 
Guaranty Trust Company 


Hammermill Paper Company 
Cover III 
Hartford Fire Insurance Com- 
pany 
Hartford Accident & Indem- 30 
nity Company 
Hartford Livestock Insurance 
Company 
Heller & Company, Walter E. 83 
Holland Furnace Company ... 148 
Home Insurance Company, The 145 


Insurance Company of North 


America Companies 


Kelly, James 


La Monte & Son, George ..... 
Le Febure Corporation 


Marquette Cement Manufactur- 
ing Company 

McGraw-Hill Digest 

McGraw-Hill Publishing Com- 
pany, Incorporated 

Metropolitan Oakland Area Com- 
mittee 15 

Mobile-Home Agency, Ine. ... 120 

Mobile-Homes Manufacturing 
Company 

Monroe Calculating Machine 
Company, Inc. 

Mosler Safe Company, 

118B, 118C 
Murphy Products Company ... 128 


National Broadcasting Company 
(Film Division) 1 
Cash Company, 
102, Cover IV 
Nationai City Bank of Cleve- 
land, The 
National City Bank 
York, The 
National Homes Corporation .. 
National Shawmut Bank of Bos- 
ton, The 
National Surety Corporation .. 
North Branch Chair Company. . 


Old Republic Credit Life Insur- 
ance Company 115, 127 


Patented Plastics, Inc. 
Peoples First ee Bank & 
Trust Compan 
Philadelphia National 
The 


Phileo Corporation 
—— Plate Glass Com- 


Polk Co., R. L. 
Puritan Agency, 
Purse Company, The 


Quality Products Company, Inc. 122 


Ralston Purina Company 

Rand McNally & Company ... 

Recordak Corporation (Subsi- 
diary of Eastman Kodak Com- 
pany) 

Remington Rand Inc. 

Republic National Bank of 
Dallas 

Riggs National Bank of Wash- 


ington, 


Safeway Stores, Inc. 

School Thrift, Inc. 

Scudder, Stevens & Clark Fund, 
Inc. 

Security-First National Bank of 
Los Angeles 

Smith-Corona 

Standard Paper Goods Manufac- 
turing Company 

Stanley Works, 
Door Division) 


Texas Company, The 
Texas Eastern Transmission 
Corporation 
Texas National Bank of Houston 126 
ThriftCheck Service 
tion 
Todd Company, Inc. 


Union Carbide and Carbon Cor- 
poration 1 

Union Pacific Railroad 

United States Bronze Sign Com- 
pany, Inc. 

United States Fidelity 
ranty Company 

United States Steel Homes, Inc. 77 


& Gua- 


Valley National Bank, Phoenix 136 


Watson Manufacturing 
pany, Inc. 
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The most far-sighted sentry in history ! 


yon bulging fin that rides the back of the huge 
new Lockheed Super Constellation supplies an 


important missing dimension to U. S. Air Force 
airborne radar patrols—the ability to spot the altitude 
of enemy planes at a distance of hundreds of miles. 


Developed by Philco scientists and electronics 
engineers in close teamwork with the Department 
of Defense, this ‘‘piggy-back” radar pinpoints the 
position of the intruder and feeds its findings to 
the plane’s control center. 


There, orl a radarscope developed by Philco, the 
Combat Information Control officer correlates the 
data with other radar reports and relays it to fighter 
planes to guide them directly to their target. 


Night or day, rain or shine, winter or summer, the 


process is as swift and exact as pointing a finger. 


The genius of this new Philco airborne radar lies in 
its combination of high power with a sharply defined 
image at the longest range of any radar of this type 
ever developed. And the solution of this problem 
for the Armed Forces is the latest milestone in Philco 
electronic developments for national defense. 


It is also another striking example of the unique 
integration of Research with Application that gives 
Philco its dominant position 
in so many industries—Radio, 

Television, Air Conditioners, 
Refrigeration, Freezers, and 
Electric Ranges. 


And the end is not in sight! 


ANOTHER FIRST FROM PHILCO vsiaiiee 
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The OUTLOOK 


and Condition of Business 


(CONTINUED FROM PAGE 37) 


obviously, the volume and nature of credit used by the 
public are being watched in Washington with special 
care. They know it is easier to control an upturn 
than a downturn. As one long familiar with the deli- 
cate mechanism of control put it: “You can’t turn on 
a tap in Washington and stabilize a sharply declining 
economy, or any other manifestation of mass fear. 
In fact this might have the opposite effect. During 
recent years the authorities have been plain lucky in 
setting the tone that fitted the people’s thinking.” 
Maybe so, but it’s more than a coincidence that luck 
and skill are usually found in the same individual. 


Higher margin requirements for stock purchases 
have been decided upon by the Federal Reserve Board 
as a deterrent to unhealthy speculation, but the increase 
in savings in recent months has been such that a 
great quantity of money could be diverted to the stock 
market without use of credit. Under the circumstances, 
a slight rise in margin requirements does not make 
much difference except psychological. 

The business boom has been met by the credit and 
fiscal authorities with a somewhat harder money 
policy. Free reserves of commercial banks—surplus 
funds minus average borrowings—are now at the low- 
est point in several years, which acts as a deterrent 
to any reawakening of inflationary forces. 


The present easy mortgage terms, no-downpayment 
and 30 years of amortization, run counter to the gen- 
eral hardening of money rates in other segments of 
the money and investment markets. The chances are 
that mortgage terms, too, may become a little stiffer. 

The inventory reduction movement has run its 
course, but at the same time there seems to be no 
rush to fill shelves or warehouses. 


A switch to stock financing as against bond flota- 
tions, may be significant. In eight years of low interest 
rates and high taxes, corporations, generally, have 
obtained nearly two-thirds of their required funds 
from other than equity financing. They went into 
debt and there was much concern that this indebted- 
ness may become troublesome if the sailing was not 
as clear as in the past few years. 

Dividend payments, generally, might rise if industry 
adopts equity financing, it is felt. In the past, corpor- 
ations have retained a large part of their profits for 
expansion. If new stock is issued, instead, more profits 
may have to be paid to stockholders to make the 
shares more attractive. 

Another result of a possible large-scale switch into 
common stock financing could be an increase in the 
available supply of shares. Institutional investment 
funds, such as pension trusts, have been building up 
faster than the available supply of securities, and 
this has contributed much to the rise in stock prices. 


The central fact in the business outlook today de- 
serves more attention. It is the national nonpartisan 
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belief that deflation, in any form, is politically dead. 

Optimism, born of this belief, is the order of the 
day. The only important difference of opinion is be- 
tween the buoyant optimists and the plain or cautious 


optimists. The only thing resembling downright anx- | 


iety today is found among those who have one eye : 


on the solemn referendum of 1956 and are afraid the © 


optimists are right. Under the circumstances, all ~ 
this talk about a third party is out of place because © 
the first thing is to make sure there is a second one, 


At the recent convention of the Alfalfa Party in © 
Washington, attended by leading officials of the Gov- © 
ernment, Merle Thorpe, former editor of Nation’s Busi- 
ness, was named the party’s presidential candidate. 

In his speech of acceptance (a masterpiece of jest © 
mingled with the right amount of truth) on a “radical 
conservative” platform of Full Unemployment with 
a. Guaranteed Annual and Adequate Wage, he said in 
part: 

“Oh, my friends, I can already hear grumblings 
from the extreme right and the extreme left. The 
leftists will tell you that we are already on the march 
to that goal... 

“From the right of the aisle, Old Guard fossils, 
living in another day, captains of privilege, malefactors 
of great wealth, I can hear delegates mutter in their 
beards. 

“*Where will we get food and clothes and shelter— 
and a television set—if nobody works?’ 

“ ‘Well,’ to quote an eminent authority, ‘maybe the 
best answer to that might be my saying that is a 
good question.’ 

“But I think the answer is clear. The nations of 
the world, grateful to us for help in their distress, 
will bring us a Point Four program. In their effort 
to do good, they will not stop to realize that under 
our Full Unemployment Administration, Point Four 
aid will be about as useful to us as—as— it has been 
to them. If they then fail to send us the necessary 
tonnage of food, etcetera, we have a sure-fire remedy: 
We can scare hell out of them by threatening to go 
Communist! 

“This answer should appeal to the extreme right. 
As for the masses, the proletariat, we have an answer 
more in the American Political Tradition. When they 
ask us where the food and drink is coming from with 
nobody working, we can say, 

““That, sir, is a detail to be taken up after the 
election.’ 

“On this platform we can sweep the country. The 
only danger is that other backward nations may pre- 
empt this forward-looking policy. We can, of course, 
keep them from getting any news of it by broadcasting 
it over the Voice of America . 

“The Alfalfa Party has too long been looked upon 
as the comic supplement, the funny page of our po- 
litical life. We have petitioned, and our petitions 
have been scorned. We have entreated, and our en- 
treaties have been disregarded. We have begged, and 
they have mocked us. We beg no longer; we entreat 
no more; we petition no more. We defy them! If 
the radicals or conservatives dare to come in the open 
field against our radical conservatism, we shall fight 
them to the uttermost.” 

WILLIAM R. KUHNS 


BANKING 


f 

t 

r 

r 
: 

y : 

h 

e 
le 
e, 

yn 

O- 

s 

d 
at . 
If 
. 

t 

G 


